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MANUFACTURING JEWELERS 
118 Richmond Street, Providence, R. I. 


BLITZ FRITZ — BUY WAR BONDS — FOR VICTORY! 





TOMATIC FIT. 


(PATENT APPLIED FOR} 


Ric WATCH STRAPS 


t ‘adjust themselves 


Bi. to fit long watches oe 


r short watches ... now 
resent for the first time 
| fabric watch strap that is _ 


_ THE ONLY FABRIC STRAP Note the unusual tapered 
MADE TO FIT WATCHES construction. 3/4" wide under 
b the watch, but tapered to 

WITH 3/4 INCH LUGS only 5/8" for the rest of its 


length. Never before accom- 
plished in fabric straps. 





Here is a comfortable, handsome and long- 
wearing strap, actually four plies of highest 
quality cloth, with the weight and strength 
of leather. Finest workmanship, typical of 
Kon-ite quality. Equipped with time-tried 
Kon-ite molded buckles and keepers. 


Order from your jobber. 


Manufactured Only By A. SAUER & CO., Cincinnati, Ohio 


Fepruary, 1944 1 
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SPEAKING OF 


EW ENGLAND’S heyday for 
making wooden clocks began 
in 1814 and ended in 1837. Between 
the patenting of the “perfected 
wooden clock” in the former year 
and the depression of 1837, when 
Chauncey Jerome invented the one- 
day brass clock, Connecticut fac- 
tories produced hundreds of thou- 
sands of wooden timepieces. 
It’s now 107 years since brass 
displaced wood in lower-priced clock 
but — shades of Eli 


construction, 





Terry!—in another part of New 
England the wooden clock has made 
a comeback. 

War-time restrictions on the man- 
ufacture of metal clocks have created 
a ready market for all the wooden 
timepieces which Charles A. Smith, 
a 70-year-old retired machinist, can 
make in the home where he lives 
alone near Brattleboro, Vt. 

The Jan. 1 issue of Saturday Eve- 
ning Post, described Mr. Smith, as 
“Vermont’s most unusual craftsman.” 
He cuts the clock wheels and gears 
from maple and birch, constructs 
the inlaid cases and even inks the 
numerals on the cardboard dials. 
Most popular number, he says, is 
a 12 x 18 inch wall clock that re- 
tails for $25. 

Finding customers is a problem 
in reverse. He made 50 timepieces 
last year, and he complains that Ver- 
mont Craftsmen, a privately financed 
organization of craft sponsors, lines 


FOR FEBRUARY, 1944 


THE 


JEWELRY TRADE 


up too many markets that want 
clocks by the dozen instead of two 
or three at a time. 


© © 


T’S fairly easy to go to court and 

change your name. But just try 

to change some common word used 

as the name of an object and see how 
long it takes! 

However, there has to be a begin- 
ning. So let’s get going on this one. 

The term “emerald cut” should be 
changed to “oblong cut.” Why 
haven’t we done it sooner? 

An emerald-cut diamond or an 
emerald-cut ruby makes sense in the 
trade, but the public thinks of some- 
thing green everytime they hear the 
word emerald. We don’t have pearl- 
cut diamonds or ruby-cut amethysts. 
Neither do we have pearl-shaped 
peaches ! 

What is now called an emerald- 
cut gem is usually oblong in shape 
and “oblong-cut’’ is the descriptive 
term. “Square-cut” is okay, and 
“brilliant-cut” is all right, too, be- 
cause it says “shine” if it doesn’t say 
“shape.” 

We may get around to the “mar- 
quise” cut later—one thing at a time. 
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FORM of advertising that 

doesn’t cost you a penny is to 
talk about your merchandise with 
the right words. New words give 
jewelry items. new interest. For in- 
stance, call them “bridge rings” in- 
stead of “cocktail rings.” Cocktail 
rings belong to the old speakeasy 
era. Before that we had the “dinner 
ring,’ in the decade when society 
still entertained with 10-course 
meals. 
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The name “sport ring” is all right 
but should be applied only to a mas- 
sive object of tailored lines suitable 
for wear with sport fashions. Sport 
jewelry should look like what it’s 
called. 

We nominate “bridge rings” to 
succeed cocktail rings because 65 per 
cent of the American women play 
cards in some form and bridge is still 
the most popular game. The hands 
are conspicuous in playing bridge; 
a woman has the chance to show off 
her new ring. Finally, the term is 
new to the customer and suggests the 
same quality on your merchandise. 

Talk about bridge rings and letter 
the term on small display cards. Let 
the eye see and the ear hear. 


e > 


EXT time you hire a new man, 
see if he has ever played foot- 
ball. 

Fred C. Slater, manager of the 
Duval Jewelry Co., Miami, last 
month saw an individual hotfooting 
out of the store’s diamond room and 
into the street, with something 
tucked under his arm. Moving as 





fast as he thought, the jeweler 
sprinted after him, steadily nar- 
rowed the distance during more than 
a block of broken field running, and 
finally dropped his quarry with a 
flying tackle. 

Seven ring trays spilled across 
the sidewalk and into the doorway 
of a tailor shop. So did 252 rings, 
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You didn’t discover what a gold mine the! 
pen business was until the war brought you 
calls that jewelry stores never got before 


Come on, Mr. Jeweler, let’s be “PARTNERS” in the Parker 
“51” Gold Mine. If you'll dig for fountain pen busines 
with the kind of effort you put behind diamonds 
and watches you can be the biggest of all dealers in fountain 
pen and pencil sets. It’s a matter of record that other 
stores did the big pen job before the war and the calls 
you're getting today are a result of their shortage of 
stock. BUT.. those calls have shown you how big the fountain 
business can be . . . how high the unit of sale is... 
how long the mark-up. Now you know this is 
IMPORTANT business, not just an “orphan.” And so... 
because you are more progressive and advertising-minae 
than the other fellow you can keep the post-war 
flow of pen traffic coming your way. 





PARKER 
din te tide 


















~ VX) The Parker Pen Company 
Carwtgs JANESVILLE, WISCONSIN 
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many of them diamond set, which 

‘cht have netted several thousand 
dollars for the thief. All the jewel- 
ry was recovered. 

Behind Mr. Slater's speed and 
daring was a splendid record of high 
school athletics. As a youth, he ran 
the 100-yard dash in 10 seconds flat, 
and he was the football team’s star 


tackler. 
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ITH this 
clocks, how can people get up 
in the morning — especially war 
workers, whose tardiness must bring 
a sardonic chuckle to Hitler, Tojo 
& Co.? " 
C. S. Wiley used to wonder out 
loud, like this, when he came home 
from his optometric and jewelry 
business at 614 Brushton Ave., 
Pittsburgh. Day after day, he had 
to disappoint customers with the 
same old answer, “Sorry, no alarm 
clocks.” He didn’t like it. 

Up popped a suggestion from 
Jeweler Wiley’s daughter, who is a 
teacher at one of Pittsburgh’s 
largest schools. She'd offer to buy 
out-of-order alarm clocks from the 
school kids, and dad could repair 
and sell them. 


famine in alarm 


JOE JEWELER IN UNIFORM 
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Few days later, the scheme was 
working well to everybody’s advan- 
tage. For battered, broken clocks 
useless to them in disrepair, young- 
sters or their families got welcome 
cash. After repairs, the Wiley store 
finally had alarm clocks to sell. And, 
point of the whole thing, war work- 
ers could buy waker-uppers. 

The flow of disabled clocks to 
Wiley’s store continues—so does the 
flow of industrial workers. Jeweler 
Wiley thinks the idea is worth pass- 
ing on, to help both jewelers and 
customers. 
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HE courage and vision of British 

jewelers in the midst of adver- 
sity is exemplified in a recent adver- 
tisement of The Goldsmiths & Sil- 
versmiths Co., Ltd., which appeared 
recently in the columns of a Boston 
newspaper. The advertisement said 
in part: 

“In a world where austerity is a 
virtue born of necessity .. . it may 
seem incongruous to speak of those 
articles of personal adornment gen- 
erally classified as ‘jewelry.’ What 
is the future of jewelry? Will the 
new world which will arise from 
the ashes of the old, eschew personal 


“If | only had my Gemologist's dichroscope and refractometer!" 














Was Your Firm a '69er? 


This year will be the 75th anniversary 
of the publication of the first issue of The 
Jewelers’ Circular-Keystone. 

In connection with that 75th anniversary, 
we are planning to publish an honor roll of 
the jewelry establishments—retail, whole- 
sale, manufacturing or importing — which 
were in existence 75 years ago and are 
still operating today. 

Is yours one of them? If so, and if you 
have not already responded to previous 
similar notices, will you please drop us a 
line, stating the year in which your con- 
cern was established and noting any changes 
in name or ownership that have been made 
since then. If it is owned by the family of 
the original founder, please mention that 
fact. 

Your cooperation will enable us to give 
you proper recognition in this honorable ros- 
ter of old-established houses. Please write 
us today if your name belongs on the list. 





adornment? . . . Only the future it- 
self can tell us, but we would haz- 
ard a guess that in the ages to come 
as in the ages past, jewelry will have 
its place and will express the spirit 
of its time. . . . Since man first 
glimpsed the light of civilisation, he 
has esteemed the rare, the precious 
as a means of expressing sentiment. 
In the possession’ or bestowal of the 
precious he has found joy through 
countless ages and whatever the form 
or fashion of the jewelry of the fu- 
ture, we fancy he always will.” 
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MERICA’S age of gold is cer- 

tainly under an eclipse. Less 

of the yellow metal was produced 

in the United States and Alaska last 

year than at any time since gold was 
discovered in California in 1848! 

Output of both gold and silver, 
cut in 1942 because of shortages of 
manpower and equipment, rising 
costs of production and Government 
regulations, was driven downward 
even more severely in 1943, says the 
Bureau of Mines. 

“Reprieves granted by the Gov- 
ernment late in 1942 permitted sev- 
eral of the larger gold mines in the 
west to continue milling broken ore 
until early last June, after which 
virtually all gold and silver mining 
ceased.” 

Production of gold in Continental 
U. S. (Alaska included) for last year 
is estimated at 1,364,000 ounces, 
compared with 3,583,080 ounces in 
1942—a decline of nearly 62 per 
cent in both quantity and value. 
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~ Army-Navy “E”. Connecticut’s Gov. R. E. Baldwin, Roy ¢ 


%* “Our Army and Navy can count on us to do our share-- 
Wilcox, executive vice president of International, and Capt, 


and more than our share—to make 1944 the Victory Year.” 
said William Forbes, in accepting International Silver’s 3rd A. K. Atkins, U. S. N., approve heartily. 


A New Determination 


E ARMY-NAVY “E” now flies over three factories of 
the International Silver Company. 


The Awards are official recognition of the fact that 
International Silver workers have done their utmost 
with heart, hand, and mind to produce war-winning 
material in war-winning quantities. 


With this tribute, however, comes new responsibil- 
ity; that of working even harder, with even greater 
determination that this year shall be a Victory Year. 


We salute the patriotism and unselfishness which ac- 
complished great production records last year. ..will 
certainly achieve even greater records this year. 


The craftsmen whose peacetime job 
is making 
Proud of his 64 years with International, 


1847 ROGERS BROS a Frank Young is even prouder of his Army-Colonel 


- cas F ere mm son, whose picture he shows to Governor Baldwin. 
America's Finest Silverp late Young and Forbes (top) represent 124 years of ser- 


now use their skills to hasten victory vice with Insilco! 
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Birth Stones—Birth Howers 
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ORN in February, Screen Star Betty Hutton’s habit of wearing both her 

birthstone, amethyst, and her birth flower, violet, during her natal month 
suggests an interesting display theme for jewelry retailers. Here she clips a 
smart triangular-shaped amethyst, diamond and gold clip to her black velvet 
tam, adds a matching little finger ring, and pins a bunch of violets to her black 
velvet frock. These are the official birth flowers that jewelers might well 
display in connection with the standard list of birth-gems: Carnation, January; 
violet, February; jonquil or daffodil, March; Easter lily, April; lily of the 
valley, May; rose, June; larkspur, July; gladiolus or poppy, August; aster or 
morning glory, September; calendula or cosmos, October; chrysanthemum, 
November; poinsettia, December. 
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To assure at least something for the greatest possible 
number of their customers, Boston jewelry merchandisers 
regulate the display and sale of scarce desirables 


How Boston Jewelers Manage 


To “Save Their Ammunition” 


by JOSEPHINE RIPLEY 


HE Army has a word for it. They call it logistics. 

Jewelers know something about logistics, too. Per- 
haps they haven't called it by that name. But it is a 
matter with which they are all concerned these days—- 
the movement of supplies from factory to the front line 
of jewelry show cases. 

In fact, it is logistics today which governs the conduct 
of the jeweler with relation to his business, just as it 
rules the decisions of the general with regard to his 
campaign. 

No military strategist would think of launching upon 
an offensive without adequate reserves, nor would he be 
drawn into. the expenditure of all his ammunition at once, 
if he could avoid it. 
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Neither should the jeweler carry on his business witlr 
out regard to the status of his inventory, nor sell his 
shelves bare with no definite prospect of replenishment 
of his stock. 

Retail jewelers ‘in Boston, faced with the prospect of 
presiding over empty. show cases unless something was 
done to regulate this one-way traffic of merchandise,” 
found at least a partial solution in the application of a— 
certain measure of sales control and inventory distr 
bution. 

A recent survey of the city’s leading jewelers revealed 
that practically all are exercising some degree of such 
control. Methods and details of operation may differ,” 
but nearly all those who were interviewed admitted to 


THE JEWELERS’ CIRCULAR-KEYSTONE 











sine form of restriction in silver and watch depart- 
ments. 


DOLE OUT SILVER AND WATCHES 


“Why we wouldn’t have a piece of silver left in stock 
after Christmas if we didn’t,” exclaimed one store ex- 
ecutive. 

The less expensive watches—those selling for $100 or 

under—are also displayed with discretion. 
' “When we get a supply of moderate price watches, we 
don’t put them all out on the counter at once,’ confided 
another jeweler. “If we did, they would be gone in a, 
few days. Instead, we display and sell them a few at a 
time over a period of a month or so. In this way, we 
avoid long periods when we would have no watches at 
all in this price range.”’ 

While this is admitted to be the general practice 
throughout the Boston trade, it is not without exceptions. 
One jeweler related that his store had tried out this sys- 
tem for a few days and then abandoned it. It didn’t seem 
right or fair to him, he said frankly, to hold out mer- 
chandise in this way, and. now his store displays every- 
thing as fast as it comes in. “You're going to sell 
it some time,” he argued, “and I can’t see what difference 
it makes whether you sell it now or next month.” 

But this opinion seems to be in the minority. However, 

what will work for one store does not always work for 
another, one man explained. Each one has to develop the 
kind of plan that fits in with the policy of the store and 
the volume and character of its trade. 
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FOUR PLACE SETTINGS IS LIMIT 


Sales control of silver is general, however, and is 
established on a flexible basis. One store finds it neces- 
sary to limit individual sales in flat silver in the more 
popular patterns to four place settings. But in patterns 
for which there is less demand, and in wkich the stock 
; is More adequate, a customer may purchase as many as 
; 12 place settings at once. 

t Another jeweler disclosed that the silver sales in his 
store are governed more or less from day to day by the 
f quantity of incoming merchandise. Unit inventories are 
; kept in each department by the sales clerks. themselves. 
, § They know at all times the exact status of their stock. 
1 § “In fact, they know it almost better than we do here in 
the office,” he admitted. 

“Naturally,” he explained, “if they know they are 
1 # low in some particular line, they will direct the custom- 
er’s interest to other articles which are more plentiful, 
especially since the question of commission enters into it 
and they try to sell in the lines where the supply is suf- 
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When manufacturers’ shipments arrive too little and toe late, most Beston 


es jewelers stretch inventories of silverware, lower-priced watches and other 


s searce items. They display some. but prudently store the rest in the vaults 


ficient rather than lose sales because of lack of stock.” 

This store holds a daily meeting with its sales staff in 
the morning, discusses stock on hand and keeps its clerks 
thoroughly informed on daily receipts of new merchan- 
dise. Thus, they are in a position to exercise some con- 
trol over runaway sales and merchandise through the 
skillful direction of customer interest. 

As to platinum, jewelers say that it is so scarce there 
is no point in holding any of it back. In fact, it was. the 
opinion of a number of jewelers who were interviewed on 
this question of inventories, that it is impractical to put 
away any stock unless enough is set aside to make it 
worth while. ' 

In order to have sufficient stock for the year’s needs, 
many Boston jewelers stocked up on silver last winter— 
within the limitations of inventory control—and spread 
that supply over these intervening months. Most of this 
supply is practically exhausted now. Some has been 
carried over, however, into 1944. This is true of jewel- 
ers who found themselves in the excess profits classifica- 
tion in 1943, and saw no point in putting out more mer- 
chandise to be sold under the extra taxation. 


BETTER PROSPECT FOR CIVILIAN GOODS 


All agree that the outlook for the future is consider- 
ably brighter than it has been for some time. The dark- 
est days are over now, many of them believe, and while 
these are still times of uncertainty, the Boston trade is 
greatly cheered by the favorable turn in the war. 

Although one store is said to have stocked up heavily 
on gold, while another admits it may~buy up some extra 
hollowware to tide over any shortage, and others say 
they might put away a surplus in some lines for the com- 
ing months, there is general disinclination to tie up very 
much money in extra stock at this time. 

“Suppose Germany should be forced out of the war in 
1944,” speculated one jeweler. “It would mean not only 
the resumption of importations from abroad, but prob- 
ably a switch-over in many lines of production here from 
war goods to civilian manufacture. Therefore, one 
wouldn’t want to invest in a lot of high-priced stock now 
and have nothing left to buy with when the war ends.” 

Swiss watches are still arriving in large quantities, 
argued another. He said he was inclined to believe that 
watch factories im the Boston area, which have been 
going full tilt on war orders for the past two years, may 
be reaching the end of their quotas and be turned back, 
partially at least, to watch manufacturing. [Editor’s 
note: We’re afraid this last is wishful thinking.] Then, 
some observed, there is ground for hope that we may 

(Please turn to page 114) 
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Meet Mr. and Mrs. G. |. Joe—several of them, in fact. These uni- 
formed bridegrooms, pictured in New York City's marriage license 
office, are typical of the 850,000 Service Men who married last year. 


GI Weddings Hold 1943 Spotlight; 
Half of the Bridegrooms in Uniform 


Twe and a half million couples, wed since °41, plan to set up 


housekeeping when the boys come marching home from Tokyo and Berlin: 
1943 weddings drop 5.7 per cent, nationwide JC-K survey shows 


by JEAN L. TAYLOR 


a | Jeter wedding ceremonies tied the 
marital knot for 850,000 GIs and their home- 
town sweethearts in 1943, as soldiers and sailors rushed 
to slip a wedding band on the finger of the girls they. 
left behind them. Out of the more than 1,700,000 
couples that stepped up to the marriage license window 
in the year just ended, 50 per cent of the men wore 
wedding suits tailored by Uncle Sam. 

There’s little guesswork in these figures. JEWELERS’ 
Cirncu.ar-Keysrone queried license clerks in every one 
of the 50 largest cities in the country, plus some of 
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the smaller ones. What these cities show holds true fot 
the entire nation. Here’s why: 

These 50 major cities include a sizeable hunk of 
the country’s population, approximately 25 per cent 
They are spotted in 26 different states, spread from 
top to bottom and from coast to coast on the nation 
map. That’s a large enough cross section—with some 
to spare—to give a highly accurate sampling of U. 
marriage trends. . 

Any tendency of cities with nearby Army campt 
and heavy war industry to shove the picture out of 
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rtion is cancelled by cities like New York, Phila- 
r iphis, and Boston, which have practically no war in- 
gust BERLIN IN 1944? 

If General Eisenhower is correct—and who's to argue 
with a general?—1944 may be the year that millions 
of couples will set up housekeeping on a permanent 
hasis—buy homes and vacuum cleaners and silverware 
and dishes—when Johnny comes marching home from 
Berlin. With 850,000 war weddings in 1943 alone, 
that there will be at least two and a half million of 
these war-wed couples is a conservative estimate based 
on actual figures on weddings in 1941 and 1942. And 
that estimate doesn’t include the several million soldiers 
gho didn’t marry before going overseas and who will 
be eager to settle down in normal homes when they 
come back. 

Of the remaining half of 1943’s marriage-minded 
males, 30 per cent were in war industry, estimates by 
the country’s marriage license clerks show. 
people are good news to jewelers, as well as to other 
merchants. Not only do they push up wedding gift 
sales (25 per cent of a jeweler’s sales normally come 
from this source) but they start homes immediately. 
These couples buy what they can now—put the rest of 
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1943 marriages were more evenly distributed throughout the year 
than were nuptials of the two earlier years. 


their money into War Bonds until they can get their 
silverware, furniture and other home needs. 

Marriages for 1943 in total showed a slight slump 
from the record high in 1942. They dropped 5.7 per 
cent, or about 100,000. Probable reason is that Pearl 
Harbor and the war’s beginning “hypo’d” thousands 
into marriage in December of 1941 and the first months 
of 1942. These “scare” weddings jumped statistics to 
an abnormal high. , 


BRIDES, GROOMS, PLAY NO FAVORITES 


Now the quick and erratic spurts which occurred in 


the marriage rate in the early days of the war have 
(Please turn to page 104) 
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Issue of Marriage Licenses, Month by Month, During 1943 in the 50 Largest U. S. Cities 
% one 
5 rom 
JAN. FEB. MAR. APRIL MAY JUNE JULY AUG. SEPT. OCT. NOV. DEC. 1943 1942 1942 
NEW YORK......... 6,017 5,616 6,005 6,304 6,560 8,379 6,464 6,831 6,619 6,425 6,230 6,247 77,697 83,392 — 6.8 
| ae ,077 3,003 2,943 3,451 3,572 4,500 3,574 3,536 3,400 3,318 3,417 3,207 ; 45,771 —10.4 
PHILADELPHIA Tae 1,162 1,094 1,159 1,271 1,416 1,639 1,128 1,248 1,307 1,164 1,203 1,123 14,914 17,158 —13.1 
on ROIT ae /661 1,625 1,426 1,616 1,816 2,139 1,789 1,839 1,661 1,661 1,571 1,549 20,353 22, — 9.1 
+ NGELES ay 2,368 2,094 2,254 2,440 2,724 3,616 3,042 2,912 2,851 2,783 2,794 ,064 32,942 28,976 +13.7 
paral ae 759 786 755 805 93 1,254 1,021 922 961 964 914 787 10,862 12,516 —13.2 
a TDMORE secs 1,450 1,405 1,433 1,498 1,431 1,929 1,607 1,520 1,522 1,460 1,482 1,594 18,331 20,078 -— 8.7 
_1OUIB 156 1,658 1,971 1,785 1,669 2,578 1,277 1,896 1,594 1,569 1,735 1,204 21,042 25,756 —18.3 
ORTON ccs 685 752 595 738 778 1,113 831 931 831 860 753 664 9,531 11,261 —15.4 
CLBURGH Bess es 807 776 746 879 1,008 1,325 1,038 1,001 911 846 935 786 11,058 12,134 — 8.9 
oH MON..:... 1,153 1,127 1,050 1,174 1,118 1,343 1,080 1,066 1,081 1,064 974 1,064 13,294 14,873 —10.6 
MEY ENCIBCO 638 647 738 731 817 1,163 1,013 927 1,086 987 960 965 10,672 9,044 +18.0 
ay oa 394 366 319 299 512 640 443 472 455 533 414 365 65,212 6,084 —14.3 
pL are 362 304 295 378 420 584 455 440 436 393 421 328 64, 816 6,088  —20.9 
MOF ANS..... 572 629 606 652 633 851 703 582 571 577 584 645 7,605 6,552 +16.1 
Rosales OLIS... 416 391 465 489 560 651 467 553 503 498 465 435 5,893 7,050 —16.4 
ct ee 342 329 307 355 390 463 365 322 336 359 372 338 4,278 4,953 ~—13.6 
Na Gia oo 361 393 379 455 411 569 458 395 513 456 437 365 5,192 6,271 —17.2 
eae, . ee 581 594 550 578 487 700 316 322 517 515 425 390 5,975 6,532 — 8.5 
a POLIS..... 501 468 450 531 519 621 600 495 516 489 405 555 6,150 6,732 — 8.6 
peat N.. 782 768 823 869 869 1,025 922 847 786 825 884 897 10,297 9,878 + 4.2 
ROCHA 866 887 962 953 890 1,142 1,020 1,033 1,017 929 939 979 11,617 13,068 —I11.1 
DENY _ ese 189 196 197 221 270 361 244 312 265 229 273 199 2,956 3,526 —16.2 
Ton ig 421 391 448 469 424 577 484 455 461 436 395 459 5,420 4,800 +12.9 
Eeve Toi ae 431 423 429 421 508 544 514 473 494 546 494 536 5,813 5,978 — 2.8 
atthe Bela wows 342 317 299 440 309 424 382 336 380 344 326 408 4,307 4,012 + 9.6 
ts taeeeeeeee 470 515 559 523 520 652 557 559 579 519 509 605 6,567 5,431 +20.9 
TERSEY ony 448 423 422 426 459 601 472 479 487 486 450 531 5,684 7,718 —26.4 
DALita eet 245 262 228 250 319 331 275 299 274 293 287 254 3,317 4,183  —20.7 
sMEMPAIS 519 533 532 583 575 692 613 568 578 641 619 725 7,178 6,486 +10.7 
ST. PARE 88 96 103 106 130 175 110 106 124 122 133 116 1,409 997 +41.3 
LEE tsetse 239 224 220 258 306 358 240 258 272 260 249 231 3,115 3,599 —13. 
BIR GHAR 301 305 340 302 366 443 367 390° 363 325 371 361 4,234 5,063 —16.4 
AN AN MaM...... 542 562 597 627 638 715 631 553 665 593 561 726 7,410 7,944 —6.7 
PROVE? esis’ 728 694 775 815 722 883 723 627 643 673 666 665 8,614 10,041 —14.2 
AKROW _ a 208 208 194 268 262 341 265 252 266 270 275 188 2,99 3,222 — 7. 
AHA 266 251 238 290 303 384 326 329 303 259 300 295 ‘ 4,037 —12.0 
DAYTON 218 233 246 248 255 298 280 305 146 195 141 208 2,773 3,090 —10.2 
SYRACO 263 266 234 292 305 365 316 321 331 301 316 321 3,630 3,752 — 3.2 
*OKLAH OAS . 110 119 108 159 201 218 174 168 174 156 158 125 1,870 2,020 — 7.4 
SAN OMA CIT 422 397 451 402 373 460 450 392 397 431 416 490 5,081 4,557 +11.5 
WORCE. G 503 566 497 563 592 909 741 710 731 708 680 756 7,956 6,683 +17.3 
RICHMGuo 126 127 106 144 174 254 148 184 169 130 156 122 1,840 2,541 —27.6 
*PORT a 276 273 314 367 367 369 304 300 302 286 263 317 3,738 «93,722 + 0.5 
*JACKSO 0 395 352 361 403 342 482 475 396 376 379 388 425 4,774 3,997 +19.4 
‘ : NVILL 554 553 486 547 560 673 580 564 517 499 476 536 6,545 5,403 +23.0 
sYOU UST G wig” 6 547 . 643 617 556 592 493 551 548 524 475 532 ~=—s«66 661 5,372 +23.8 
*NASH RL OWN. “=. 180 114 § 105 158 154 163 171 165 157 156 158 115 1,746 1,944 —11.9 
HARY MLE... a ae 203 216 232 241 333 278 292 275 257 264 380 3,148 2,403 +31.0 
aaa 152 145 137 132 204 240 194 189 193 170 151 150 2,057 2,585 —20. 
a 36,456 35,007 35,716 38,464 39,969 51,061 40,419 40,623 39,944 38,863 38,264 38,327 473,113 501,858 -— 5.7 
*Number of licenses issued in entire county in which city is located. 
aici tiageaauntitt UT UEP 
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Unusual Business Today Prepares 


For Business as Usual Tomorrow 


by GLADYS B. BURGER 


EWELERS must forget what they can’t have and 

concentrate on what they can have, says Jess 
Kortz, owner of Kortz-Lee Jewelry Co., of Denver Colo. 
He has followed his own prescription—has proved that 
it works, and proved that it pays. 

He has replaced shortages with conversion merchan- 
dise. His store serves more customers, yields greater 
volume, and reaps more profits than previously—and 
all this in the face of the wartime merchandising prob- 
lems with which every jeweler is familiar. 

Mr. Kortz had two specific problems to solve. One 
was to make wartime jewelry-buying possible and easy. 
The other to keep the name of Kortz-Lee alive and 
active for post-war business. 
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Kortz-Lee's expanded "fashion jewelry" department is 
housed in an island display unit just inside the front 
entrance. Flex-glass mirrored post, supporting fluores 
cent-lighted canopy, adds to the glitter appeal 


Growing out of these were the allied questions of 
how to add new lines to an established jewelry store, 
yet still maintain the quality appeal, and how to cor 
tinue to give good service in the face of the growing 
shortage of trained salespeople. 

Mr. Kortz realized that these new problems could 
not be met with traditional methods. So he plunged 
boldly—but not blindly—into an entirely new mer 
chandising program. 





NEW FEET TO STAND ON 


The first step was to stock new lines of gifts, chins 
glassware—and to expand costume jewelry into an ir 
pressive department. Gifts ranging from expensift 
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objects of art to purse-size gadgets, shown in pottery, 
china, leather goods, ceramics, and plastics, are featured 
heavily in Kortz-Lee’s traffic-building windows. Gifts 
have their own exclusive display space in the store, as 
do dishes and glassware. 

Popularly priced sets of dishes have been a great 
help in increasing volume. In a war center, these days, 
heart-brightening sets are “customers’ pets” with migra- 
tory and defense-worker shoppers. 

Success in introducing new lines of merchandise into 
a store begins with display. Customers must have 
visible proof of the new merchandise to know it’s there 
—to want to buy it. It must be displayed fittingly in 
order to sell. 

Kortz-Lee modernized display with such remodeling 
and redecorating as could be achieved’ under present 
restrictions. Luxurious-looking fixtures that brightened 


To save watchmakers’ valu- 
able time, these two women 
have been trained to esti- 
mate repair costs. They 
now take complete charge 
of the ground-floor repair 
department, accepting and 
returning customers’ repairs, 


and lightened the store were installed and new displays 
were set off with dramatic, eye-catching arrangements. 
Glitter and sparkle are important now as morale-build- 
ing influences, and their bright appeal is reflected in 
current style trends. Sparkling flex-glass mirrored posts 
support fluorescent-illuminated canopies over the stream- 
lined display islands flanked by wide generous aisles 
to accommodate voluminous store traffic. 


The island display just inside the front entrance is 
a perfect foil for the shining beauty of costume jewelry. 
Interest in this class of goods has never been so im- 
portant. Clothes are being worn longer these days, and 
the psychological lift of a striking but moderately priced 
pin or clip makes rapid turnovers in the costume jewelry 
department. In fact, costume jewelry is now the fastest 
moving line in the store. 


WORDS ARE BEST SELLING TOOL 


This is due, Mr. Kortz believes, to a combination of 
three factors. First, the store features a varied line 
of quality costume jewelry, ranging from luxurious 
stone-set pieces to the perennially popular Indian craft 
jewelry. Keeping up with style trends, the store has 
met the fashion trends of the day with pieces that ac 
cent and dramatize current influences. 





Secondly, it is well displayed; and third, the actual 
selling of it is handled wisely and discriminatingly by 
the sales personnel. Much has been written and said 
about suggestive selling, but many stores still don’t 
seem to -know when and how to use it, with the result 
that customers have built up antagonistic defenses 
against stereotyped selling of this nature. 

(Please turn to page 108) 


Instead of straining at the leash against necessary war restrictions, 


these Denver jewelers use ingenuity and resourcefulness to keep their name 


alive now—and to be ready for the predicted era of post-war prosperity 
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Shortest Month 


Has Wealth of 
Display Themes 


Uneostly, but smart looking. 
these units ean be saved and 
used again for other windows 


by VIRGINIA DIXON 


S if to make up for its short term of life, February 
crowds into its 29 days (remember this is Leap 
Year!) an ample quantity of events and material to keep 
the display designer’s calendar full. 
Valentine’s Day on the 14th is an important date for 
the jeweler . . . no need for Valentine sentiments to be 
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Quilting enriches Valentine windos 





Each Cupid is suspended by two fine threads. To make the Cupids, 
have a photographer enlarge this sketch; mount the enlargement on 
sections of plywood, cut outline with a jig saw and paint other lines, 


expressed only by dainty greeting cards when they cam 
be so beautifully and permanently expressed by gifts 
from the jeweler. 

The birthdays of our two greatest presidents—on the 
12th and 22nd—offer an opportunity to give added forte 
to our War Bond appeals. The Fourth War Loan which 
began Jan. 18 is scheduled to continue until Feb. 15. 

The icy blasts of February winds suggest cosy snacks 
before the fireplace and the showing of tea and cofiée 
services and beverage sets for such informal entertaining 

This year Ash Wednesday falls in February—tt 
23rd—which suggests the showing of services for Lentet 
dishes—fish plates and forks, covered dishes for he 
cakes and syrup jugs, casseroles and chafing dishes. 
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February’s birthstone is the amethyst, one of the most 
beautiful stones of the moderate price range, which surely 
warrants a display of its own. 


THE LOWELL THOMAS TECHNIQUE 


The timeliness of such displays will be effective only 
if the ideas are expressed with variety in background 
and setting. Lowell Thomas does not depend alone on 
the up-to-the-minute timeliness of his material to hold 
his listeners’ interest. He holds the attention of his 
listening audience by changing the inflection and intona- 
tion of his voice to fit the story he is telling. Just so, to 
hold your customers’ interest your windows must speak 
in a variety of tones and techniques to fit the merchan- 
dise and the merchandising idea. Monotony of expres- 
sion is bad for both radio commentators and the silent 
salesmen behind your plate-glass. 

Because of the precious quality of the merchandise, 
the tendency in jewelers’ displays has long been to use 
only fine materials which were too expensive to be re- 
placed frequently. Certainly a fine diamond should not 
be shown on a cardboard elevation or a sterling bowl on 
4 piece of crepe paper, but there is a happy medium to 
be found. There are plenty of materials and finishes, 
moderate in cost, which are entirely adequate in quality 
when properly used to display jewelry merchandise flat- 
teringly, and which have the added advantage of not 
being so beautiful and showy in themselves that they 
draw attention away from the merchandise. 
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There's no trick to these shelves if you cut plywood from a blow-up 
of this sketch. Then cover the cut-outs with white fabric and connect 
them to column elevation and wall. Same props can be used over 
and over again, for the different birth gems, by simply relettering. 


To serve as backgrounds, you can have simple frames 
or screens made which can be frequently repainted or 
recovered in colors and textures suitable for the current 
display. For a little expense and maybe a little effort, 
you can have fixtures made from time to time which will 
give a new “lift” to your merchandise—both physically 
and spiritually! Such fixtures do not need to be just 
one-use units, but should not be so elaborate and expen- 
sive that they must be cherished for season after season! 


QUILTED RAYON VALENTINE BACKGROUND 


For example, for your Valentine display this year, 
cover your background with a pale pink or white quilted 
rayon silk or satin, as shown in the accompanying sketch. 
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This is not expensive and will give a soft, rich setting 
appropriate for the display. In the display illustrated, 
hearts cut in three sizes from plywood and covered with 
red satin frame the merchandise which is placed on 
elevations concealed by a dramatic sweep of white tulle. 
Cutout cupids add interest and charm, and the copy— 
“For Your Queen of Hearts’—is lettered on a paper 
scroll entwined in one of the large hearts. The outline 
sketch of the cupid design which is shown can be en- 
larged photographically, mounted on plywood and cut 
out with a jig saw. The tulle should be attached to the 
top of the background to the left and swept forward in 
a semi-circle, covering the elevations which support the 
merchandise placed against the tulle. The hearts can be 
suspended by a fine thread attached to a small nail 
driven in the exact center of the top edge of the heart. 
The cupids are also suspended, using two threads. 


ACCENT ON BIRTHSTONES 


For a birthstone display, a smart unit is illustrated 
in the second sketch. This unit is simple to construct 
and could be used for several such displays. It is shown 
here as an amethyst display for February. The column 
elevation supports a piece of rough amethyst which can 
be obtained from one of your stone dealers. The curved 
shelves support amethyst jewelry. A large background 
panel of wall board or background paper stretched flat 
is painted with a simple birthday cake design. Another 
background panel carries the copy—Amethyst—Birth- 
stone for February—A gift of truly regal color and 
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MAKE US FIRST IN WAR... FIRST IN PEAGE — BUY WAR BONDS 7 








Beveled frame will have repeated use 












E 





ra 





The "V", which frames Washington's portrait, and the scroll, lettered § ~ 
for the Fourth War Loan, are to be cut from beaver or wall board, (4 
The "V" may be covered with white fabric; scroll should be white, too, 











beauty to bring favor and fortune to those born 
February.” 

A diagram for cutting the shelves of the display 
is shown. These are cut from plywood and covered . 
white fabric. The column elevation and a floor pad cut 
to follow the shelf curve in a larger arc are covered with 
dark purple fabric. 

A white pad is used on the top of the column. The 
copy background panel is also purple. The shelves ate” 
attached to the column and to the background panel. 
Narrow bands of pale green ribbon edge the shelves and] 
are carried across the copy panel. The birthday cake) 


panel should also be pale green with the design indicatet ; 
(Please turn to page 115) 
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'LONGINES 


THE WORLD'S MOST HONORED WATCH | 


FIFTY-THREE YEARS AGO, a chronometer made in 
Longines factory received the. first observatory aw 
ever to be won by a factory-made timepiece. Since the 
standardized Longines chronometers and watches, 
structed of interchangeable parts, have won literally 
thousands of awards for accuracy at government observ- 
atories here and abroad. Reproduced above is a tele 
gram announcing the latest of these accuracy awards: 
by which Longines retains the precision record for 
wrist watches at the Neuchatel Government Ob- 
servatory in Switzerland. The uniform high standard 
of Longines construction is reflected in the fact that 14 

4 NES- WITTNAUER WATCH.CO., INC. of the 20 winning Longines watches carried consecutive 

GENEVA. manufacturing numbers. 
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Though jewelers’ holiday sales broke records, fewer gifts were brought 
back for exchange or refund than ever before; giftees know the 
supply is short and don’t ask to select “something I'd like a bit better’’ 


by HENRY NEWMAN 


IHERE’S something of a silver lining to the mer- 

chandise skortage, many jewelers discovered to 
their surprise last month. Things that are sold these 
days seem to stay sold; few are exchanged for cash or 
for “a pattern I like better.” Thus the usual barn- 
storming crowd of post-Christmas gift-exchangers 
dwindled last month to a mere trickle. 

Checking with Boston, Providence, Cincinnati and 
Seattle jewelers, JC-K found that, generally speaking, 
there were fewer post-Christmas headaches this year 
than for many past seasons. 

For instance, at Smith-Patterson Co., Boston, less 
than 100 items came back, and only about 10 per cent 
of these were turned in for refunds. Those who re- 
turned gifts or purchases for credit chose another item 
immediately. In other years, clerks had assured cus- 
tomers purchasing Christmas gifts that if the item did 
not prove exactly right in style or design, they might 
feel perfectly free to bring it back for an exchange. 
But that was before Pearl Harbor, and clerks could not 
make that promise in December 1943. 

Allen Davidson, manager of Thomas Long Co., Bos- 
ton, pointed out that people became conscious of the 
merchandise scarcity as they went from store to store, 
and realized that there would be little to choose from 
in post-Christmas show cases. 


MORE MONEY; LESS FINICKY 


At Bigelow-Kennard Co., Boston, Adrian Lesperance, 
president, said that the low number of returns and ex- 
changes might be due to the fact that money is more 
plentiful and spent more freely today. When people 
had to count their pennies, they spent them with much 
forethought and afterthought. If there was the slight- 
est doubt in their mind that they hadn’t got exactly 
what they wanted, they brought the item back for an 
exchange. Nowadays there isn’t as much time or as 
much need for such meticulous fore and afterthought. 

_The policy of the majority of Boston’s jewelry stores 
in the matter of returns and exchanges is uniform. 
Cash is refunded only to the purchaser. Merchandise 
returned by anyone other than the purchaser is accepted 
only for a merchandise credit, unless there is some 
very urgent reason for a cash transaction. 

In Cincinnati, most jewelers were surprised over the 
very few exchange problems. One of the largest stores 


88 


Few Gifts Are Exchanged Now 


made refunds on only three transactions and had only 
three exchanges. 

Because of the wartime shortage of materials, Queen 
City jewelry clerks told Christmas shoppers that they 
could not be guaranteed that brother or sister’s, wife or 
sweetheart’s ring could be exchanged for a watch if the 
ring failed to please. 

“What you see here today may be gone tomorrow,” 
they said, 

As a result, the store operators said, most persons 
accepted the gifts given them and made the best of it, 
which after all, is as it should be in receiving presents, 
However, when articles were brought back, the jewel- 
ers made every effort to comply with the wishes of their 
customers. 


TEE-TOTALERS DISGUSTED 


“T never take a drink,” sniffed some gift-exchangers 
at Providence jewelery stores, depositing such things as 
cocktail sets. Tilden-Thurber Corp. had somewhat heav- 
ier exchanges than usual, with many returners asking 
cash. But at J. A. Foster Co., exchanges were almost 
non-existent in some departments, and a salesman at 
Baird-North, Inc., said that bring-backs were the lightest 
of the last 30 years. 

Industry-bursting Seattle had a mixed trend in 
Christmas gift post-mortems. Burnett Bros.’ much- 
trafficked store had an all-time high of requests for re- 
funds and exchanges—nearly twice the volume of the 
year before—and put the blame on hurried buying. 

Trying to forestall requests for refunds and ex-. 
changes, the management had placed around the store 
a number of signs for customers to read as follows: 
“Due to war conditions and shortage of. materials we 
will make no refunds.” Despite this, comebacks poured 
in heavy volume with many requests for exchanges be 
ing made. 

Some have come back to “Burnett’s” long after orig- 
inal date of purchase; and merchandise, in Burnett 
boxes, not purchased at the store has reared its ugly 
head, as some individuals apparently tried to impose 
upon the post-Christmas condition. The management 
requires a sales slip, of course, to be presented, and 
not a box, which the manager points out, could easily 
have been secured from some other source. 5 

(Please turn to page 114) ‘ 
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For Better Service 


FOR ALL LIGHTERS 


SELL... 


RONSON & REDSKIN®* ‘FLINTS’. The dis- 
tinctive “REDSKIN” coating is a guaran- 
tee of high quality—extra-length, tempered 
hardness, showers of sure-fire sparks, free- 
dom from powdering. 


RONSONOL FUEL. Quick-lighting, ignites 
instantly, lasts longer and burns with a 
clean, steady flame. 


RONSON WICKS. High-absorption. . . extra- 
length. Scientifically made to produce full 
capillary action—light quickly and burn 
evenly. 

Avoid Inferior Imitations 


_— Mark Registered 
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NATIONALLY ADVERTISED IN LIFE, SATURDAY EVENING POST, COLLIER’S, 
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ORDER THESE RONSON LIGHTER ACCESSORIES TODAY 


RONSON*REDSKIN ‘FLINTS' 
(Extra-length) 3 in an envelope. Re- 
tail 10¢. Counter display card holds 
24 envelopes. Also packed in Glass 
Vials (40, 100 and 200 flints) espe- 
cially for men going abroad. 
RONSON ‘FIVE-FLINTER’. 5 extra- 
length RONSON*REDSKIN ‘FLINTS’ 
in slide-drawer, safe-deposit holder. 
Retail 15¢. Counter display board 
holds 24 ‘Five-Flinters’. 


RONSON WICKS (Extra-length). 1 






wick, with Inserter, in envelope. Re- 
tail 10¢. Self-selling display card 
holds 24 envelopes of wicks. 


RONSONOL LIGHTER FUEL. Four 
fluid ounces in bottle. Retail 25¢. 


RONSON SERVICER. Contains one 
4-0z. bottle of RONSONOL, three 
extra-length RONSON* REDSKIN 
‘FLINTS'; RONSON Wick with In- 
serter; RONSON Spark Wheel 
Cleaning Brush; general instruction 
book. Retail 50¢ complete. 


WAR-TIME production necessitates that orders for RONSON Accessories be placed in advance. 
Place yours today or write for complete information. Art Metal Works, Inc., Newark 2, WN. J. 








ESQUIRE, CLICK, ETC. 
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These Ideas Point the Way 


To War Bond Selling 


by KAY MATTHEWS 


HEN the Retailers’ War Campaign Commit- 

tee advises a $200-per-employee selling quota 
for the Fourth War Loan, extending through Feb. 15, 
urges all stores to raise these sights if they can, sug- 
gests as peak advertising days Feb. 3 for “Army Day” 
and Feb. 10 for ‘“Schools-at-War-Treasure-Hunt,” and 
offers a Fourth War Loan banner to all stores that 
reach their sales quota of $200 in Bond sales per em- 
ployee—then the all-out Bond-selling job done by 
jewelers like Ben Tipp of Seattle, Wash., during the 
Third War Loan is an inspiration. 

Like other patriotic merchants, Ben Tipp considers 
these war loan drives as both an advertising and a sell- 
ing job, to which he and his organization devote all the 
energy that they would, in normal times, expend upon 
diamonds, watches and silverware. 

It was Ben Tipp’s vigorous advertising that actually 
spearheaded the Third War Loan in and about Seattle. 
He used every medium at his disposal to urge the pub- 
lic to “Back the Attack—Buy an Extra $100 War 
Bond.”, He combined radio, car cards, three-color news- 
paper advertisements, lithographed lapel flags, and the 


decoration of his jewelry store, inside and out, with red, 
(Please turn to page 110) 
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Same time as it gave 
out a_ million litho. 
graphed lapel fig 

the Ben Tipp eal 
store was patriotically 
garbed. Signs said, 
"Show Your Colors, 
Display Your Flag.” 









During an earlier War 
Loan drive, the store 
bought space in the 
newspapers for em 
tirely non-commercial 
posters. Patriotic mes — 
sages were signed 
ee with name, Ben Tipp 7 
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Wadsworth is heavily engaged in many- 
sided war work. But our steady produc- 
tion of Military Watch cases and our 
constant designing of your precious metal 
case of the future are preserving the art 
of fine watch case development. 











.. may be condemning 
your watch... NOW! 


No man is so suspicious as he who buys 
on faith. For of his own knowledge, he 
cannot arrive at just decisions about his 
purchase when he makes it. 

«When the case of his watch lets in dust 
that interferes with the operation of the 
movement .. . when it wears through, or 
dents and scratches unduly so that he is 
ashamed to wear it on his wrist or in his 
pocket . . . does he blame the case maker? 

He says: ‘““This watch is no good!”’ 

Because watches are bought on faith, 
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The most suspicious man in the world 


makers of fine movements and jewelers of 
high standing look for Wadsworth Watch 
Cases. 


In Wadsworth designing, new trends are 
foreseen, so that the solution of individual 
problems for watch movement makers al- 
ways includes the newest in materials and 
ideas. 

Wadsworth Cases protect and enhance 
fine watch movements. They guard the 
most precious stock in trade of your pro- 
fession . . . good will. 


WADSWORTH 
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Little sales today often build big ones tomorrow. This is 
part of J. A. Gerber Jewelry Co.'s extensive costume 
jewelry department, where lots of little sales grow. 


Costume J ewelry—and Diamonds 


She who buys a two-dollar pin, if pleased with the selection and 
the courtesy shown her, may come back for a diamond ring: 
that’s the philosophy behind Gerber’s large costume jewelry section 


by ETHEL CORBITT PITKIN 


EALIZING the spirit-lifting qualities of sparkling 

bits of costume jewelry on the plain wartime 
costume, the J. A. Gerber jewelry store, for over 58 
years one of St. Paul’s quality firms, stocks one of the 
largest assortments of costume jewelry in the North- 
west. Extensive display emphasizes the completeness 
of stock and is responsible for the greater part of the 
costume jewelry sales. 

Since costume jewelry is worn at all hours of the 
day, the possibility of the sale of several pieces to each 
shopper is not lost sight of. For example, if a cus- 
tomer selects a lapel pin to be worn with a suit, the 
salesman then directs her attention to other pieces that 
would be appropriate with an afternoon dress, or a short 
dinner frock. 

Shoppers are encouraged to linger over the show cases, 
because with this type of merchandise the seeing and 
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examining by the customer of a great number and variety 
of pieces often suggests purchases that perhaps she had 
not thought of and would not have thought of till her eye 
happened to light on something “just right” for such 
and such a dress. 

Costume pieces are arranged in related groups if 
the displays—clips and pins in one section, bracelets 
in another, and so on. .Sometimes sets of matching 
pieces are grouped together. White satin display units, 
and open boxes, each containing one item, cover the 
floors of the long cases, with a large tiered unit in the 
center filled with costume jewelry which is brought dow 
to the floor of the case on each side. 

Glass-fronted wall cases behind the counters are als0 
filled with the jewelry. These pieces are fastened om 
velvet squares which can be brought down individually 














(Please turn to page 113) 
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? 
oO. oo . . - from each great church and humble chapel the Voice is stirring. It chants of youth and 


gallant challenge to the future and faith that rises high above old doubts and past 
generation blunders. The memory of her solemn wedding service is each new bride’s strongest staff and comforter 
through the days of parting that today so often follow. Her most treasured keepsake, the engagement 


diamond ring that has held the steady flame of loving hearts since time began. 


Facts About Diamonds: These are average current 
prices for unmounted quality diamonds, includ- 
ing federal tax. (The exact weights shown occur 
infrequently.) Size alone does not determine dia- 
mond values. Color, cutting, brilliance and clarity 
have an equally important bearing. You should 
have a trusted jeweler’s best advice at all times 
when buying diamonds. 


MSI LIME CHURCH PAINTEO FOR THE OF BEESS COLLECTION BY BERNARO LAMOTTE 


Industrial Diamonds—a key priority for high-speed 
war production—come from the same mines as 
gem stones. Millions of carats are used in United 
monds found among them help-defray production 
costs for all these fierce little “fighting” diamonds. 
Consequently, there are no restrictions on the 
sale of diamond gems. 


DE BEERS CONSOLIDATED MINES, LIMITED, AND ASSOCIATED COMPANIES 
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ROM Isis and Osiris, high gods of ancient Egypt, come design elements used in this study, 

which is the second in a series of 12 plates demonstrating how the principal ornamental 
motifs of bygone ages can be strikingly adapted in modern jewelry. Though you may not fancy 
yourself great shakes as an Egyptologist, you can surely recognize many themes that were used 
along the Nile Valley in King Tut’s day: The papyrus reed, the open and closed lotus flower 
and allegorical representations of the cobra snake, emblem of sovereignty, all translated into the 
modern mood by Sol P. Kaufman, noted jewel designer of 562 Fifth Ave., New York. The 
stones indicated are carved carnelian, a favorite with the Egyptians, and Mr. Kaufman suggests 
that the metal be 18 karat natural gold, which would somewhat approach the extreme fineness of 
the gold the Egyptians used. Next month, traditional designs of ancient Rome. 
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When barges sailed lhe Nile, proud queens sat in 


state under painted canopies, fanned by Egyptian slaves. Their beauty 
was adorned by multi-colored silks and by precious jewelry, and favorite 
among the stones they wore was the carnelian, often delicately carved. 
Today, whether it is for carnelians or other precious 
and semi precious stones, buyers always consult 


Nathan,— for sources of supply, established since 1901, 





make this Stone Headquarters. 


S Nathan ¢ Co, Ine. 


Stone Headguarten 610 FIFTH AVE., NEW YORK 30, N. Y. 
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rosinca. See RHODOCHROSITE. 

Roskopf. A designation for a type 
and grade of Swiss watches, named 
after George Frederic Roskopf, 
Swiss watch designer and manu- 
facturer (1813-89), who in 1868 
adapted the French pin-pallet clock 
escapement for use in cheap 
watches by designing the pin-pallet 
lever escapement. See PIN-PALLET 
ESCAPEMENT; PIN-PALLET LEVER 
ESCAPEMENT. 

rosolite. Pink or rose-red grossula- 
rite garnet from Xalostoc, Morelos, 
Mexico. Often the whole rock in 
which it occurs, where it is asso- 
ciated with yellow brown vesuvia- 
nite, white wollastonite and white 
calcite, is polished to make decora- 
tive slabs. Also called xalostocite 
and landerite. 

Rospoli sapphire. A large flawless, 
brownish rough sapphire in the 
collection of the Paris natural his- 
tory museum, in the Jardin des 
Plantes. It measures 2 inches by 
1% inches and weighs 135 ct. 
Variously called The wooden 
spoon seller’s, the Rospogli and the 
Ruspoli. 

rosterite. Rose-red beryl from Elba. 

rotary pivot polisher. See PIVOT 
POLISHER. 

rothoffite. Yellow to brownish andra- 
dite garnet. 

rotor. Horol. In synchronous elec- 
tric clocks, the rotating part 
turned by the _ electro-magnetic 
power of the fields, and geared to a 
reducing train that turns. the 
hands; or the same part in the 
motor of an_ electrically-wound 
clock. 

rottenstone. An abrasive powder 
used in jewelry and watch work, 
comprising largely silica left over 
from weathered and decayed lime- 
stone. 

rouge. A product of iron oxide, pul- 
verized and graded, used for abra- 
sives in horology and jewelry work. 
The dark-colored. coarser grains 
are marketed as crocus for grind- 
ing, the finer grains as rouge 
(French for “red”) for polishing 
steel and precious metals. Rouge 
powder is also mixed with wax and 
other binding substances to form 
bars or cakes, for conveniently ap- 
plying it to buff-wheels on polish- 
ing lathes. 

rough. Gemol. Uncut gem stones; 
both natural crystals and water- 
worn pebbles are included under 
this general term. 
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rough movement, or movement in the 
rough. See EBAUCHE. 

roulette. Hand-tool with rotating die, 
for producing millgraining on gem- 
stone settings. See MILLGRAINING. 

round bort. Brazilian ballas. 

roundings. The portions of pinion 
leaves that lie outside the pitch- 
circle; their addenda. See ADDEN- 
DUM; GEARING; PINION. 

rounding-up tool. A modification of 
the wheel-cutter, for recutting 
teeth of wheels to correct slight 
errors of truth in running of a 
gear wheel. This device is de- 


Rounding-up Tool 

signed either as (Swiss type) a self- 
contained machine on a base and 
driven by a hand-wheel, or as 
(American type) an attachment 
for a watchmaker’s lathe. 

round-nose pliers. Pliers with cylin- 
drical jaws, usually tapered, for 
bending metal into circular forms; 
or for holding objects of such 
form. 

rounds. The rods or wires that act as 
leaves in a lantern pinion. See 
LANTERN PINION. 

roundstones. A diamond crystal 
classification, rounded white to 
yellowish stones with curving faces. 

Royal Observatory. National astro- 
nomical observatory of Great 
Britain, at Greenwich, England, 
established in 1675, its meridian 
agreed upon by most countries to 
be zero of longitude for naviga- 
tion. 

royal pendulum. A clock pendulum 
that beats seconds. 

royal topaz. Blue topaz. 

rozircon. Misleading name for pink 
synthetic spinel. 

rubasse. Some authorities apply this 
name to a crackled quartz which is 





artificially stained red, others apph | 
it to a quartz containing red fleck 
of hematite. Also called rubas 
Ancona ruby, Mt. Blane ruby, 

rubbish. A diamond classification, the 
next to poorest quality, 
stones can be used only indy 
trially, as for tools, ete. ‘" 

rubellite (roo’bel-lite). Pink to 4s 
tourmaline. ; 

rubicelle. An orange-red spinel, 

rubolite. Red common opal frop 
Texas. ‘ 

ruby. Red corundum, the color bei 
due to chromium impurities, ~ 
grades into pink sapphire and’ 
hard and fast line between the 
can be drawn. 

ruby balas. Red spinel. 

ruby cat’s eye. A stone which # 
related to the star ruby, but # 
which there is a rounded @ 
elongated opalescent light, in p . 
of the distinct arms of the star, 

ruby file. A strip of ruby or otha 
equally hard stone mounted ing 
handle, with a ground surface used 
as a lap for making alterations o 
hardened steel parts of watches. 

ruby glass. A red glass, the most. 
popular of which is colored by gold 
chloride. After a first quick cool 
ing it is greenish to colorless; it” 
becomes red only after a second 
careful heating. ; 

ruby juice. Clear red lacquer some 
times used to coat the underside of 
some stones to color or impr 
their color. 

ruby matrix. A red corundum, green 
amphibole (smaragdite) mixture 
found on Buck Creek, Clay County, 
N.C. It is attractive for cabochon 
cutting, but, because of the diss 
parity in hardness of the two 
minerals, it is difficult to polish” 
Also called Mother of Ruby. f 

Ruby of the Black Prince. A oi 
crown jewel, now known to bes 
spinel. 

ruby-pin. See ROLLER JEWEL. 

ruby roller. In a high-grade duplé | 
escapement, a hollow cylinder a) 
hard stone forming the locking) 
part of the balance staff, in whith) 
is cut the passing-notch for # 
locking teeth of escape wheel. Ti 
ruby roller is cemented to the thi 
ned body of staff that pa 
through the roller. 

ruby spinel. Red spinel. An undesif 
able usage because of possible 
fusion with ruby. 

ruby tin. Red cassiterite, the 
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2p in Brazil ‘aad we in exquisite mount 
ings. Stock available for immediate 
delivery. 


GEM-STONE RINGS 
featuring all the Stones of Fashion 


at every retail level from 


350 to $5000 
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oxide. Some stones: have been cut 
of this material for collectors. 

Rudolph II’s topaz. A stone men- 
tidtied; by DeBoot, supposedly some 
54:inclies‘long and 40 wide. 

Rudolph Il’s pearl. A pearl weighing 
180 gr. mentioned by DeBoot. 

ruin ‘agate-aragonite-marble. 
stone which shows a pattern of dis- 
coloration ‘which gives the impres- 
sion of ruinéd buildings. Fortifica- 
tion agate, moss agate, etc., are 
similar descriptive terms. 

Rumanian amber. An amber similar 
to Baltic amber, found in some 
quantities and in considerable sizes 
at several localities. ‘It is more 
expensive than the Baltic; greenish, 
bluish and blackish specimens are 
found, with a strong fluorescence. 
Some with many cracks and flaws 
have a beautiful golden luster and 
are highly valued but the annual 
production is rather small. Ruma- 
nite is another name for this ma- 
terial; mineral varieties are almas- 
chite and delatenite. 

rumanite. See RUMANIAN AMBER. 

running fit. In mechanical construc- 
tion work, a type of the fitting of 
two parts together, so that one of 
them may slide or turn freély in a 
hole in the other one; like a pivot 
in its bearing. See DRIVING FIT; 
SLIDING FIT. ; 

running-time meter. Instrument used 
in aviation, to indicate the elapsed 
time during which an engine is in 
operation. 

Russian crystal. Selenite. 

Russian lapis. A misnomer, gen- 
erally, for Afghanistanian lapis 
which probably arises from its fre- 
quent marketing through Russia. 
Confusing because there is a 
Siberian lapis occurrence, which 
generally is paler’in color. 

ruthenium. A white metallic element 
of the platinum group, used mainly 
as a hardener for platinum or pal- 
ladium. Melting point above 2400° 
C.; specific gravity 12.2; chemical 
symbol Ru. The 5 per cent ruthen- 
ium-platinum, which resembles 10 
per cent irido-platinum in most 
working properties, came into use 
as a jewelry metal during World 
War II. The alloy 95 per cent 
palladium plus small amounts of 
rhodium and ruthenium, is also 
suitable to jewelry purposes. Ru- 
thenium is highly resistant to 
atmospheric corrosion and to ordi- 

nary acids, including aqua ‘regia, 


but when strongly heated a volatile. 


oxide of unpleasant odor may be 
formed. See ‘also PLATINUM 
GROUP. 

rutilated quartz (roo’til-late-ed). 
Sagenite. See RUTILE. 

rutile (ro0'teel). Titanium oxide, red 
brown to. black in color. It is 
sometimies‘ cut as a gem for collec- 


bes 
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tors but has no gem interest for 
the public. The dark color from 
impurities (iron) militates against 
any popularity for it; this in un- 
pag because its R. I. is very 
igh: 2.62-2.90, H. 6-6%, S. G. 
4.2-4.3. It is found principally in 
igneous and metamorphic rocks 
and is sometimes a source of ti- 
tanium. 


. 


sabalite. Trade name for a banded 
green phosphate ‘mineral, possibly 
variscite, from near Manhattan, 
Nev. oY 

safety-action. In a lever escapement, 
the actior™of the guard-point or 
guard-pin on the fork, with roller- 
table edge, -to prevent the fork 
going over to the wrong side of the 
escapement when a watch receives 
a Shock sufficient to overcome the 
force of draw and throw the lever 
‘away from its rest against a bank- 
ing; also called “guard-action.” 
See FORK-AND-ROLLER ACTION ; LEVER 
ESCAPEMENT. 

safety catch: A pin-tongue catch for 
brooches, pins, etc., with a tongue 
or bar that can be operated to close 
the opening in the catch, to prevent 
the accidental opening of the pin 
and loss of the jewelry. 

safety-pin. See GUARD-PIN. 


safety pinion. 
unscrews on the center-arbor if a 
mainspring breaks, to protect the 
train from shock and breakage. 
safety roller. 
roller tables in a double-roller lever 
escapement, the sole function of 
which is to cooperate with the 
guard-point on the the fork to pro- 
vide safety action; the larger roller 
table in a double-roller escapement 
is for transmitting impulse only, 
from fork to balance. 
safranite or saffronite. A coined trade 
name, proposed by a European 
trade conference for citrine quartz. 
Topaz saffronite was to be a pre- 
liminary step. However, the word 
has not caught on. 
sag. The distortion of form of a 
_hairspring with watch in vertical 
(“on edge”) positions, caused by 
the effect of gravity om the coils. 
sagda. An indeterminate ancient gem, 
mentioned by St. Isadore, Bishop 
of Seville in the Seventh Century, 
in the sixteenth book of his Etym- 
ologiae. 
sagenite (sayj’e-nite). A_ reticulated 
variety of slender prismatic rutile 
needles, often included in quartz. 
sagenitic quartz. Clear quartz, -rock 
crystal or. smoky, with included sag- 
enitic rutile needles, normally; but 
the term has been extended to cover 
all sorts of: prismatic inclusions, 
like tourmaline, actinolite, goethite, 


A center pinion that 


The smaller of the two’ 


epidote and so on. Synonyr 
rutilated quartz, fleches dq 
Venus’ hairstone, Cupid's 
etc. ‘Localities include Switzge 
Brazil, Vermont and North 
olina. 

St. Dunstan. Patron saint of ¢ 
smiths and goldsmiths, bor, 
Glastonbury, England, in 925 

St. Edward’s sapphire. The , 
stone of the British crown ; 

a seventeenth century , 
stone of good color, mounted int he 
finial cross-patee of the 

state crown. According to tra¢ 

it was worn in a ring by Eq 
the Confessor, who ascended 
throne in 1042. 

St. Stephen’s stone. A white cha 
dony, full of little red spots, form, | 
erly venerated as dyed by its om. § 
ployment in his martyrdom. __ 

sakal. Egyptian name for amb 

salad fork. 1. An individual 
use when eating salad. 
Also used as a pastry fork. - 
2. A serving fork a little — 
larger than a cold meat 
fork, used when serving ~ 
salad from the salad bowl. ~ 

salad plate. A round plate, — 
7 inches in diameter, used 
to serve individual por- 
tions of salad. 

salad spoon. A spoon about 
the size of a small berry 
spoon, used with a fork 
when serving salad. Also 
used for serving preserves. 

sal ammoniac. Ammonium chl 
a salt-used for many purpos 
jewelry work and electropla 
and in dry and wet cells for g 
ating electricity. 

salam stone. An oriental name for 
sapphire, said by some to be te 
served for a variety found in 
hexagonal pale red or blue pris 
found chiefly in Ceylon. 

Salamanca topaz. A _ fiery-co 
citrine from the Spanish pro 
of Salamanca. a 

salis gemma. An ancient name 
moonstone. ; 

salt cellar. A small table appointm 
for holding salt; usually 10 
without a top or cover. ,, 

salt shaker. A small receptacle 
at the table for holding salt; 
quently made of silver, silt 

* plated ware and also of glass 
a silver top. 


salt spoon. A small spoon used W 


serving salt from a salt cellar.” ea 


salt water pearl. A genuine Ma 
tifera pearl. 

salver. A tray or weather, often 
decorated. | 4 

samarskite (sa-marr’ skite). AY 
vety black, orthorhombic mim 
of the’ gare earth group, often” 
dioactive. H.: 5-6; S.G.: 5.65 
Sometimes cut as gem for col 
tors. a 

sammyi. Native Burmese name? 
the residual weathered mass 
which rubies are found. See BY 
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DIAMOND ENGAGEMENT RING 


Ir you tove her deeply . . . if you wand to give her some- 
thing she will cherish olwovs . . . then place o “Keepsake” 
on her third finger, left hand. 


Nothing quite matches the brilliance and beauty of o 


fesented traditionally fine stondards of color, cut and 
clarity in diamonds and trve distinction in ring design. 
The Keepsake Certificate of Registration ond Guorantee, 
the name “Keepsake” in the ring and the established price 
on the tog is protection against an unwise choice and is 
your ewvronce of quality and value. 

Your Authorized Keepsake Jeweler is an expert ond 
ee Ask hin to 
show you the new “Keepsake” matched sets... . to $2500. 


Sa YOU ARE OVERSEAS you may send 6 money order to the perton to 
whom you want % give o “Kespsote” ond heve thet person write to 
us tor the sama of the nearest Keoprate Jeweler. These ore 
Avthoriaed Keapsste Jewelers in proctkelly every city and town in 
the United States, Puerto Hee, Conel Tone, Meweii ond Alaska, 
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THE JEWELERS’ 


ANNOUNCING UNIT 10 OF Keepsake 
NATIONAL ADVERTISING PROGRAM FOR 
SPRING 1944— DOUBLED IN SIZE! 
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3] INSERTIONS IN 9 MAGAZINES REACHING 


243,100,000 READERS... 





FOR Frpruary, 1944 


Appearing 
Dec. 25 
Jan. 18 
Jan. 20 
Jan. 21 
Jan. 25 
Jan. 29 
Feb. 11 
Feb. 11 
Feb. 18 
Feb. 20 


Feb. 20 
Feb. 25 
Feb. 28 
Mar. 3 
Mar. 10 
Mar. 15 
Mar. 15 
Mar. 18 
Mar. 20 
Mar. 24 
Mar. 25 
Mar, 29 
April 12 
April 14 
April 18 
April 20 
April 25 
April 29 
May 12 
May 12 
June 9 


1944 SPRING SCHEDULE™ 


Magazine 
Glamour 
Household 
Charm 
Life 
Glamour 
Mademoiselle 
Life 
Esquire 
Household 
Good 

Housekeeping 
Charm 
Glamour 
Mademoiselle 
Life 
Screen Guide 
Esquire 
Stardom 
Household 
Charm 
Life 
Glamour 
Mademoiselle 
Esquire 
Life 
Household 
Charm 
Glamour 
Mademoiselle 
Esquire 
Life 
Life 


Issue 
January 
February 
February 
January 24 
February 
February 
February 14 
March 
March 


March 
March 
March 
March 
March 6 
April 
April 
April 
April 
April 
March 27 
April 
April 
May 
April 
May 
May 
May 
May 
June 
May 15 
June 12 


TOTAL 


Circulation 
350,000 
1,825,000 
400,000 
4,000,000 
350,000 
450,000 
4,000,000 
691,248 
1,825,000 


2,700,000 
400,000 
350,000 
450,000 

4,000,000 
700,000 
691,248 
300,000 

1,825,000 
400,000 

4,000,000 
350,000 
450,000 
691,248 

4,000,000 


1,825,000 


400,000 
350,000 
450,000 
691,248 
4,000,000 


4,000,000 
46,914,992 


Readers 
1,750,000 
5,155,000 
1,640,000 

22,050,000 
1,750,000 
2,520,000 

22,050,000 
8,000,000 


5,155,000 * 


8,100,000 
1,640,000 
1,750,000 
2,520,000 
22,050,000 


243,100,000 


"Contracts have been given magazines for insertions as shown in schedule. Possible further 
government restrictions on poper may make a slight variation in dates necessary. 
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sanctus bell. A small metal bell car- 


ried by the acolite and rung to call | * 


attention to the more solemn parts 
of the Roman Catholic service. 
Sancy diamond. A ‘famous Indian 
diamond which 
weighed about 55 
carats. It had a 
long history, but 
disappeared, with 
others of the French 
regalia, in 1792. It 
later belonged to 
the Maharajah of 
Patiala. Diamond 
sandaster, sandastras, sandastros. 
Several versions of an ancient gem 
name which was probably applied 
to a red, hematite-filled, aventurine 
quartz. Sandersos is supposed to 
be green aventurine. 
sand bag. A cushion-like bag, filled 
with fine sand and covered with 
leather; used by engravers to rest 
their work on or to prop the work 
up at a convenient angle. 
sand-blasting. Method of producing 
on metal, glass, etc., a matted or 
frosted finish by holding the work 
against a stream .of sharp sand 
driven by a jet of compressed air. 
sand-casting. An adaptation of foun- 
dry molding to use in the jewelry 
shop, for duplicating a piece of 
work, used as the pattern, to make 
a mold in damp sand; then pouring 
melted metal into the mold. See 
CUTTLEFISH BONE CASTING. 


Sancy 


‘sander. A horizontal or vertical wheel 


used in the operation of “sanding” 
a gem. 

sand glass. Ancient timekeeping de- 
vice, comprising a glass bulb 
mounted in a frame above 
another bulb, the two con- 
nected by a small hole; a 
quantity of sand passes 
from the upper bulb 
through the hole into the 
lower bulb; the length of 
time to empty the upper 
bulb is the time-unit mea- 
sured, usually an hour; 
then reversing the bulbs starts 
measuring the next hour, and so 
on. The principle is still used in 
timers for boiling eggs. 


sanding. The process immediately pre- 
ceding cabochon polishing; in which 
the deep scratches of the cutting 
wheel are removed. Garnet paper, 
emery cloth or silicon carbide cloth 
may be used in the operation. 

sand shell. The shell of an elongated, 
flat variety of fresh water mussel, 
the Lampsilis, which attains six 
inches in length and is in consider- 
able demand for buttons. 

sandstone opal. One of the miners’ 
varieties of opal, from Queensland; 
a variety with concentric shells of 
sandstone and soft clay, with layers 
of opal between or in cracks. In 


Glass 
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gefieral, a poor variety of baiiak 
sandWich tray. A tray usually of sil- 
vert or silver- 
plated ware, 
from nine to 
“twelve inches 
in diameter; 
used when 
serving sand- 
wiches or cakes 
onthe tea ; , 
table. Sandwich Tray 
sandy sard. Sard with numerous 
darker opaque spots. 
sang-i-yeshen. A dark green compact 
bowenite' serpentine resembling 
nephrite, from northwestern China. 


sanguinaria. Spanish term for blood- 
stone and hematite. 

sanidine (san’id-een). A glassy va- 
riety of white or yellowish ortho- 
clase feldspar, commonly tabular, 
hence the name, occurring in vol- 
canic rocks. 

santerna. Roman name for a gold 
solder used from earliest times and 
mentioned by Theophrastus. 

saphir d’eau (sa’fe-doe). French for 
water sapphire, iolite. 

sapphire (saf‘ire). In a_ restricted 
sense, gem blue corundum, though 
in common usage it means any gem 
corundum other than a ruby. Those 
who would like to restrict the word 
to the blue variety point out that 
in the ancient usage, when it meant 
an entirely different stone, it was 
a blue stone that was so denomi- 
nated. See CORUNDUM; BENGAL 
AMETHYST; STAR SAPPHIRE; AS- 
TERIA; GIRASOL SAPPHIRE; CEYLON 

_ SAPPHIRE; CASHMERE’ SAPPHIRE, 
etc. 

sapphire cat’s eye. Sapphire with in- 
clusions running in a single direc- 
tion, so that a single transverse 
light streak is seen. See STAR 
SAPPHIRE. 

sapphire file. See RUBY FILE. 

sapphire glass. Said to be a blue glass 
of exceptional hardness but of un- 
ascertained composition. 

sapphire quartz. See AZURE QUARTZ. 

sapphire spar. Kyanite. 

sapphire spinel. Erroneous and mis- 
leading name for blue spinel. 

sapphirine (saff-ear-een’). 1. A rare 
magnesium aluminum silicate, oc- 
casionally blue in color and 7% in 
hardness, but it has not, to date, 
been found in specimens suitable 
for cutting, being, at best, trans- 
lucent. However, the name has 
been improperly used for a number 
of other substances including blue 
chalcedony, blue quartz and blue 
spinel. 2. An abrasive powder used 
in horology for grinding and pol- 
ishing hardened steel. The grains 
are chemically produced crystals of 
the element boron. The product is 
of same nature as diamantine, the 
only practical difference being the 
blue tint of sapphirine. The pow- 
der is sold in two grades or grain- 
sizes; number 1 for grinding and 
number 2 for polishing. 


sapphirine chalcedony. See Z 
RINE. 

sapphiros. An docient name te 
lazuli, and ‘sometimes aa ¢ 
SAPPHIRE. Bit 

sappir. The fifth stone of thi 
Priest’s _ breastplate; presum: 
lapis lazuli. 

saramoyd. An ancient gem, p 

identical with’ ceraunius, 4 

"4 out which there is some: ‘ 
sion. 

sard. Brownish* red ‘chaleaial F 
term, which came from the Gr 
name for a locality (Sede 
been ‘variously~interpreted , 
Biblical times referred to. 
stone, like carnelian. See - 
BANDED AGATE; CHALCEDONY . 
NELIAN; SARDONYX. ~*~ 

sardius. The ancient name for 


sardoine. Said to be a westenitl nf 
for dark-colored” desert carne 

sardonyx (sard-on’iks). Agate ¢ 
sisting of layers of brown (s 
and white. Not a synonym, of 
or carnelian, ‘but since one a 
hears of “carnelian onyx,” onem 
assume that redder colors 
in the sardonyx than‘ever are 
in sard proper. 4 

sardstone. The name given to} 
horizontal layers in the Bra 
agate amygdules, which are u 
a source of sardonyx for cam 
ete. E 

sarduin. A chalcedony artificially { 
ored brown through heating 
soaking in a sugar water soluti 

satin finish. A finish on jewelry, é 
given by dulling the polish” 
seratch-brushing, sand-blasting @ 
chemical treatment, producing 
surface of metallic color, but 
a soft, pearl-like luster instead @ 
bright polish. e 

satin spar. Fibrous gypsum, or incom 
rectly, fibrous calcite. On polishing, 
it develops a silky translucence, 
and has been used for Easter eggs, 
etc. Very soft, easily worked 
easily scratched. See ATLAS SP 
FEATHER GYPSUM; FEATHER vr 
etc. i 

saturated solution. A liquid in which | 
has been dissolved the maxim 
amount of another substance that 
can be taken in by the solvent. See” 
SOLUTION. 

sauce boat. A table appointment for 
serving sauce ae 
or whipped 
cream; similar 
in style and 
shape to a 
gravy boat 
only smaller. 

Saunier, Claudius. French horologii 
1816-1896; writer of the classit 
“Treatise on Modern Horology 
1870, long regarded as the bes 
general authority on the subjeth 
published in many French 
translated editions; founder of ti 
French Revue Chronometrique ™ 
1859. ‘i 

(Continued next month) 
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Put OVAL-created gem-like glass stones in rings or jewelry pieces, and watch your customers thrill 
to their bright, sparkling gleam, to their rich, true colors. Product of superlative skill and all-around 
scientific “‘know-how,” these stones resemble genuine, cut stones so closely even experts are hard 
put to distinguish one from the other. Small wonder, then, that we're working virtually night and day 


to supply the demand for them! 


MADE IN AMERICA BY AMERICAN CRAFTSMEN 


Cushion, Octagon and Oval Shapes in 12 BIRTHSTONE COLORS, all 
staple sizes, Buff Top in RUBY, GARNET and SAPPHIRE only, size 12 x 10 
and 10x8 only. Ideal for Military Rings. Sold in wholesale quantities. 





OVAL MANUFACTURING COMPANY 
64 West 36th Street ° New York 18, N. Y. 





PROVIDENCE: OVAL IMPORTING CO., Inc. 


212 Union Street Providence, R. |. 


True Color. Gem-like Glass Stones 
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HALF OF BRIDEGROOMS IN UNIFORM that the present trend in weddings requires wide-awake 
(From page 81) merchandising all year round—not just in some oa 
smoothed out—literally. Every single month of 1943 imagined “marriage season.” Chances are that this 
claimed an almost equal share of the year’s weddings! trend will last as long as the war. 

Definitely, this is a war phenomenon. In 1940, a pre- Civilians helped to keep June the favorite month fo 
Pearl Harbor year, there were almost three times as wedding bells in 1943, however. June got 10.8 per cent 
many weddings in the heaviest month as there were in Of the year’s total bridal couples. Next on the list was 
the lightest. Contrast that with 1943, when February, August with 8.6 per cent—not much of a difference. 
the least popular month, had only about a third fewer Least favored as a wedding month was cold and windy 
weddings than traditionally popular June. February—a bad month for honeymoons for soldiers and 

Following is a table showing the distribution of mar- civilians alike. 


riages by months for the past four years: Couples in 47 of the 56 cities queried by JC-K voted 
1943 1942 194 1940 for June as their favorite marriage month by taking out | 

January .............. ; 8.7% 5.6%, s7% * wedding license. 

February ............. , 7.0 5.7 4.7 December, although it ranked in 8th place nationally, 
baa Feae eee eeeees . 6.8 6.0 ne was the favorite month in Birmingham, Oklahoma City, ~ 
ORES (Raine ay se Pa = Dallas, and Nashville. Couples in Louisville and Des 

RSS Rare One ’ 10.1 11.5 10.9 Moines chose October, April rated first in Columbus, 
ttt e ence eee ees . , be oe July in Youngstown, and August in Omaha. In all the 
Ss kei, oe ea ’ 85 10.6 other cities, June took top honors. 


1 < -EEReaear 9 i, ~~ ROMANCE HEAVY IN SOME CITIES 


December ...........- . . 10.3 7.0 Romance took an upward leap in 16 of the 50 major 2 
Reason for this steadiness in the month-by-month cities—most of them located in the South or West, where 
marriage rate is probably that, where weddings are con- Army camps and war work were responsible. Leading ~ 
cerned, freedom of choice as to timing has bowed to the state in marital increase was Tennessee, with a rise in | 
Army. Soldiers and their brides marry when the bride- Memphis of 41 per cent, and in Nashville of 31 per | 
groom can get a furlough. And with high chances of cent. Other cities with an upturn were Miami, 24 per — 
his suddenly being shipped overseas, they don’t wait cent; Jacksonville, 23 per cent; Atlanta,.21 per cent; 7 
for a picturesque June wedding. Fort Worth, 19 per cent; San Francisco, 18 per cent; @ | 
Moral of all this to jewelers, and other retailers, is New Orleans, 16 per cent; San Diego, 17 per cent; Los | 
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Fancy Cut Diamonds 


Matched Pairs and Single Fancies in all sizes our 
specialty. We also carry a large stock of Mellee, 
Marquises, Emerald Cuts and Round Diamonds. 
Call on us for your needs. 


i Sage ne ARN ORR a 


We wish to notify the trade that we buy 
estates consisting of diamond mounted 
platinum and gold jewelry and colored stones. 


PW) Oe es 1 pia SN 


HOS FIFTH AVENUE NEW YORR 


eorge Pilz 
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7 | Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 20, N. Y. 
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Cutting Works: 
64 West 48th Street 
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Star Sapphires 


We have a large stock of Precious Stones,—mounted 
and unmounted from which to make your selection. 
Let us cooperate with you on your special calls. 





We are in the market for Diamond Jewelry and can offer good prices on any small 


* or large pieces which your customer may desire to dispose of. * 
RUBIES CAT'S EYES 
Horus, JEROME RICHHEIMER EMERALDS 
| SAPPHIRES = = 498 FIFTH AVE. NEW YORK 20, PEARLS 
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Diamonds 


Memorandum Selections Upon Request 





Fine Diamond Jewelry 
occasionally purchased 


WHITE E AW BPROTHERS 


Diamond Importers & Cutters 


fEWEST AHTIHSELLN.Y.C. BRYANT 9-OLD 4 





| cent—surprising after last year’s jump of 42 per com 


land, Los Angeles, and Des Moines. In six cities, at | 











Angeles, 14 per cent; Denver, 13 per cent; Oklahoma 
City, 12 per cent; Dallas, 11 per cent; Columbus, 9 per , 
cent; Houston, 4 per cent; and Richmond, 5 per gon 

Biggest slump in the number of couples saying “] gy 
was in Worcester, Mass., which had a drop of almost 98 
per cent in weddings. Oakland, Cal., dropped 96 per 


Soldiers were the best customers at the license bureaus 
of several cities, Eighty-five per cent of the hopefuls 
who bought licenses in Oklahoma City and New Hayep 
wore uniforms. Richmond had a soldier-record of 80 
per. cent. Other cities in which 70 per cent or mop 
of the grooms were GI are San Diego, Birmingham, (ak- 





least 60 per cent of the applicants were in Uncle Sam’; 
forces. Those cities are Salt Lake City, Seattle, Roches. 
ter, San Francisco, Albany, and Chicago. 


IT'S THE LAW 

In several areas, changes in marriage and health lays 
were reflected in the 1943 trend. San Francisco attributes 
its rise of 18 per cent to the fact that a state law requir. 
ing a three-day wait was abolished in May. The same 
holds true for San Diego, which had a rise of 17 per | 
cent; Oakland, however, was not favorably affected— 
it suffered a drop of 26 per cent. 

Connecticut now allows physicians licensed in any state 
to make the blood test which is on the “required” list for | 
all prospective brides and bridegrooms. This makes it 
more convenient for servicemen. Until now they had | 
to hunt down a doctor licensed in Connecticut. 

Kansas City, Mo., expects to lose a lot of weddings to 
Kansas City, Kan., just across the river. The reason 
is that beginning with Jan. 1, 1944, the state of Mi 
has a three-day waiting law and a health law. Ka 
does not. * 

Split on the question of what to expect this year Wer 
the license clerks of the quizzed cities. Thirty-six) 
cent said they expected more marriages in 1944, 369 
cent said they expected fewer, and 28 per cent § 
“about the same.” Reasons given were “the war Wil 
be «ver and the boys will be coming home,” for mom 
marriages, and “more boys will be in the Army or ove 
seas” for fewer. All were agreed that 1944 will 
skyrocket year if the war ends. q 


A BIG FUTURE AHEAD! 


Despite the dire predictions of one license clerk, ¥ 
said that “there are a large number of marriages % 
will not hold, . . . the couples do not know each @ 
and a large number marry while under the influg 
of liquor and they are annulled or divorced,” these fig 
should be good news to the butcher, the baker, 
candlestick maker. ‘ 

The majority of young couples, whether war Wor 
or soldiers and their brides, are making the best of thi 
often in one-room flats carting their few possessions 
place to place in a trunk, doing without—and, 
dentally, taking it right in their stride. But they 
have something in common with peacetime newlywé 
a dream of their own home, with everything addet 
make it beautiful, comfortable, and livable. ] 

They and their dreams make up a terrific poté 
market for postwar America—perhaps the greatest 
country has ever had. 
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... by Jean Ritz-Woller 


Beautifully designed earrings of 14 Kt. 





gold, studded with. precious and semi- ' 


precious stones . . . styled in the modern 





trend . . . fine craftsmanship and finish. 





Available for immediate delivery. 


Also a complete stock of Rings, Clips and 
Pins . . . featuring genuine colored stones 
. . . Topaz, Aquamarine, Amethyst, Star- 
Sapphire, Star Ruby, Emerald, ete. 


Write for complete information. 


: JEAN RITZ-WOLLER COMPANY 


220 WEST FIFTH STREET ~ - LOS ANGELES 13, CALIFORNIA 
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and shape... 


NO JOBBING .. 


Flat Top, Buff Top 
Single or Double Bevel 


PLAIN, DRILLED, SLOTTED 


Made to Order 


anywhere. 


1 Adolf Meller 
= Company 


Operating . 
America's First Complete 
Cutting Plant for 


Black Onyx & Synthetic Ringstones 
400 Charles St., PROVIDENCE, R. I. 


VWinimum quantity required pe 
300 pie CS. 
7 


Genuine “Trublak”’ 


TRADE MARK 


BLACK 
ONYX 


RINGSTONES 


ANY SIZE » ANY SHAPE 
ANY QUANTITY: 


$1 


Solid all through Black honey-dyed color, su- 
perb finish, accurate uniform size, unqualifiedly 
and permanently guaranteed. None finer made 


cl 


»~NO RECUTTING 








UNUSUAL BUSINESS TODAY 
(From page 83) 


Suggestive selling is, however, important in the sell. 
ing of custume jewelry, gifts, and similar jewelry store 
merchandise. Kortz-Lee handles the technique with 
restraint, appealing to the native intelligence of the cys. 
tomer with “specialist’’ style and merchandise informs. 
tion by salesgirls who have been specially coached jy 
this type of salesmanship. 

Thus, when a customer asks for a jeweled clip, wd 
salesgirl lays the groundwork of the sale before she 
shows any selections. She finds out if the clip is a gift 
or for the purchaser’s own use. If the latter, with what 
type costume will it be worn—a tailored plaid suit, o 
a dressmaker velveteen ensemble? 


ACCESSORIES FOR SMARTNESS 


With these facts in mind, the salesgirl then shows 
jeweled clips appropriate to the costume, from a style- 
and-harmony point of view, in the price range desired, 
After the customer has made her selection, the girl then 
mentions the importance of costume jewelry today, 
bringing out the point that accessories often contribute 
more to a smart appearance than the basic costume, and 
perhaps suggesting a pair of matching earrings to ac 
company the clip. . 

If the customer shows interest—which being a woman, 
she will usually do—she is shown the matching earrings. 
She buys them. Then, more times than not, she is 
likely to inquire: ‘Would a bracelet to match make me 
look over-dressed ?” 

Suggestive selling in earrings can double volume from 
this fashion-important accessory item. If a plain gold 
set is shown and sold, the salesgirl inquires: “Will 
you use gold as a basic accessory for all your merchan- 
dise?” That suggests to the customer that she is style- 
wise. (If she isn’t, she'll never let on.) 

“No,” she answers thoughtfully. ‘I have a black 
outfit that needs something.” Whereupon, the salesgirl 
then may sell her not only a pair of pearl or rhinestone 
earrings, but other matching accessories for the black 
costume. : 

This same type of suggestive selling is practiced 
throughout the store. It is most effective with costume” 
jewelry, but it can also be worked out with notable re 
sults in gifts, in china, and in glassware. ‘ 

Raising a threatening head against successful wartime” 
merchandising is the help-shortage problem. How to” 
meet this shortage and still give good service to i 
creased business is a challenge to the enterprising 
jeweler. 


SOLDIERS’ WIVES AS EMPLOYEES 


Any business in a war center like Denver must ei 
pect especially high labor turnover. Employees are 
obtained by advertising in the city newspapers, aie 
more than the immediate needs are always hired be- 
cause Kortz-Lee has found that it pays to keep a lange 
sales force, as a “rainy day’ precaution against mi 
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evitable help losses. Also this plan gives sufficient time 
for training the new personnel before putting full 1 
sponsibility on them. 

Soldiers’ wives are given preference, even though 
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Kortz knows that many of these brides who have come 
to Denver to be near their husbands will not stay long. 
He feels it’s the job of the home-front to keep the war- 
front happy; and for this reason he favors any policy 
that will ease the problems of military personnel. Many 
of these soldiers’ wives respond wonderfully to Kortz- 
Lee’s training program, and it is with sincere regrets 
that the store accepts their resignation when they leave 
for another station. On their part, the young war 
wives appreciate their chance to work at Kortz-Lee for 
even a short period, and many of them say that they 
yould like to return when they are located permanently. 

Employees are chosen on the basis of pleasing per- 
sonalities, rather than skill in salesmanship. The latter 
is given them through individual coaching in Kortz- 
Lee essentials by Mrs. Jess Kortz, who assists her 
husband in store management. Despite the labor-short- 
age, Kortz-Lee still insists that the customer comes first. 
Without customers, says Mr. Kortz, there’s no need 
to worry about a labor shortage. That’s why the store 
insists upon Maintaining its peace-time standards of ser- 
vice. 

Customers, now more than ever, appreciate and re- 
spond to the cheerful, gracious, and interested attention 
of an attractive sales clerk—because today it is so rare. 
The saleswoman may be young or old—age doesn’t 
count in the precious ingredients of charm—but she 
must be kind, thoughtful, and accommodating! (And, 
regrettably, there still are jewelry stores who think 
“it’s smart to be snobbish!’’) 

The great problem Jess Kortz has encountered is 
the shortage of experienced watchmakers, a headache 
common to most jewelers. Kortz-Lee advertises. con- 
stantly for competent repair men and in the meantime 
eases the burden of tliree overworked watchmakers as 
much as possible. 

To spare the precious time of these irreplaceable 
specialists, Kortz has hired two women in the repair 
department. These women, both experienced in pre- 
cision-detail have been further trained and developed 
by Kortz. Now they have complete charge of the 
ground floor repair counter. Here they accept work, 
appraise, and estimate, saving the labor of two watch- 
makers. The three repair specialists work in privacy 
above them on the balcony. An amplifying device is 
used for communications between the women below and 
the men above, saving time and labor. 

Kortz-Lee insists upon quality repair work, so the 
shortage of watchmakers must be met by the patience 
of the customer, who, after all, would rather wait a little 
longer to get the job done right. 

In short, instead of straining at the leash against 
necessary wartime curtailments, Kortz-Lee has plunged 
into the fray with typical American courage and re- 
sourcefulness, keeping its name vividly alive and active 
now for the post-war business that will come later. To 
that same end, the store still maintains its usual quarter- 
hour daily radio program, advertises consistently in all 
the newspapers, and keeps striving for new customers 
with striking window displays. 

_ Meanwhile, Kortz-Lee is proceeding on the belief 
that nothing will ever be important again, unless we 
win the war! That it’s more important to sell Bonds 
om radio time than to stress jewelry merchandise; more 
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B. 1369 Diamond and ruby, gold bracelet, 
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important to use that radio time to enlist WACS, 


WAVES, Marines and nurses than to plug for sales; 


that it’s better to get along with less merchandise 
through regular channels than to flood counters with 
black-market frauds; that it’s more important to sup- 
port the war effort and achieve what can be done with 
what is on hand—than to close the door for the duration. 


IDEAS FOR WAR BOND SELLING 
(From page 90) 


white and blue bunting, in a big, coordinated tour de 
force of salesmanship. 

One of the interest-building activities meant an 
astronomical printing job for a lithographer. This was 
Ben Tipp’s order for 1,000,000 lapel-size American 
flags, made of paper, to be worn by men, women and 
children. The schools helped distribute these flags, so 
did the City Light & Telephone Co. in its monthly bills. 

Tipp’s newspaper advertisements carried large illus- 
trations of the flags in color, and one advertisement was 
built around a sheet of small flags, likewise in color, 
that could be cut out and worn—a fresh flag each day 
for a four-week period. Proofs of these advertisements 
were posted in all display windows and throughout the 
store. 

Meanwhile, the store was hung with flags and with 
red, white and blue bunting, and signs urged: “Buy an 
Extra $100 Bond!” So did full-color cards in the buses 
and trolleys. 


Spot announcements on Ben Tipp’s regular radio op 
grams kept listeners reminded of the drive, Inc. 
dentally, Ben Tipp has been a radio advertiser fo, ll 
years and is the only Seattle jeweler with a fylj radig 
program, other than short commercials. 

That Ben Tipp is a firm believer in the radio ag F 
means of contributing to the war effort is shown 
the fact that the store has three radio programs which 
are devoted solely to servicemen: 

“News for Alaska” is a 15-minute program presenta 
every night at 11:45 over Radio-Station KIRO, and is 
a newscast for the servicemen. Since reception of moy 
U. S. programs is poor in Alaska, “News in Alaska”, 
a summary of the day’s happenings for the benefit of 
the men in Alaska. 

“Salute to the Service” is heard every Sunday aftep 
noon over Radio-Station KOMO, from 1:30 to 2 o'clock, 
and is, exclusively, a war effort program. Talks ay 
built around civic needs such as War Bond drives, Cop. 
munity Chest, tuberculosis seal drives, the Red Cross, 
Seattle’s housing problems, and means of improving the 
city’s transportation. 

One program, for instance, was built around the ways 
in which bus and trolley patrons could help the cay 
speed up the service: patrons could purchase tokens jp 
advance from curb conductors, they could have farg 
ready, and other pertinent information could be ob 
tained from the transit office rather than from the buy 
driver. 

These ‘talks’ are often in the form of interviews, 
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y music is furnished by a 12-piece orchestra, and 


Popul 


singers. 
re third program, “Romance Time,” is heard at 9 


‘lock every Sunday evening over Radio Station, KIRO, 
a is broadcast from a Seattle servicemen’s club. The 
game orchestra furnishes the music. 


as 4 Although “Romance Time” is only a half hour pro- 
0. by , it runs in reality, from two to three hours. After 
which the broadcast the orchestra, through the courtesy of 


Ben Tipp, plays for the entertainment of the service- 
men for two or three hours. 


nd ig For the second War Bond Drive, Ben Tipp ran a 
MOE series of advertisements which did not mention Ben 
a” iy as a jeweler; did not, in fact, mention the store. 
it of Agmall “Ben Tipp” signature at the bottom of the ad- 
| vertisement, suggested merely that Ben Tipp was act- 
ter. ing as Bond sponsor. 
lock § © These advertisements were posters rather than ads: 
| MF One was based on “The Heroes of Bataan”; a second 
ott: Fon General MacArthur’s statement, “Let Us . . . Keep 
ts, F the Soldiers’ Faith.” A third stressed the importance 
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of providing the fighting men with weapons. 

' Efforts have been made on the radio programs and 
through the advertisements and posters, to emphasize 
the importance, the necessity of saving, of not purchas- 
ing articles simply to spend money. If money must be 
spent, pointed out Ben Tipp, “Buy that Extra War 
Bond.” 

With accounts which were to be closed, the store sent 
out brief statements, pointing out how simple the 
monthly payments had been, and that if the customer 
wished, the payments could be continued, either through 





the store or ‘through the customer’s bank, toward a 
Bond. 

One of the earliest plans to aid in the war effort was 
during the first hectic war days when the United States 
was compelled to cease shipping certain articles to Eu- 
rope. One of these articles was apples. Since the apple 
is one of Washington’s chief products this was a serious 
blow to the state. Ben Tipp tried to help the apple; 
growers by giving away apples. Girls were dressed in 
costumes, stationed on street corners, and gave the fruit 
to all who came their way. With the present was a 
“sales-talk”’ urging all to use more than an apple a day,” 
to use it as much as possible in daily menus. Trays of 
apples were set on the store’s counters; people came in 
whenever they had an urge to eat their apple a day. 

Each apple was cleaned and tagged with cellophane, 
with the explanation as to the reason for its being given 
away. Cleaning and tagging was done by girls stationed 
in the upstairs of the store. It was estimated that Ben 
Tipp gave away a car-load of apples. A truck-load of 
the fruit was given to one of the cooking schools which 
was then in session. 

Every person who opened a new account at Ben 
Tipp’s received a de luxe box of apples. 

Fruit-shippers declared that Ben Tipp’s “apple cam- 
paign” had a phenomenal result on the using of apples, 
and pointed a way to the community in relieving such 
a situation. 

During peace-time, Ben Tipp’s advertisements were 
often built along the pattern of helping high-school 
students to “decide their career.” Ben Tipp believes 
that helping the young people decide their future is a 
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jewelry store items, now nearly 100% in war work, restore their facilities to 


When the Blackout is lifted... 


when the war ends and the world returns to peace-time pursuits, when the 
manufacturers of Watches, Clocks, Silverware, Jewelry, and hundreds of other 


the production of merchandise for your store there will be sufficient for all. 
Until then Benj. Allen & Co. will continue to cooperate with sources of supply 
and jewelers to the end that all available merchandise will be supplied dur- 
ing 1944. Our facilities for doing this job are unsurpassed in the trade. 


Right Now—BACK THE ATTACK—Buy Bonds. 


BENJ. ALLEN & CO., INC. 


FOR EFFICIENT SERVICE AT ALL TIMES 
‘ Silversmiths Bldg. 


CHICAGO 3, ILLINOIS 
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Because of conditions over 

which we have no control we 

are not able to guarantee deliv- 

ery of all models of ALTON 

watches. However, all ALTON 

watch orders will receive our best attention, 
and we will supply whatever possible. 


We urge our customers and friends to be 
patient with us during this uncertain period, 
until we are again able to fill all orders com- 
pletely and promptly as in years gone by. 


W. & G. DIAMOND RINGS AND SETS 


* Matched set in 14K. yellow gold. 


Matched set in 14K. yellow gold. 
Solitaire has two side diamonds and 


Solitaire has two side diamonds and 
.25 Carat, center diamond. Wedding 
ring has five fine diamonds. 


et Ws Grade Grade Grade 


: AA aR 
D858—Set—Retail .$237.00 $261.90 D870—Set—Retail .$157.50 $175.50 
A ... $89.60 209.40 ‘one 126.00 140.40 
209.40 Retail 105. 123.00 
165.80 .-. 84.00 98.00 

D872—W 

—Retai eueh 54.00 
Keystone Price ... .... 43.00 


.15 Carat center diamond. Wedding 
ring has five fine diamonds. 


eee 


Prices and quality of W. & 6. Diamond 
Rings and Sets are the same as in 1943— 
no advance in price, no reduction in quality. 


SEND FOR THE W&G DIAMOND CATALOGUE 
FOR READY REFERENCE 


Weksler & Goodman. Ine. 
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most vital thing and that his contests for this pu 

were a major accomplishment. The contests were é 
only to high school boys and girls, and were in ‘ 
form of essays of 150 words. No purchase wag ; : 
sary but the entries did have to be written on a4 
cial Ben Tipp blank. a 

The grand prize was a $150 scholarship at the Uy 
versity of Washington, or for any recognized yocatiy 
or educational course anywhere in the United States 
The winning boy and girl in each of Seattle’s nine big 
schools was awarded a watch. There were prize wa : 
also for the winning boy and girl attending high schoo 
outside Seattle, and for those attending Seattle prepar 
atory schools. 

After the war, he may resume the “Decide Y, 
Career” series, but no matter what he does, Be 
believes that a jeweler who is a top merchant sh 
help spearhead civic and patriotic activities, 


1943 WAS GOOD TO PALADIUM, RUTHENIUM 


Platinum, palladium and ruthenium had inep 
uses during 1943, but with platinum devoted almost 
clusively to the war effort its role was a military s 
said Charles Engelhard, president of Baker & Co., Ine 
in his annual study of the platinum metals. 

After the War Production Board banned platinun’ 
use in jewelry, palladium benefited from the trade 
the public’s continued interest in a precious white met 
for modern jewelry. It also was in demand for dent 
alloys and electrical contacts. 

Said Mr. Engelhard: 

“While the demand for palladium has been unusy 
nevertheless there has been a restriction in jewelry 
use of the metal as well as gold because of the 
ernment’s desire to conserve manpower and employ pr 
cision machinery for war production.” Mr. Engelhar 
continued: “As a result of this curtailment it is reporte 
the supply of wedding and engagement rings may 
insufficient. In my opinion the Government wil) m 
adequate provision for additional metal should such 
contingency arise. 

“Ruthenium was one of the most interesting of t 
platinum metals during the past year. It had previousl 
been overshadowed by iridium as a hardener of oth 
platinum metals. With the shortage which develop 
in the supply of iridium, the properties of rutheni 
were investigated by the industry and this metal 
fills an important position in the field of precious mé 
hardeners. 

“The future of all platinum metals is encouraging 
a consequence of the great interest in them by sci 
and industry during the present. war. Knowledge 
these metals indicates their greater usefulness in! 
chemical and allied industries of the post-war era, 1 





improved processes and new products. It is interest 


to note that expanded production of fiberglas, ™ 
and electronics, three modern developments of sciéit 
was made possible by platinum.” 

Mr. Engelhard feels that the future of palladiut 
bright, particularly in jewelry where a white 
desired, in dentistry, and in the chemical industry 
catalytic purposes. Current stocks of this metal® 
said, assure ample supplies for all these purpe 
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COSTUME JEWELRY—AND DIAMONDS 
(From page 92) 


for customer showings, thus giving the customer oppor- 
tunity for close examination of many styles and items. 
The ear-clips and earrings which are so popular just 
now are shown in large assortment on a display unit 


on the top of the case. The store averages a sale of 
100 pairs of the earrings alone each week. In many 
instances earrings are matched to pins, while others 
are correlated with other items of costume jewelry. 
Then whenever a customer buys one article of costume 
jewelry, the salesman suggests other matching pieces 
to go with it so that the owner will have a smart match- 
ing ensemble. 

A window facing on a street with heavy pedestrian 
traffic is kept filled with costume jewelry—hundreds of 
pieces. Earrings and clips are usually given the cen- 
ter of the display, with other jewelry arranged about 
them. 

Newspaper advertisements, too, continually play up 
the variety and selection of costume jewelry to be found 
at Gerber’s. 

Prices range from $1 to $37.50, making it possible 
to satisfy practically every taste and pocket book. It 
is this completeness of stock, the store feels, that has 
much to do with the excellent business enjoyed. 

Costume jewelry which touches on the military— 
wings, flags, crossed guns—finds quick sale. Amusing 
gadgets have had a big play also. During the fall, 


birds of all types and jeweled flowers were popular 
for fall suits. Orientally-inspired costume jewelry— 
the more magnificent the better—is liked for dinner 
frocks and for formal long ones. 

There is a serious side to the demand for costume 
jewelry also, to which the store caters. Service pins 
are bought freely. The house shows them with stars 
ranging in number from one to seven. Religious jewelry 
made into lockets and pins with crosses for design are 
also in big demand. While these items are not strictly 
costume jewelry, they are shown in the section with it. 
Many times a shopper, noting the service and religious 
items, adds one or more of these to her original purchase. 

Although costume jewelry is relatively low in price, 
compared to much of the stock of a jewelry store, the 
total of these small units of sale adds up to volume that 
cannot be lightly regarded. The old adage that “many 
a mickle makes ‘a muckle” has been well proved by the 
Gerber store as a result of its incentive promotion of this 
type of goods. 

Another important advantage gained by establishing 
a store as a center for costume jewelry is the fact that 
large numbers of persons are induced to come in, many 
of whom never would have become acquainted with the 
store otherwise. When they find that it is a friendly 
place with plenty of moderately priced merchandise, the 
habit of coming in is soon established, and many of these 
whose first visit was merely to shop for a bit of costume 
jewelry sooner or later become interested in other lines 
of merchandise and develop into regular customers. 
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BROOCHES 
BRACELETS 
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Somer - Eunst Co., Ine. 


MANUFACTURERS 


O. J. Somers Co. 


DIAMOND IMPORTERS 


42 WEST 48th STREET 
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SAPPHIRES 
RUBIES 
EMERALDS 
PEARLS 
DIAMONDS 


YY .. have one of the finest 


and most unusual collections 


of rare and important jewelry 


and single gems in America. 


| et Cohen 


620 FIFTH AVENUE - NEW YORK 











WANTED 
THREE or FOUR SALESMEN 


TO COVER RETAIL JEWELRY 
TRADE, traveling out of key cities 





in the middle west—also want for 


greater New York. 


Excellent opportunity for energetic 
men who carry watch material sup- 
plies or for salesmen needing a side 


line. 


An attractive, outstanding line of 
Catholic Religious Items is available 


by a well-known established firm. 
In reply please give complete details. 


Address Box "B., 4690," care 


THE JEWELERS’ CIRCULAR-KEYSTONE 
100 E. 42nd St. New York 17, N. Y. 





















It is with this idea in mind as well as the immediate 
sales, that Gerber’s gives: so-much attention to its Cos- 
tume jewelry section, and tries to make the sho ; 
for even the most inexpensive item feel that she js 
welcomed. The woman who buys a $2 pin today may be 
in the market for a diamond ring next week or nend 
month. 





HOW THEY SAVE THEIR AMMUNITION 


(From page 79) 


have a relaxation of restrictions on both gold and silver, 

These observations, of course, are not peculiar tp 
members of the Boston trade, but they are indicatiye of 
a general trend of thinking among jewelers with regard 
to the future, and will be an influence in the wholesale 
and retail markets for 1943. 


COMPETITORS NOW BETTER FRIENDS 


In Boston, as in other cities, retail jewelers have bees 
drawn into closer cooperation than ever before by the 
common problems and perils of the past two years, Old 
rivalries have been swept aside, temporarily at least, as 
economic survival has become dependent to a large ex. 
tent upon united action among the trade. 

Ten or more of Boston’s leading retail jewelers noy 
meet frequently to exchange ideas and discuss trade 
practices, whereas in the past such meetings were held 
only once or twice a year. While trade secrets are still 
not worn upon the sleeve, discussion is much freer than 
formerly, it is acknowledged. 

“We know pretty much what the other fellow is 
doing,’ explained one. “Not that all cards are on the 
table. One doesn’t expect that, but there is a much more 
cooperative attitude among most members of the retail 
trade here today.” 

It may be a trend; it may be only a convenience of the 
times, but jewelers acknowledge that at least it has 
proved helpful and practicable in the present situation. 
No one. would venture to assume responsibility for pre- 
diction as to the future, but it seems likely that the time 
may be approaching when more concerted action among 
the trade may become the rule rather than the exception, 





FEW GIFTS ARE EXCHANGED NOW 


(From page 88) 


At Friedlander & Sons in the same city Christmas 
returns were in larger volume this year as compared 
to last—but then a much larger business was done. It 
is the policy of the store to make refunds if the mer 
chandise is brought back within six days of purchase, 
which requires customers to act promptly to receive this 
courtesy. Mr. Friedlander found customers on the 
whole buying “very loosely” this past Christmas. 

Weisfield & Goldberg did not find comebacks up ovet 
last year. This store’s policy is to make refunds whert 
there is no imposition apparent on the part of cuF 
tomers—yet the store has experienced considerable of 





















































the latter. Then the particular case at hand is decided 
on its merits by the manager to whom the salesman 
refers the patron, such for instance as a dropped watch 


which “wouldn’t run,” since refunds and exchanges de- 


pend there on circumstances, they state. 
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liate But, in general, most jewelers were well pleased with 
Cos: F the a Christmas gifts stayed sold.. They hoped that 


perf _. would be equally satisfied with Santa in other | 
: i VAN DAM DIAMOND CORP. | 
" SHORTEST MONTH HAS DISPLAY THEMES | 


FORMERLY 


(From page 86) 
indark gray. Care must be taken in selecting colors that The Original House of 


will accent the purple of the jewelry and not detract 
from it. The purple should be a very dark rich tone, not 

ver, | bright, and the green a very soft tone of yellow-green. EDU A aD) VA N ») A M 
Established 1884 


sof | BEVELED FRAME IS USEFUL 

The bond display in the third sketch shows the use 
of a beveled frame which can be recovered and used ‘ 
frequently to concentrate attention. In this display the ® utters of f h e F ian! 
frame unit is covered with red and white striped fabric. 
The frame can be made of beaver board or wall board. / s 
The mitered corners should be fastened securely with B u e White 
wooden strips nailed together. This will hold the frame 
in place. The background is dark blue with cut-out M e) S 
white paper stars scattered across it. Dd ! A N Dp, 

A photographic enlargement of a portrait of Wash- 
ington is framed by a large Victory “V” covered with 
"| white fabric: The copy, “Make Us First in War—First ROCKEFELLER CENTER 
in Peace—Buy War Bonds Regularly,” is carried on 630 FIETH AVENUE 
a cut-out ribbon of beaver or wall board painted white, ; 
and attached to the “V.’’ Pattern diagrams for the “V” | NEW YORK CITY 
and the ribbon are shown. | 


FB s 


=F. 


ex- 





Ee & & 





is eee 


he | ASIMPLE RECORD FOR DIAMOND JEWELRY REPAIRS | - 


- In handling diamond jewelry repairs, jewelers often G | | 
get unfair complaints from customers. Mrs. Smith may E 
complain of “long delay’’ in your repairing her pin, | M : 


which she says she brought in earlier than she actually | 
did; Mr. Jones may forget that he got back a piece of | 











: work; Mrs. Thomas may accuse you of indiscretion be- | DIAMOND PAPERS OR JEWELERS SUPPLIES 
cause you let her daughter accept the return of Mrs. 
Thomas’ brooch. : 
Richard Meyer, Kingston, N. Y., jeweler, ha8’ worked 
out a simple little system that avoids many of these mis- 
understandings. It’s based upon a rubber stamp, let- 
tered “Rec'd.” for “received” and “Del.” for “de- e 8 © seaman 
livered.”” 
When Mr. Meyer receives any diamond article for 
| ‘tepair, he impresses this stamp upon the back of a WAR BONDS & STAMPS 
ad § material envelope, and asks the customer to sign his 
It # tame where the rubber stamp says “Rec’d.” The store 
r | then writes the date after the customer’s signature. If you must buy European or Domestic Papers, 
W . . 
e, hen the customer calls for the repaired article, he Wallets, Colton, Tweener, Dicutoid Cutten! 


is } Must sign again at “Del.” In case somebody else seeks 

% | ‘pick it up, this individual must present a signed state- Cement, etc., buy them from us and we'll buy 
ment from the original customer, authorizing the store 

t | ‘osurrender the article. “If the signature on the state- more Bonds and Stamps. 


ment coincides satisfactorily with the one on the en- 
velope, we can then have customer’s agent sign his name 
to show that this person has received it,” said Mr. 
Meyer. The used envelopes, of course, are preserved 


Write for Catalog, Samples, Prices 
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a8 records. INC. 

“I have used this system for some time and find it | KASSOY 9 W. 45th St., NEW YORK 
$0 useful that I think it may prove worthy of consid- * 
eration by other jewelers.” LARGEST DIAMOND SUPPLIES OFFICE IN THE WORLD 
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Two-Association Union Asked Ane J 


Urging a single, powerful national association of retail jewelers. 
Michaels, ANRJA president, proposes framework for merger 
with NACJ; Rudolph, latter’s head. suggests an early conference 


by CHARLES J. MICHAELS, President 


American National Retail Jewelers Association 


T the jewelers’ convention, jointly sponsored by 
the ANRJA and the NACJ, in Chicago in 1941, 
the trade papers and the newly-formed Exhibitors’ Com- 
mittee brought about a conference of the executive com- 
mittees of the two associations. [Editor’s note: The 
conference, was in January, 1942, in New York City.] 
The purpose of that conference, among other things, 
was to find some equitable basis on which the two asso- 
ciations could join in conducting one single over-all 
organization, to carry on for all retail jewelers. 
The results of that attempt are too well known to 
merit comment—it is enough to say that the effort was 
.. . fruitless. 


UNITY NEEDED TODAY 


This was not the first time that such a move had been 
made, and the fact that it was not successful in no way 
means that there is any less need for unification of all 
retailers—and for a singleness of both purpose and ef- 
fort in the solving of retailers’ problems. As a matter 
of fact, today, as never before, the need for this unity 
should be evident to every retail jeweler, and from my 
personal talks with many of them, in widely scattered 
districts, it is. 

As far back as I can remember, there has existed 
a continuous demand for an over-all Council in the in- 
dustry. Everyone seems to agree that, in all matters of 
national importance, this Council should speak for a 
united business, having first settled any differences 
which may exist by internal discussion, thus avoiding 
the arguments, publicity and unfavorable reactions re- 
sulting from unsettled or uncompromised differences of 
opinion. 

What actually happens, under such circumstances, 
is that the entire industry suffers—no one gains—and 
the same discord continues. It is striking tribute to 
the underlying strength of our business that, in spite 
of this, we continue to prosper. 

Just why is it that the above-mentioned Council has 
not been formed? And what is the best method of 
bringing the many interests in our industry to the point 
of thinking and planning for the general benefit of all? 

First, let it be understood that these differences of 
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thought and action are not solely a retailer's problem 
Various types of manufacturers, too, have their divide 
opinions, and the other branches of the industry all 
often work from an entirely selfish position, not neg 
sarily intentionally, but because they have: no commagy 
ground for group discussion. And until they have, ther 
cannot possibly be unity in the industry as a whole? 


VIGILANCE COMMITTEE AS NUCLEUS 


The unfortunate thing for the entire jewelry indust# 
is that for many years a splendidly organized com 
mittee has existed, headed by a natural leader who hagy 
given unselfishly of his time and effort, and we, the retail) 
jewelers, have not been alive to the opportunity it 
forded us. It is not even too late now to correct # 
condition if we get down to brass tacks, and give some 
thing more than lip service to this long-wanted Jewelry { 
Council. 3 

Which brings to the surface the first step needed iy 
bringing about a real Council for the jewelry industry) 
—one capable of bringing all viewpoints together—-of 
acting forcefully and fairly—and of representing prop- 
erly all factions, in the best interest of every element. 

This step is the complete organization of the retail 
jewelers of the country, who are, after all, the most 
important part of the business. Any Council must have, 
as its basis, a predominant group of retailers, who are 
the eventual outlet for all goods manufactured and sold, 
They have at least something in common with every im 
porter, stone dealer, gold and platinum manufacturer, 
or maker of any jewelry product. And, because this is 
so, the unity of retailers must come before any effective 
step in trade organization can be brought about. 


NO REAL DIFFERENCES NOW 


There are two retail groups now claiming national 
scope. It may be that at one time there was a need for 
two, but today there are no differences, or at least shouli)§ 
be none, in the aims of any national association. 2 

The National Association of Credit Jewelers 
formed at a time when jewelers who operated ont 
instalment plan felt that they had problems entirel 


apart from other jewelers. And while every reasof 
(Please turn to page 124) : 
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THESE illustrations are taken from our page ads which are to appear in January 
HARPER’S BAZAAR and February VOGUE. Strange times, these, to be advertising... 
when you are continually over-sold? No, we do not think so! We have a stake in 
the future. Especially do we want young girls in their teens to become acquainted 
with the desirability of LUNT STERLING. That’s developing future business, which 
we want, which you want. And because LUNT patterns are so soundly designed 
in period styles, because they are so outstanding in attractiveness, they win ever 


increasing admiration with each passing year. So build for the future with LUNT. 


GREENFIELD— MASSACHUSETTS 
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Illustraved below (from left to right): WILLIAM 
& Mary, AMERICAN VICTORIAN and ENGLISH 
SHELL. Place Settings and Table Spoons 





Price Trouble Ahead for Silver? 


Enforced higher price for silver involves a post-war inventory risk, 
Handy & Harman points out in annual review of silver market; 
war uses accounted for three-fifths of 1943°’s 125.000.000 ounces 


OARING to a new all-time high and increasing by 

9 per cent over the previous year, consumption of 
silver by U. S. arts and industries totaled 125,000,000 
ounces during 1943, Handy & Harman’s annual review 
of the silver market declared last month. 

This was more than four times the average rate for 
the five years before 1941, which was the first year 
when silver was used for war. No less than three-fifths 
of these 125,000,000 ounces went into war production 
or uses considered “essential” by the War Production 
Board. 

Photographic film crowded out jewelry and silver- 
ware from their normal .place’as the nation’s No. 1 
consumer of the white metal. After -film, came silver 
brazing alloys, airplane engine bearings, electrical con- 
tacts and parts, military insignia, silver-plated eating 
utensils: for the Army and Navy and, in considerably 
less volume, medical and dental: products. 

Only domestic silver was available to manufacturers 
of silverware and. jewelry, Handy’ & Harman pointed 
out, and since Feb. 25, 1943, the-amount of silver for 
these purposes has been under WPB° quota restric- 
tions. The review added: 

“The price at which manufacturers could obtain silver 


has increased during the past year and a half from. 


the pre-war level of 35 cents per ounce to 45 cents 
per ounce, and for many purposes to 71.11 cents per 
ounce. The higher figure was established in Septem- 
ber 1942 by the Office of Price Administration in the 
case of domestic silver, and in July 1943 by the Green 
Act in the case of Treasury silver. This higher price 
has retarded the use of silver to some extent but less 
than might be expected because of the wartime em- 
phasis on performance rather than cost. However, un- 
der ‘compétitive conditions after the war, a 71.11 cent 
price will undoubtedly be a serious deterrent to the 
use of silver in the arts and industries.” 


REGULATIONS HAVE ALTERED METHODS 

After reviewing the long-drawn: fight for the Green 
bill, which was signed into law in July, and the various 
WPB and OPA orders, Handy & Harman: said: 

,“There is. no gainsaying the fact that thé imposition 
of regulations as to the use and price of silver: was in- 
dispensable to orderly marketing and manufacturing 
urider: war: conditions, but it is equally true that. these 
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for non-essential use. 


regulations have greatly complicated and altered ¢ 
established methods of doing business. Furthermorg 
because of the enforced higher price level for Treasy 
and domestic silver, there has been injected the fem 
ture of inventory risk which would be lacking in normg 
times with prices governed by supply and demand 
To be sure, the Treasury Department has promised 


prepare an agreement whereby manufacturers will 4 
permitted, subject to reasonable limitations, to re-selly 
to the Government the Treasury silver remaining in” 


their inventories, but no such protection against loss 


exists in the case of inventories comprised of domesti¢™ 


silver. 


essential use, it might be erroneously assumed that the 
Green Act had proved ‘of no benefit to the silverware 
and jewelry industries. Such was not the case, how 
ever, since every ounce of Treasury silver distributed 
for List C purposes released an ounce of domestic silver r 
The vital importance to nom 
essential industry of the supplies thus made availablé 
may be measured by the fact that some 20,000,000 
ounces of Treasury silver were actually withdrawn 
not merely allocated for withdrawal—during the secom 
half of 1943. In comparison, the last six months’ p 
diction of domestic silver is estimated at about 23} 
500,000 ounces.” 


U. S. SILVER PRODUCTION DROPS 4g 
On the subject of production, Handy & Harman gaw 
these figures: United States, 44,500,000 ounces 
Canada, 18,500,000 ounces; Mexico, 87,000,000 ounces 
Peru, 16,000,000 ounces. Compared with 1942 thes 
figures show declines in output for the United Stat 
and Canada of 18 per cent and 16 per cent respee 
tively, an increase in the case of Mexico of 8 per ¢é 
and no change for Peru. q 
“For the first year since the inauguration of the silvg 
purchase program in 1934, United States Governmefl 
holdings of the white metal showed a decrease. Nt 
foreign silver at all was bought during 1943 and ag 


quisitions of newly-mined domestic silver amounted #7 


only 5,400,000 ounces. In addition, a scant 400,000 
ounces were received in miscellaneous deposits: at. tt 
mints and assay offices. On the other hand, substantié 
quantities of bullion were released from Treasury stocks 
for various. purposes. Nearly 4,000,000 ounces of silver 
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“Because no. Treasury silver was allotted for now 
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Authentic . . . faithfully interpreting | 


a happier era to which we now 


favor with American gentlewomen. f 
sterling, as are all creations by Whi 
gracing the tables of thousands of 7 
where good taste precludes ostentat 
life’s niceties are appreciated and e 
welcomed as this group has been, 
will be still further stimulated 
extensive advertising to be 

fully. selected media re 


discerhing women. 











ordinary were sold to industry, this amount being the 
balance remaining from the Treasury Department's 
original offer made in September 1942. 

“During the first 11 months of the year 21,500,000 
ounces were consumed in the coinage of new nickels. 
The silver used in these coins constituted a loss to 
Treasury stocks because nickels are classed as minor 
coinage and their silver content is not included in such 
stocks. Official figures for the same 11 months dis- 
close the fact that 17,218,000 ounces were sold to in- 
dustry under the Green Act and that 40,897,000 ounces 
were lend-leased. We understand that the latter amount 
was the result of direct transactions between the United 
States and-other governments, and that the silver was 
shipped abroad mostly as bullion, although 5,823,000 
ounces were in the form of coinage. While no con- 
firmation is available, it seems likely that Great Britain 
and India were the principal beneficiaries of this lend- 
lease silver. 

“The foregoing figures show a 
Treasury silver holdings of 77,800,000 ounces, but in- 
asmuch as Sales under the Green Act continued during 
December and lend-lease transfers may well have con- 
tinued, the net decrease for the year 1913 should ex- 
ceed 80,000,000 ounces. In spite of this decrease, 
progress was made toward the goal set by the Silver 
Purchase Act that one-fourth of the total monetary 
value of the gold and silver stocks shall be in silver. 
This fact, paradoxical as it may seem, 
plished because of the decrease in Treasury gold hold- 
ings. 


net decrease in 


was accom- 


“According to the Treasury’s daily statement ¢ 
Dec. 31, 1943, there were 1,175,000,000 ounce, 1 
Govetebeent-withad silver bullion which remained 
pledged as backing for silver certificates. Howeyep 
footnote indicates that of this silver the Defense py 
Corporation, etc. held 829,000,000 ounces, an amos 
which was 242,000,000 ounces larger than that he 
at the end of 1942.” 


DISPLAYS INDUSTRIAL AND GEM DIAMONDS 


The Robert Anstead jewelry store of Beverly il 
Cal., attracted considerable attention with a display , 
disinoindl-emninbed tools and industrial diamonds, as yg 
in the nation’s production program, through array ie 
ment with the Criterion Machine Works of Boe 
Hills. | 

Fine steel tools were exhibited with a cross see 
showing how a diamond is set in a tool. In contrast, | 
diamonds used in jewelry for ornamentation were show 
in an adjoining exhibit. 4 

The display included a 41/-carat emerald cut diamoy 
as the most highly valued stone in the exhibit. 4 


THE Lip’s oFF ... and that’s good news for jeweler 
Now anything goes for a hat. For whatever social 
son your community may indulge this wartime you) 
find it productive to ready flowers and shiny clips am 
pins to go on velvet or glittering sequin bands. They? 
called “Bands of Charm.” ‘ 








Buffet table set with turquoise, rose and biscuit-hued pottery, 


golden-hued 


Galden-husd D ur l ! 


interests women in man 


income justia 


You can set brilliant, golden-hued Dirilyte om 
hundred-dollar cloth, and it looks magnifica 
You can set it on a little square run up fre 
piece of gay linen—and it looks charmif 
That’s one reason why Dirilyte fascinates Amen 
can women. Just as sunshine glorifies orchi 
and daisy alike, so Dirilyte dramatizes the most 
formal or most simpie table setting. It can be 
used daily in the family, as well as for entertait- 
ing—because it is solid, not plated, and because 
it is an exceptionally hard, scratch-resistait 
metal. 


Before the war Dirilyte could be found alike it 
typical American homes and luxurious Americal) 
yachts (it is not corroded by salt air). This widt 
appeal is important to you, for it promises you! a | 
comparably wide postwar market. Dirilyte « | 
sumer advertising has been maintained, and | 4 
big demand is piling up. Get set now for you 


share of postwar business. For more data, 





Dirilyte flatware, Dirilyte centerpiece, covered dish, coffee, sugar and creamer. to: 


120: 


AMERICAN ART ALLOYS INC., KOKOMO, 
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A GLIMPSE OF 


TO-MORROW 


For months we have been receiving 


reports from our representatives who 

have called to ask you what you want in gf ~~ 
the Benedict Household Hollow-ware line / 
for the post-war. Many of these sugges- z 


tions have been incorporated in the New 
Designs. The work of re-styling and re- 
designing is well advanced, and leads us 
to predict that both you and your patrons 


surpassing new beauty and enduring 


will find in BENEDICT Hollow-ware ‘ 


Serviceability. When planning for the 
post-war, keep BENEDICT in mind. 


i } | ( MFG. CO. 
| EAST SYRACUSE 
NEW YORK 


inthe Meantime ...KEEP ON BUYING WAR BONDS 
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@ Exquisitely gus 
bracelet, from 4 
ing Omar Khayyam 
tion for spring, 
cut stones 

plated sterling 
retail. By Jay rats 
Co., 307 Fifth Ave. 


tad 


@ From a collection of genuine leather 4 
generously provided with many compartmes 
moderately priced, manufactured by 
Leather & Novelty Co., 358 Fifth Ave., 


' 


@. Hand made and smartly designed, these earrings at 
$15 a pair retail and this pin at $21 retail are of gold- 
plated sterling silver, ingeniously set with choice of ruby, ’ 
sapphire, emerald, topaz or aqua stones. From new offer- NAL 7) Le YOAY ee doa 
ings of Leo Glass & Co., 389 Fifth Ave., New York. Me - peers ord 
oe ee —_— of dist 
styled earrings & 
14 karat gold, # 
from $125 to 
pair. George 
655 Fifth A 





@ Graceful floral brooch from a group 

of 75 ee . gold-plated sterling, set - 
with high-grade imitation stones, and ‘ Sd ae mail 
priced to retail at $12 each. R. M. Jor- : hag dang aoe Se 
dan & Co., 303 Fifth Ave., New York. Ave., ew York 10; retails at $75 


@ Gold filled spray pin, set with imita- or yellow gold plate at slightly " 
tion stones in choice of colors, sells at 
retail for $13.50. From ‘an. interesting. 
new group by Iskin Mfg: Co., 7th and 
Washington Square, Philadelphia 6. 
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| 
Moi Seu ci Tale 


Earrings... . by Jordan 





oO 


Sterling Silver set with brilliant, first quality 
chatons in crystal, topaz, sapphire, ruby or 
amethyst. Per dozen $13.50. 


*One style from a large selection to retail from $1 up. 


Am, JoAoan 


303 Fifth Avenue, New York 
707 NYol hia alll Street, Los Angele 


CYoMYolU AMIN Sichi-Ms) Meu (ol aiile-Vul-ta(aelale 10 (ellale Pim Glaliaele le 





FINE JEWELS... 
MODERATELY PRICED. 


Distinctively styled, finely 
made in 14 karat gold—with 
Diamonds and Oriental Rubies. 


GEORGE J. KISLER 


655 — 5th Avenue New York 22, N. Y. 











ASSOCIATION UNION ASKED ANEW 
(From page 116) 
was present for its existence, it never reached the 
where there were enough interested members to doy 
than act for that one segment of the business, | 
even then, the instalment dealer in out-of-the-w 
tricts received almost no benefits from his member 
He was alone—a single voice in the wilderness, * 

Today, the instalment type of selling is a part, 
per cent of all jewelers’ business, and because 
fact that ANRJA has gone deeply into that sul 
credit jewelers have become a large part of the 
membership, Of almost 6500 total members, fully 
are credit operators, and about one-half of the exeg 
committee are credit jewelers. There can be noj 
tion of the interest of ANRJA in this type of operg 
As an indication of this interest, one of its viee-} 
dents, and the head of its credit selling commii 
oné of the founders of NACJ and one of its fired | 
dents. a 

What can be done to bring about the joining of 
two associations? 4 

One group has about 6500 members—41 afllia 
state associations—committees active in matters of | 
islation, organization, credit selling, publicity, and 6 
broad subjects of interest—has permanent Washing 
representation—and hdlds membership in the Us 
States Chamber of Commerce, the American Retail ¥ 
eration, and other bodies which contribute to its sta ne 
as a representative trade group. 4 

The other group has—according to their own sg 
ment—not iri excess of 1000 members, all of whom) 
credit operators. Many of the most prominent of th 
retailers are also members of ANRJA, and serve. 
that association’s committees. There are undoubtedly, 
many subjects, peculiarly of interest to credit operation, | 
on which this group has special knowledge and par 
ticular ability, all of which should fit into the. gene : 
picture. But this being only one phase of retailing 
these activities should be a part of the broad trade effort 
——not separate and apart. ' 

As to the actual steps needed to bring about one com- 
plete association: 

Let us acknowledge that both groups are fair, that 
their efforts are intended for the best interests of the 
trade, and that both have devoted their time unselfishly 
in this direction. 

If this is so, there is no reason why a simple merger 
could not be effected, by taking the framework of the 
ANRJA as a basis for organization. It is complete im 
every sense, and requires no changes as to structure. 

Who heads the enlarged association in the beginning, 
makes no difference whatever—either of the present 
heads would, I believe, gladly retire, or would serve 
together if need be, until the annual election. 


INCREASED SECTIONAL ACTIVITY 


In the meantime, the present six vice-presidents & 
various sections could be enlarged to 10, making { 
more closely knit regions, and increased sectional & 
tivity. These four added officers should come from tht 
officials of NACJ, which would mean that at least sf 
of the 10 vice-presidents would be credit jewelers. Unde 
this setup, the association would function until the 
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Girls-on-the-job: Ella Mae Cason, Janet Ellen Bowker —Meteorologists—U. S. Weather Bureau, Washington, D. C. 


2,000,000° 744 -walh pc 


jhave a future 


*350,000 career girls buy Glamour 


ren over 2,000,000 read it. The girls-on-the-job today are learning to buy more clothes 


than they ever bought before. They’re using the best cosmetics 
...in quantity. They’re buying quality silver, too...and smart 
jewelry...forming habits they'll cling to. As tomorrow’s able 
earners, tomorrow's young marrieds and managing mothers, 
_they’ll be a knowing market for volumes of your merchandise. 

Right now, two million girls-with-paychecks (81% of them 
under 30) are forming quality buying habits...discovering the 
trade names they'll buy by, after the war. A major market-for- 


tomorrow is learning lessons today... from Gj LAM () UR 


'Whe magazine for the girl with a job—and a paycheck 
THE CONDE NAST PUBLICATIONS, INC., 420 LEXINGTON AVENUE, N.Y.C. 17 
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general election When an entirely new list of officials 
would be chosen by the membership. 

If, at election time, the total membership selected 
all different officials, it would be quite in order—they 
are the ones to select the leaders—that is their right as 
members. 
for it, the choice could not help but be as nearly right 
as possible. 

There is always the subject of the internal organiza- 
tion to be considered, and this should not be too hard to 
solve. 

Our Bulletin, and Cooperation, the two organs,.could 
be combined and broadened. It requires capable editors, 
and official support. The membership work could be 
even further expanded, and state organization greatly 
extended. This too, requires work and capable men, of 
whom there are never too many available. 

There should also be, as a part of our retail industry 
organization, a continuous effort designed to strengthen 
state associations. Some are quite weak, and need help 
from the parent body, all of which opens the way to 
the use of able representatives. 

Conventions have, in the past, taken too much effort 
by overworked, conscientious men. Division of this 
responsibility would be helpful. And many other proper 
activities would keep an enlarged organization .com- 
pletely occupied. 

I have made the statement time and again that 10,000 
members should belong to our association. 
+, was first made, there were 3500 enrolled. This has 
grown to more than 6000, with additions coming nis 


Che symbol by which we 


Member of American 
Gem Society 


But surely, if our industry is what we claim 


When this. 


CHURCH & COMPANY 


336 Mulberry St., 


and the 10,000 at least visible. Many large states 
in the process of building, and the 7000 mark 
reached by the time we again convene. | 

When and if we reach an active membership of 16) 7 P| 
we will be all-powerful as to.our entire. industry, 4 
then our importers, wholesalers, manufacturer, 
all other elements of the jewelry trade will } 
efficient, active, and ethical body with whougil 
operate, on every problem that can possibly arise, 7 
as a complete unit, the jewelry industry should } 
that, instead of a continually wrangling group off 
cooperative associations. 

Coming events, future planning, and our plese’ 
broad picture of postwar development call for uy 
devotion to the, finest of all retail trades. In our J 
ent position, we cannot afford to let our oppor 
pass us by, and’I am sure that every jeweler, regar 
of his form of operation, is in accord at least -with 
spirit, if not the detailed mechanics, of any effor 
bring about the above-mentioned unity. 


REPLY FROM NACJ PRESIDENT 
(The following letter was sent on Jan. 22 by B 
Rudolph, president of the National Association of C Cre 
Jewelers, to Mr. Michaels.) © 


. by B. G. RUDOLPH, President, 


National Association of Credit Jewelers a 
AM in receipt of a letter dated Jan. 21 from Chath 
T. Evans, secretary of your organization, in 


he inclosed a copy of an article entitled, “Let’s Practi¢ 
(Please turn to page 146) 


| 








judge the good in man and things. 


Manufactutif 
Jewelers” 


Newark 2, N. J. 


West Coast—G. H. OTTO, 209 POST ST., San Francisco, Calif. 
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The principles behind the slogan “Creators of the 
~ Unusual — As Usual” have been maintained since 
Lamp! jewelry first made its appearance in 1921 
* ... Today Lamp! Creations in 14 Kt. Gold repre- 
sent the ultimate in quality and workmanship. 
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Identification Bracelets in Gold and Sterling Silver 
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Walter Lampl vv 


ae Newel a 


*No. 13280 
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MADE IN 


GOLD AND 






SILVER 


—AS USUAL 


IFTH AVENUE NEW YORK 


SUBSCRIBE NOW TO THE JEWELRY PUBLICITY POSTWAR FUND 


MPORTANT SAFEGUARD YOUR BUSINESS AGAINST POSTWAR fomem, Om mm men, me) 
A 
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934-E WHITE CAMEO 
on black stone Earrings. 
Gold finish metal ear clip. 


935-E DOUBLE HEART 


in silver and gold finish. 


STAR 
EARRINGS 


By WINEY 
EACH $1. RETAIL 


701-E PEARL EAR- 
RINGS in pastel shades 
and pearl and smoked 
pearl. Metal screw back. 


936-E CLUSTER EAR- 
RINGS. Double petal de- 
sign, colored stone cen- 
ter, gold finish. Metal 
screw back. 


Silver Earrings 


They're hits everywhere these sales-stimulating 
WINEY creations. These four stars will be your 
best reorder items. See for yourself. Order an 
assortment of all four styles today! 





WINEY 


WEINREICH CO., Inc. 


H. 
1321 Arch Street, Philadel 
Miami, Florida Dal coca od to 
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Can You Help Me? 








My Display Problem 







































by VIRGINIA DIXON 


Readers’ questions about window and inside-store disp 
will be answered in this department each month by Miss 7, 
ginia Dixon, one of America’s topnotch display experts w 
talents have been brought to a focus on the jewelry 
Miss Dixon is already well known to JC-K readers ay 
author of many stand-out articles on jewelry store display, 





INDOW BACKGROUND—My present wing 

background is a pinch-pleated curtain with fq 
pads covered with the same material—a neutral 
heavy cotton drapery material. I would like to make 
change. What can you recommend that would not 
too costly ? Window is eight feet long, two and a half 
feet deep with four-foot high background and is use 
for showing both jewelry and silverware. (A. L, T) 


Answer—The most desirable background is on 
which can be changed, at least in color, fairly frequently 
A light wood framework, built to fit your window and 
faced with wall board, can be painted with a good smooth 
coat of oil or water paint which can be renewed fre 
quently at very little cost, or such a framework can le 
covered with fabric which can be changed from time 
time. The cost of the framework for the size windoy 
you describe would not be high and yardage for material 
stretched smoothly, not draped or gathered, would nol 
be great. The frame can be curved to eliminate the 
awkward corners of the rectangular window. Your pres 
ent floor pads may be covered and used again or ne 
pads of masonite or similar material which does not ten 
to warp may be cut and painted or covered. Samples 
of fabric in extra widths suitable for covering may x 
obtained from Maharam Fabric Corp., 130 W. 46th St, 
and Dazian’s, Inc., 142 W. 44th St., both in New Yo 


OND FACSIMILES—Is it possible to get fe 
simile reproductions of war bonds and stamps i 
enlarged sizes for display purposes. (B. R.). 


Answer—The Silvestri Art Mfg. Co., 710 W. Wash 
ington Blvd., Chicago, has exclusive permission to pr 
duce these enlargements. This concern carries the bonds 
in 14” x 18”, 25” x 28” and 44” x 48” sizes priced 
from 50 cents to $2.50 each. The stamps are 12” x 12” 
and are $1.50 per dozen. 





RASS MATS—Where can I get grass mats for 
spring displays? (E. P. Co.). 








Answer—Eaton Bros. Corp., Hamburg, N. Y., make 
grass mats and “‘Scatter-grass,” both fire-resistant. — 









OLORS FOR SILVER—What color or colors at 
recommended as backgrounds for silver hollos 
ware? I would like to line my show cases with col 
that will show off the silver well. Also what colors # 


recommended for china and glassware cases? My! 
: ED 
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SILVERWARE 





“New Orleans’ FINEST JEWELRY STORE™ 


a 
* 


DAVID R. MILLER 
HARRY B. MILLER 
JOSEPH E. MILLER 


ESTABLISHED 
1909 





ORCHIDS! gave'us goods in“ 
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“EXPRESSING APPRECIATION TO OUR MANY LOYAL RESOURCES” 


Thirty-five years ago, MILLER BROS. started business in New Orleans with the 
idea of rendering unusual. service and selling the best known and the highest 
quality merchandise. When we found a good line, we stuck to it as long as the 
manufacturer continued to keep up his quality. In fact, we are still featuring many 
of the lines with which we started in business over one-third of a century ago. 





Because of our loyalty to our suppliers, we have been greatly blessed in 1943, in 
that, with all the difficulties that confronted our manufacturers, they continued 
to furnish us with quality goods in sufficient quantities to enable us to maintain our 
standards. We want our collaborating resources, everywhere, to know how very 
much we appreciate their efforts in making the year 1943 by far our best YEAR. 


Loyalty begets loyalty . . . and we will not forget your fine service when Victory is 
won, and once more the strains of “Peace on Earth, Goodwill Toward Men” resounds 
through OUR LAND. Si l 
incerely, 
MILLER BROS. 





See 
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Here is the statement by the authorities 
of one of the most reputable laboratories 
issued after they have had subjected 
RACINE WATCHES to a series of extraor- 
dinary tests... 


“Inspection of the case and interior 
mechanism showed no evidence of 
water penetration or corrosion 
whatsoever.” 


RACINE WATCHES Feature 
% 15 JEWEL GALLET MOVEMENTS 
% NIVAROX HAIR SPRINGS 


% GLACIDUR METAL BALANCES 
3% NON-MAGNETIC CONSTRUCTION 





IMPORTANT Under the present situation it 
is impossible for us to meet the demand for 
Racine Watches. We ask that dealers be 
patient until more favorable conditions permit 
us to offer our usual service to regular cus- 
tomers. ' 











JULES RACINE & COMPANY 


20 WEST 47° STREET, NEW YORK 
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tures are modern in design with dark Woodwork, 


(T. Mc.). 


; Answer—Blue in soft medium tones is parti slay 
flattering to silver. Rose, green and rust in soft ton 
are very good. Black is not recommended. 

White ‘is good, but of course soils easily. If possible. 
such background should be changed seasonally . 
Soft tones for spring, brighter colors for summer, 

.sdeep tones for fall’ and winter. ‘7 

“& White, pale yellow, pale blue and light gray are ol 

} for china and glassware. Painted surfaces rather th 

fabric are’ desirable for this merchandise. Mirror ha, 
zrounds with glass or mirror shelves are best of” 
becatisé’of the reflections and added sparkle, 


IXTURE MAKERS—Where in New York can. 
have fixtures made such as those you show in os 
illustrations to your articles? Approximately how my 
do such units cost? (O. B.). 


Answer—If you will send me the dimensions of yu 
window and indicate the fixtures you want, I can } 
estimates made up for you by some of the New ¥q@ 
display manufacturers.’ It is impossible to give ey 
approximate prices without size and designs. 
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ADVERTISES "THE GREATEST SAVINGS EVER" . 


“The greatest savings ever’ were advertised 
Savitt’s, Inc., credit jewelry firm of Hartford, Coy 
on its 24th anniversary. But the savings proprietor Bil 
Savitt was talking about weren’t the result of bargal 
prices on anything in his store. They were, to quote 
Mr. Savitt, “ ... the greatest savings you can make— 
savings which mean life or death to the boys who ar 
fighting—savings which will add up to a speedy vie 
tory!” 

“Save your War Bonds, a better investment than 
blue-white diamonds,” proclaimed boldface letters in 
the center of Savitt’s full-page newspaper ad. Around 
the War Bond copy were pictures of diamond rings, 
crossed out with bold, black X’s. “We haven't a value 
in our store to compare with this . . . $25 Bond for 
only $18.75,” the copy read. 

Waste paper, kitchen fats, tin cans, and scrap all had 
their place in Savitt’s ad. But besides scarce items, 
Bill Savitt urged his customers to: 

“Save! ... your breath. Don’t be a stooge for Hitler 
by rumor-mongering or spreading his gospel of hatred! 
We have to win this war at home, too! 

“Save! ... a boy’s life. That fighting man out there 
is risking his life for YOU. Your blood can bring him 
back alive. Convenient terms .. . give a pint every two 
months. ; 

“Save!... your savings. Rationing and ceiling prices 
prevent inflation—protect your savings and Bond put 
chases. Buy only in the White Market. 

“Save! ... your whoopee. Take the lid off on Vie 
tory Day! Until then, keep your spirits high by stay 
ing on the job and cutting down absenteeism.” 

There was no customary sale of merchandise # 
mark Savitt’s 24th year in business. “If you need whit 
we have—okay. We're not urging you to buy it,” the 
ad read, and then went on to point out the “greatest 
savings ever.” 
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Of course they can—and will! They'll meet—and 
break—their 4th War Loan quota by each selling at 
least $200 worth of “E’’ Bonds to their customers 
and friends. They'll do you proud the way they'll help 
put this 4th War Loan over the top in record time! 


You've probably already gone over your plans with 
your City War Finance Retail Chairman. If not, get in 
touch with him at once. One good way to make sure 
that all your people understand just how to make out 
“E” Bond applications, and how to go about selling 
their $200 quotas, is to line your staff up in two rival 
sales teams, with captains for each floor, and lieuten- 
ants for each department. Explain how they can not 
only sell to customers in the store, but how they can call, 
or write, their charge customers and friends outside. 


You're undoubtedly already following through with 
outside banners and store-wide displays to make 
everyone realize you're all-out for the 4th War Loan. 
There are some splendid posters to be had direct from 









the Treasury, or from your local War Finance Com- 
mittee. And, of course, you can make your own, too. 


Here’s a thought. Have you explained to your sales 
staff that each clerk who sells $200, or more, of War 
Bonds will receive from the Treasury Department a 
special individual citation expressing the appre- 
ciation of the Nation for this. vital wartime service? 
Set as your store’s goal: ‘100% Citation Winners!” 
Tie this in with the natural team rivalry, and you have 
a powerful sales stimulant. 


And here’s another thought. People buy in about 
the ratio they are urged to buy. So give the Bond 
Drive a good play in your advertising, and don’t fail 
to furnish each sales person with an inexpensive, but 


prominent, lapel card or button, reading: ‘We are | 
selling War Bonds for the 4th War Loan.” 


And here’s a final thought. The best salesman always 
“sells” himself first. Buy all you can as individuals. 
And buy all you can as an organization. 
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Svar Finance Committee, oF 
“rated” stores. 
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If youare not now —_ 
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' pathos No collateral required for 




















This is an official U. S. Treasury advertisement—prepared under auspices of Treasury Department and War Advertising Council. 
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We Will Buy 


Your Store 
As a Going Business 


SURANGE as it may seem in 
times like these, we are invest- 
ing capital to expand our organi- 
zation and will buy your store— 
lock, stock and barrel. 


Ts is your opportunity to close 

out quickly and be free from 
all. worries. We will pay every 
red cent it is worth — SPOT 
CASH IMMEDIATELY. 


E ARE one of the East's Lead- 
ing Jewelers and will furnish 
names of stores recently pur- 
chased, who will attest to our fair 
dealing and utmost reliability. 
Ask your bank for reference. 


f WRITE, WIRE OR 
| PHONE MARKET 3-2987 


Ask for Mr. Busch or Mr. Sargent 


Fe Busse HESONS 


Ost ee 





MAIN OFFICE 


875 Broad St., Newark, N. J. 













IDEAS... 
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pees TIME TO set up a simple display for St, Valen. 
tine’s Day. All you need to do is zing out a card 
with a jumbo figure four that reads “4 Ways to Say Re 
member Me” and show four classes of suitable gifts for 
“him” and four classes for “her.” i 

* * * 


Dw you Ever expect to get attention-value ont of 
your taxes? That is, from the public? Since income 
taxes are in everybody’s mind these days and will ) 
so particularly March 15, you might arrange a window 
for the week that is closest to tax time showing you 
cancelled receipts, forms, official documents as proof tha 
you're paying your share toward democracy. You might 
use a window card, “Let’s all do our part—pay taxe, 
by March 15 and then buy Bonds.” 

* * * 

For A TOUCH OF SPRING at your counter featur 
flowers, clips and combs for the hair, fatten up a frame 
around a mirror so that trimmings with pins may bk 
stabbed into it pincushion fashion and the other bedazale- 
ments may go up on little pins. Thus, the shopper segs 
herself through a frame of beguilement and may try o 
the fancies until one or more meets her taste. Don’t lk 
surprised if customers want to purchase such a mirror 
for home use so they can “try ’em on and stick ’em back” 
until the right one suits the mood of the day. 

* * * 


ONE worD TELLS the story of your collection of brace- 
lets displayed with long gloves. Display the range of 
colors and styles with the caption, “Gloveliness.” 

* * * 


Comine up—a “natural” for the jeweler to expres 
his interest in community welfare. For National Hobby 
Week, March 13-18, why not stage a series of chats with 
experts in those hobbies for which you carry equip- 
ment—such as, photography, sewing, writing, stamp 
collecting, playing of group and solitaire card and other 
games. Stressed might be the short cuts to get around 
unavailable material. You'll reap a harvest of laudatory 
news and features in your local press. 

* * 


THIs YEAR AS NEVER before your passersby will make 
personal application of a display for national Sew and 
Save Week, Feb. 19-26. Show thimbles, sewing cases 
and baskets, eye glasses, scissors, etc. 

* * * 


It’s stmpxE but it will tell your stationery story. Your 
sign says modestly enough, “We’re letter perfect” and 
your display shows your most attractive papers, pets 
and pencils, 

* * * 

Fun’s Not RATIONED so for National Hobby Week 
you might like to feature games from your “Adult Amuse 


ment Center.” 
* * * 





ALERT JEWELERS ARE presenting palladium as the ne¥ 
precious setting for diamonds, alternative to platinum. 
Show gold and paladium two-tone pieces in your “whats 
new’’ section. 
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The oldest and largest 
CASH BUYERS OF JEWELRY STOCKS 
Always a reliable offer 
Usually the highest one 
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OFFICERS' LUGGAGE IS VOLUME BUILDER 


Although some jewelers are still inclined to sniff 
af luggage as a “sideline,” today’s constantly-chang- 
ing military picture makes it an ideal drawing card 
and a means of boosting turnover in all departments, 
according to the Montgomery Jewelry Co., Montgomery, 
Ala. 

The Alabama store, located between Maxwell lield 
and Gunter Field, two of the Southeast’s largest air 
bases, has devoted an entire window to luggage tor more 
than a year. ‘There is one outstanding feature of the 
display which never fails to catch attention—the fact 
that every display is slanted directly to catch the atten- 
tion of Army officers who do a great deal of light 
travelling, and who need highly specialized luggage for 
the purpose. 

Thus, rather than handling a general line which can 
be duplicated in a dozen competitive stores, Mont- 
gomery Jewelry Co. has gone about luggage merchan- 
dising with this one idea in mind. The luggage de- 
partment at the rear is large, well-lighted and con- 
venient from any place on the salesfloor—to require 
the minimum amount of effort on the part of the cus- 
tomer. In the display window, a card explains that the 
department is devoted to military personnel, and in- 
vites any uniformed member of the service to make use 
of it. 

“With thousands of officers being shifted constantly 
from one post to another, going on special trips and 
short leaves, there is a continual market for light lug- 
gage which has become extremely valuable,” it was 


poin.ed out. “Most of these Army men are Unfamilige 
With the city, and our established reputation jp the 
jewelry trade means little to them. However, when y, 
supply a specific need, and display the merchandise 
which meets it, we feel reasonably sure of drawin in 
men’s jewelry, military insignia and other business,” 

W. W. James, head of the luggage department is 
convinced that more than half of his military volun 
is sold to officers who probably will never again be in 
the city. Consequently, the selling program is aimed 
at instant appeal to capture sales while they are pos. 
sible. 


The left main display window of the store jis care- 





fully trimmed to show a variety of officer’s luggage ang 
leather goods; however, with only a few chiefly-desired! 
pieces easy ‘to recognize for some distance away, | i 
cluded is a small overnight bag similar to a ladiegtl 
makeup-box, “sleeper” kit consisting of shaving angy 
toilet articles with space for clean shirts and ties fog 
short trips, valet-type folding cases, and one or mow 
two-suiters which will accomodate complete uniforms, 
Occasionally, the canvas-and-leather “cross-country 
bag” which has been so widely popularized by pilot: 
of the Army Air Forces is also shown—this latter par 
ticularly important in the case of young, newly com 
missioned lieutenants who may spend their first six) 
months in as many scattered posts. § 

The remainder of the display window is trimmed with) 


card sets of officer's insignia, military jewelry, chrono 


graph wrist watches, pen and pencil sets, leather writ) 
ing kits, fitted cases, playing card folders, diaries, ete 
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ARMY RING 
With Gold Crest 


AIR CORPS RING 
With Gold Crest 


O / 4, % 14:4. hie 
Srtremely Sleauy Sterling Salid Due 


PRESTIGE RINGS 


Created Jor the Fighting Forces of Uncle Sam 


[ww The six rings illustrated are the real McCoy, 


WAC RING 
With Gold Crest 


$3.00 
$3.75 
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P 


TANK RING 
With Gold Crest 


$3.00 
$3.75 





$3.00 
$3.75 


. $3.00 
» $8.75 


MARINE RING 
With Gold Crest 


NAVY RING 
With Gold Crest 


I, 


Q\ a2 artistically wrought, authentic in detail; a las 
ting joy to the wearer, a lifetime good-will 


“REAL McCOY" for the duration. 


All Prices Net 


MANUFACTURING JEWELERS 


103-05 E. 6th CINCINNATI 





M°COY JEWELRY CO. 
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PUZZLED BY TRADE-MARKS? 


Then You Should Have a Copy of This Authoritative Book 


Trade-Marks of the Jewelry and Kindred Trades 





Over 300 Pages of Vital Information — 
Thousands of Trade-Marks and Trade 
Names in This New 1943—Fifth Edition. 


The only book published containing 
Trade-Marks and Trade Names used 
by Manufacturers, Importers and 
Wholesalers of Jewelry, Rings, 
Watches, Clocks, Silverware, Sup- 
plies, Materials and Tools, Leather 
Goods, Pens, Pencils, China and 
Glassware, Gifts, ete. Also lists 
names of Watches used by 148 com- 
panies; lists Sterling and Plated Flat- 
ware Pattern Names; and data on 
Commercial Standards and Federal 
and State Stamping Laws. 
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Get your copy NOW! 


fa eee eee eee 


The Jewelers’ Circular-Keystone 
100 East 42nd Street, New York 17 


Please send me 


alitncdenteces copies of "Trade-Marks of the Jewelry and 
Kindred Trades", new 1943 edition, for which check is en- 
closed. 


MAME .....cccccccicccees 
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Look Around—You Will Find 
obsolete jewelry, spectacle 
scrap, filled and plated cases, 


rings, brooches, etc. 


| PUT THIS SCRAP TO WORK 


OLp GOLD 
SILVER — PLATINUM 


is in demand and can be put 
into cash—or war bonds. 


Ship it direct to 


‘aw = A S J. 


DEE< CO. 


TCCLOMD. efalr 
REFINERS MANUFACTURERS 


55 E WASHINGTON STREET, CHICAGO - 























All this merchandise is definitely related to the 
theme, according to Mr. James—and more than ' 
per cent of the store’s Army luggage customers buy 
several additional items. 

Price ranges in luggage go from moderate to better 
price levels—with the emphasis on the latter, Y, J 
officers in particular, Mr. James states, are ju 


largely by their appearance, and consequently want jy 7 





spend enough to buy handsome luggage which wil] Mateh 2 
their spruce uniforms and emblems. Therefore, the 
better lines are always shown first, and there igs Seldom se 
any necessity to bring out lower price lines unless the 7 
officer is actually unable to spend more. ou 
Mr. James has done very little advertising, since 
the display window itself is responsible for the heavy " 
volume of trade experienced. However, salespeople ig - 
the store have instructions to invite every officer why th 
enters to look at the stock in the store, and cards ligt 
ing the store’s lines are enclosed with any package o a 
jewelry sent out to the army posts. Occasionally My, . 
James has run newspaper ads in the flying field neys. ab 
papers. “It isn’t actually necessary,” he summed yp, th 
“since every officer will eventually get into Montgomery be 
and pass our store sometime during the evening. We 
believe luggage handled in this way detracts in no wy 
from the appearance or reputation of the store, af 
has been a godsend to us during the period of shor | 
ages in many other lines.” : 
we 


SMALL WINDOWS SAVE POWER, WIN EYES set 


Grady’s jewelry store, Jackson, Tenn., is proving th § of 
effective use of reduced or miniature display window § 4 
in these days of restriction of electric current for light § to 
ing. Moreover, the displays are sufficiently unusual j § an 
attract attention of the passing throng. 

Both of Grady’s show windows are covered with} <i 
green water color paint except for a space about I§§ les 
inches wide by 15 inches deep near the center of each § se! 
window, and about the average eye-level of a pers § ha 
standing in front of the glass. Behind the glass in each § re 
window are wooden cases (heavy cardboard or builders § ¥¢ 
board would also serve the purpose) 18” by 15” bya wi 
depth of about 30 inches, each lined with cloth. Su-f} % 
ported to the right height from the base of the window, § 10 
the open end of the base is pressed against the glass} fid 
covering the spaces not covered with the paint. With} se 
sufficient openings in the top side of the cases to admit} fu 
the light from bulbs above the openings, two reduced 
or miniature display windows are the result. It is, of ™ 
course, a matter of choice as to what items are included fv 
in the displays in the miniatures. The lighting effec} w 
within the little display windows can be altered at will § lo 
by the use of any type of colored filters. wi 

The size and shape of the miniature display windw § ™ 
openings, as well as their position, can be altered # 
the will of the window decorator. They can be ovih 
round, diamond shaped, or square, as well as rectal 
gular, depending on the time and ingenuity available 
in fashioning the cases behind the glass. For some df 
the varied shapes the display would have to be attachel 
to tilted or upright boards within the miniature display 

cases. In such instances the cases would not be neatlf, 
so deep. 




















The water color paint can, of course, be removed. 
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THE FUTURE OF WATERPROOF WATCHES 


by PIERRE L. POFFET 
President, Mido Watch Co. of America 


UST as the wrist watch replaced the pocket watch 
J in popular demand after the first World War, it 
ion that waterproof wrist watches, both self- 
winding and manual wound, will loom large in the con- 
sumer demand for wrist watches, after the present war. 
Both the present popular demand for waterproof 
watches and the opinion of outstanding retailers through- 
out the country, are strong indications of this trend. 
In addition to the waterproof and self-winding fea- 
tures, I believe that there will also be a strong and an 
increasing demand on the part of the consumer that 
the watches be shockproof and non-magnetic. 

Because of this strong demand for waterproof watches, 
many unreliable so-called waterproof watches have 
found their way into customers’ hands, due to the in- 
ability of the trade to obtain a sufficient quantity of 
those types of waterproof watches that can honorably 
be termed waterproof. The fact remains, however, that 
no watch should be represented or sold as waterproof 
unless it is in fact really waterproof. A watch is either 
waterproof, or it isn’t. It can’t be partly waterproof. 

As an example of what has been going on, the Buffalo 
Better Business Bureau received so many complaints 
from consumers concerning their purchases of so-called 
waterproof watches which proved not to be as repre- 
sented, that it called a meeting of the retail jewelers 
of the district in an effort to correct this situation. As 
a result of that meeting, steps have now been taken 
to clear up misrepresentative advertising of waterproof 
and shockproof watches. 

Similar complaints also have been registered in other 
cities with the local Better Business Bureaus and un- 
less the retail jeweler is more discriminating in his 
selection and sale of this type of watch, we may easily 
have a condition that will compel both local and Federal 
regulation of the advertising and sales of this type of 
watch. What is still more serious, the retail jeweler 
who represents watches to his customers as_ being 
“waterproof” or “shockproof” when they actually are 
not, is undermining his own reputation, and the con- 
fidence on which his business depends. For his own 
self-interest he must be far more discriminating in the 
future than he has been in the past. 

Tremendous improvements have been made in the 
manufacture of waterproof watch cases, within the past 
five years, and today it is perfectly possible to make 
watches that are completely waterproof, that are good- 
looking, and that will stand up under any conditions to 
which they are subjected by their owners. Letters from 
men in all branches of the armed services prove con- 
clusively that bona fide waterproof and_ shockproof 


is my opin 





watches are meeting and are successfully passing 
through ordeals of a severity to which they would never 
be subjected in civilian life. 

With the watches that are available today, there is 
no excuse for claiming waterproof qualities for any 
watch that is not completely so, and the retailer who 
does, is foolishly and needlessly taking chances with his 
own future. 

I cannot emphasize too strongly that, because of the 
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TO OUR CUSTOMERS 





For Immediate Delivery 
MATERIALS and SUPPLIES 


BALANC For all American watches—Elgin, 
AES STARTS Waltham—Hamilton and Illinois, etc. 

to Fit} Per dozen ....... Single Roller. .$1.75 

Per dozen ....... Double Roller. 2.25 








BALANCE JEWELS—For all American watches—Elgin 
(Guaranteed to Fit} Waltham—Hamilton and Illinois, 
ete. Per Gomen: ....6..ccchandes $2.50 





FRICTION BALANCE JEWELS —In the following di- 
ameter and hole sizes only. 
Dia. bo Hole : 


“é 80 oe 10 
oe 90 oe 8 
ce 90 oe 9 
by 90 ~ 
oe 100 ‘ry 8 
re 9 
° aaa Ce 
Ty GN ok oust ce kes. coe $2.50 





WATCH CRYSTALS—K.D. Brand American made 


lentille round crystals from small size and up to 


ineluGing’ 19/15-86. . ..cccccascctvcsons per doz.... 70¢ 
ee ere ee ee per doz.... 90¢ 
American made Fulton crystals fancy and military 
PGP GO 4 ccactqcnwadetsconkacdindanhedbedeesians 1.00 


(we can fill orders from any B.B. or K.K. numbers) 


Genuine—G-§ unbreakable—round and fancy glasses 
DOE GOR 6 oo cncccks Gee decebnews thie dh0dkas sees 90¢ 
Also G-§ unbreakable crystals for Hunting watch 
CBROB. 6c: DEP. GOB... semeenckacndccodiismamiedsainan 90¢ 
Also G-§ unbreakable crystals for waterproof cases 
OE GM. Seccdnds tcis sidanancdeoedan eee $1.50 





CROWNS Gold Filled for American and Swiss bracelet 
watches—in yellow—pink and white—per doz. $1.00 





Also a complete line of American and Swiss 
materials for all makes of watches ... 





STRAPS Fine quality of watch straps, ranging in price 
from $3.50 per dozen to $6.00 per dozen. 





IDENTIFICATION 

BRACELETS —In Sterling Silver for 
Gents—With heavy plate and chain Nos. 
ER ee Merete > $3.50 ea. 
Gents—With heavier plate and chain No. 
DBE TC CE PR OER 5.50 ea. 
Gents—With heavier plate and chain Nos. 
pe | Re Ce ee! EE Pee SS haul 5.75 ea. 
Gents—With extra heavier plate and chain 
NO. 2066. 0 bac nns 64 she icd beck 6 MEPSE cakteas 9.35 ea. 





We still have available cases for wrist 
watches for Swiss and American watches in 
various qualities — Yellow Top, S.S.Bk. — 
and all yellow with dials to match—In order 
to obtain the proper size, when ordering 
send movement. 


ORDER NOW! 


All Prices Quoted are F.O.B. Philadelphia 


WATCH MATERIALS 
INC. 


Philadelphia 7, Penna 


CENTRAL 
& SUPPLY CO., 


134 South 8th Street 































































When this War began, it 
didn’t take long for us to 
swing over to war production, 
because our orders called for 
the same clock movements 
we'd always made in peace 
time. Only the cases were to 
be changed. 

When this war is won, 
Chelsea will be able to swing 
back quickly— providing old 
and new Chelsea models for 
your waiting shelves. As always, Chelsea Clocks will 
be your most fortunate choice. 





Let’s All BACK THE ATTACK! 
Buy 4th War Loan Bonds 


CHELSEA CLOCK CO 


SINCE 1886 





340 EVERETT AVENUE 
e@ CHELSEA 50, MASS. 














After taking stock you undoubtedly will 
find odds and ends in 


STERLING SILVER 


FLATWARE & HOLLOWWARE 


in either new, used, inactive or obsolete 
patterns 


We are in the market to pay you 


CASH 


for any amount you have on hand. 
Send them to us for our offer. 


We will pay express charges both ways, 
if necessary. 


References: Jewelers Board of Trade 


JULIUS GOODMAN & SON 


77 Madison Ave. 


Memphis 
Julius Goodman 


Tennessee 
Joseph A. Goodman 
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evolutionary process through which waterproof Watches 
are passing, it becomes of the utmost importance 

keep uppermost in mind the maintenance of public ‘ 
fidence in the product and in the jeweler from whe 
is purchased; otherwise such loss of confidence 
prove costly not only to the watch industry but to the 
retail jeweler himself. 


HOW TO WIN HOROLOGICAL TITLES 


No one can deny that greater skill means greater 
customer satisfaction, which in turn, means more Cus. 
tomers. That goes for the watchmaking craft espe. 
cially, where results depend completely on skilj and 
training. 

Just how thorough training benefits the watchmake 
is ably explained in a recent information booklet issue 
by the Horological Institute of America. The artic} 
is called “What You Will Gain by Becoming a Certifig 
Watchmaker,” and appears on page 4 of the HIA 
Journal’s information booklet published in Decembe, 
The booklet says in part: 

“First, what is Certification? This means taking » 
examination provided by the Horological Institute gf 
America, for watchmakers. All who pass are awarded 
the Institute’s certificate of ability. 


TWO "GRADES" GIVEN 


“The examinations and certificates are in two grades: 
Junior Watchmaker and Certified Watchmaker. Th 
first-named grade, of course, includes a range of work 
not as advanced as the last-named grade. 

“The examination procedure is the same for the two 
grades; the only difference is in the kinds of work 
required to be done. 


“Naturally, your aim should be to obtain eventually 
the higher grade certificate—that for Certified Water 
maker. This would mean your ability has been found 
equal to holding a position as a fully competent water 
maker—based upon an average of the standards pre 
vailing in the United States at this time. 


“If your ability as it stands now, in relation to the 
rules of the Institute, requires you to first pass the 
Junior Watchmaker examination, then after that you 
will be eligible to take the higher Certified Watchmaker 
The latter is not unreasonably difficult; 
any one whose ability is not equal to passing it, should 
not claim to be a competent watchmaker, and should 
seek to improve his ability until he can easily pass this 
test. 


examination. 


TITLE “CERTIFIED” OFTEN A MUST 


“During the Institute’s 22 years’ activities, it hs 
issued more than 2300 certificates in both grades. Tht 
result of employers’ experience is that many of the bet 
establishments are now requiring Certified Watchmaken 
when they offer employment. Certified Watchmakes 
are now working in the better-paid positions in eve] 
state of the union. Good employers appreciate mm 
and more that an H. I. A. certificate is reliable evidemt 
from a nationally recognized body, that the holder #? 
competent workman, and is worth good pay acco 
ingly. This is particularly so because of disappoillt 
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when applicants for positions had shown reference 
exaggerating their ability. Employers have 
the H. I. A. certificate is a dependable 
oof of its holder’s ability to hold a position of the 
ee grade. This is of great financial advantage to 
the Certified Watchmaker. 
“The advantage named, is becoming greater as more 
and more men are being added to the number certified. 
So that, besides profiting immediately by becoming 
certified, by doing so you will be helping to speed up 
the time when practically all good men will be certified, 
at which time the fullest benefits of the movement will 


ments 
letters 
learned that 


he realized by all. 


“Not only does certification aid competent workmen 
to obtain higher wages, by distinguishing them imme- 
diately from men of inferior ability, but it helps their 
employers obtain more work and better prices, as the 
public learns, by experience, that H. I. A. certificates 
mean an assurance of good service that is money’s 
worth. Then, too, a watchmaker conducting a shop of 
his own, finds his H. I. A. certificate the best possible 
help in building up for himself a profitable and success- 


’ 


ful business.” 
Examinations may be conducted anywhere, but must 


be supervised by a “voucher” and a “monitor.” The 
“voucher” is any competent and approved watchmaker, 
the “monitor” any person of reliable character. 

The examination consists of both a written quiz and 
actual work on watches. Watches are supplied by the 
applicant, who sends them, along with his application 
blank and fee, to the HIA secretary. 

The watches are then put into a state of disrepair by 
the HIA Examining Board; the written quiz, watches, 
and an affidavit blank to be signed by the voucher are 
then returned to the applicant and the written exami- 
nation is taken under the supervision of the monitor, 
who returns it to the HIA secretary. 

After being repaired by the: applicant as part of the 
test, the watches are tested at the National Bureau of 
Standards.. A report of test results is sent to the 
Examining Board, which grades the applicant. 

The applicant must return his examination to the 
secretary within 30 days after receiving it. Actual 
working hours spent on each watch, however, must not 
exceed eight hours. 

Requests for applications should be addressed to 
Secretary R. E. Gould, Horological Institute of 
America, c/o National Bureau of Standards, Washing- 
ton, D. C. 


THE CAMP NEAREST you will probably co-operate for 


this display. It involves getting the props and pic- 


tures necessary to show graphically how much the in- 
struments of war cost to dramatize this theme, “Every 
penny you can spare is needed—buy Bonds.” Show 
cartridges with the sign, “Used by the millions, the 
cost 3 cents each;’’ a steel helmet with the card, “Each 
costs from $1.05 to $4 apiece;” a first-aid kit with 
this description, “Each comes to $3.75 and every fight- 
ing man must have one.” Then show a picture of a 
machine gun which costs from $275 to $930; a plane 
costing from $3,000 to $500,000 each, and a destroyer 
escort coming to $5,000,000. 


FOR FEBRUARY, 1944 





FOR HONEST RETURNS 
IN 


SWEEPS 
FILINGS 
SCRAP 


GOLD PLATINUM 





Refiners & PRECIOUS 
Smelters METALS 
4 OFFICE: 
FACTORY: 26 JOHN STREET, 
BROOKLYN, N. Y. NEW YORK CITY 




















JEWELERS : 


Sell Schools, Clubs, Hospitals, Lodges, etc. 
Samples*loaned. Write for illustrated folder. 
Thousands of designs. Ask for special folder on 
Service Star Pins, Rings, etc. Also Rings for 
Army, Navy, Air Corps, Marine, Coast Guard, 
etc. Mfrs. for over 30 years. 


METAL ARTS CO., Inc. 


740 Portland Ave., Rochester 5, N. Y. 
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Hand-decorated, this crystal set, including decanter, 
footed cake plate, vase, fork and spoon, rivals the best 
Europe can produce. Abels, Wasserberg & Co., Inc., 23 E. 
26th St., New York, and 1548 Merchandise Mart, Chicago. 


Lenart Import, Ltd., 550 Fifth Ave., New York, 
presents this saddle-colored imitation leather writ. 
ing case, complete with lock and key, stationery, 
calendar, address book and pencil. $2 wholesale, 


Cigarette boxes in attractive two-tone wood. Top, 1134" 
three-compartment box, $15 a dozen; lower left, 7" two- 
compartment box, $12 a dozen; lower right, 334" one- 
compartment box, $7.20 a dozen. John Junge, 225 5 Ave. 


Egg-shaped fine china boxes, adorned with delicate Dres- 
den-character floral decorations, from Bernard Lipman,” 


261 Fifth Ave., New York, come in two sizes, 7" and 5” 
long, and retail for approximately $7 and $5 each! 


Three-piece cigarette sets—porcelain box plus two porce- 
lain ash trays—offered in assorted colors and designs 
by Rubel & Co., 225 Fifth Ave., N. Y. C., $21 a dozen sets. 


This is a representative group from a Crown Derby din- 
ner service, selected from a large assortment of an- 
tique dinner, dessert and tea services recently received 
by Mottahedeh & Sons, 225 Fifth Ave., New York. 


THE JEWELERS’ CIRCULAR-KEYSTONS 





FROM THE FREDERICK COOPER STUDIOS 


New designs in handsomely executed figures that strike a note 
of exotic beauty in many different moods. Natural rich colors 
added to the bold sweep of conception combine to form a unique 
collection of composition figures. 


he complete line comprises over 50 numbers. Let us send you 
an assortment of this smart exclusive merchandise. Minimum 


order $50.00. 





225 5th Ave., New York 10, N.Y. © 
Formerly Rabel & Fenton 





New Giftwares 


An effective combination of cranberry color and clear «cm 
crystal makes this decanter set an outstanding gift. $7.20 
a set wholesale, three sets minimum order. Fanny Morse, 
225 Fifth Avenue, New York City 10, New York. 


Attractive bowl, from a wide range of styles in ~ 
mary two-tone color combinations as well as irri- 
descent and opaque Phoenix Art glass,. wholesales 
at $4. Sun Glo Studios, 225 Fifth Ave., New York, 4 
ad 


+e 


From Hedy Butters’ porcelain “Animalia” are these graceful 
felines in gray, white, tawny and matt brown. The cat, center, 
wholesales at $3.25; the kittens at $3 each. M. Wille 
Art Goods, 225 Fifth Avenue, New York City, New York. 


Magnificent gold orchid 
dinner or service plates, of 
Stouffer fine china, retail 
at $78 a dozen. Offered 
by Gottshalk Sales Co., 225 
Fifth Ave., New York, N. Y. 


: ; YS This example is from a new ling 
A. Stanley Brussel, 225 Fifth Ave., wie eee "Floramic'' china birds 
New York, presents this smartly mod- ae ea flowers, cornucopias, baskets a 
ern crystal frame in both 5 x 7” and . aa ee Ch eas candy boxes, wholesaling 
8 x 10" sizes, costing $18 a dozen; ’ ee oe $1.50 to $10 each. A. H. Dorma 
minimum order at least one dozen. - fee 225 Fifth Ave., New York, Ny 
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HOTEL NEW YORKER 











HOTEL PENNSYLVANIA 


mmodate the many new and tested 
lines of America’s leading. manufacturers 
l importers, this season's show will be held 
hie New Yorker and the Pennsylvania. 


both hotels are connected through Penn- 
ia Station by direct tunnel, you may 
one from the other without going out-. 
Make room and travel reservations early! 


NEW YORK GIFT SHOW 
February 28th through March 3rd 
HOTEL NEW YORKER — HOTEL PENNSYLVANIA 


Mololstiolg-Yo Ml oSam Nal-Me Celielalol in CLLimmelilc Me Uaae. Cxorelolilols Mmm areola sXolgelicte 
Directed by George F. Little Management, Inc., 220 Fifth Ave., N. Y. 
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Spode ann HATHAWAY 


The lasting beauty of Spode is ap- 
preciated by your better customers. 


Sole Agents and Wholesale Distributors 


COPELAND & THOMPSON, INC., 206 Fifth Ave., NewYork 





Haunting perfume is a masterpiece in blending of 
rare oils and essences—These familiar apothecary 
bottles have graced the dressing tables of discrim. 
inating Americans since 1752. 


Retails at $15.00 an ounce less 40% 
Ten bottles minimum, 


Phone 225 FIFTH AVENUE 


AT TWENTY: SIXTH STREET 
MUrray Hill 5-1636 NEW YORK city, 














With great appeal to public fancy .. . 


KEY TAG and CHAIN 
Genuine Four-Leaf Clovers 


Plucked from nature... Sealed in plastic 
Nothing equals the ‘idea of giving “luck’’ to those 
you wish it . ©’. that’s why everybody buys these 
handsome, genuine four-leaf clover plastic key tags. 
They’re light, transparent as glass, yet strong as iron. 

$15.00 per box of 100 
To retail at 25 cents each 
Paste this coupon on penny postcard now! 








TO OUR. FRIENDS 


WE ARE DEEPLY GRATEFUL FOR YOUR 
KIND RESPONSE TO OUR ANNOUNCEMENT 


, OF THE OPENING OF OUR SHOWROOM. 


WE PLEDGE OURSELVES TO SERVE OUR 
FRIENDS TO THE BEST OF OUR ABILITY. 


TANZ & GURWITT 


WHOLESALE DISTRIBUTORS 


253 Sth AVE., NEW YORK 


DRESSER SETS 7 SILVERWARE 
LEATHER GOODS e CUTLERY GIFTWARE 














STATIONERS SPECIALTY CO. Oe f 
19 WEST 21ST ST. . at once... --...-.-DOEeS of 


Clover Key Tags and Chains 
New York 10, N. Y. @ $15.00 per box of: 100. 


See our complete line at N. Y. Giff Show, Space 5—Hotel Pennsylvania 
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GUARDIAN 

‘' WALLETS 
Featuring: Fine quality ALLIGATOR—-ENGLISH 
MOROCCO — CALFSKIN — SADDLE LEATHER 


and PIGSKIN with and without multi-passes. 
ALSO 
FITTED DRESSING CASES 


GUARDIAN 
Leather & Novelty Co. 


Tel: WlIsconsin 7-1267 


358 Fifth Avenue” 
New York, 1, N. te 
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“HOW TO PLAN A BEAUTIFUL WEDDING" 





| to Plan a Beautiful Wedding’”’ is still the title 
Gallic Newton’s helpful and informative guide to all 
ai ‘custom and etiquette of the bride-to-be from the 
scement to the marriage. But the revised 1943 
Guion contains a timely added chapter of seven pages, 
complete information about military wed- 









¥ ; wartime portion of the book answers such ques- 
am as the procedure at the military wedding, whether 
the bridegroom’s mother may give the wedding, whether 
ie bride may select her own ring, whether to wear 
formal, semi-formal or informal wedding attire, how 
to word the invitation and how the bride should sign 
her new name, besides much other information that will 
be welcomed. 

Some idea of the balance of the book may be gathered 
from some of the chapter headings: “The Engagement,” 
“The Informal Wedding,” “Wedding Gifts,” ‘The 
Wedding Day,” “The Catholic Wedding,” “The Reform 
Jewish Wedding Ceremony,” “The Orthodox Jewish 
Ceremony,’ “Invitations and Announcements,’ “The 
Double Wedding,” “When a Widow Marries,” ‘The 
Divorcee,” “If the Parents of the Bride Are Divorced,” 
and “Derivation of Traditions and Superstitions.” 

Thirty-six pages are then provided as a permanent 
record of the engagement and wedding, with sections 
for the bride’s calendar, the bridegroom’s calendar, the 
wedding party record, a list of china, glassware and 
silver, the linen trousseau, and a complete gift record. 

“How to Plan a Beautiful Wedding” is presented by 
many jewelry stores to their customer-brides. The 











cost ranges from 40 cents a copy in lots of 100 to 20 
cents a copy when 1000 copies are ordered. Author 
and published is Sallie Newton, 4833 Caroline Blvd., 
Houston, Tex. 


For WasHineton’s Birtupay, you might like to 
stage “The Greatest Sale We’ve Ever Had.” The 
Hecht Co., Washington, D. C., ran this copy for such an 
event, “We offer to the public a sale of up to $1,000,- 
000,000 worth of War Savings Bonds and Stamps at 
Savings Guaranteed by the United States Government 
and Here’s the Way You Buy Them.” Then blocked 
came these “bargains,” “Regular $25 War Bonds (You 
Save $6.25 ) on sale at $18.75; regular $50 War Bonds 
(You Save $12.50) on sale at $37.50; regular $100 
War Bonds (You Save $25) on sale at $75; regular 
$1,000 War Bonds (You Save $250) on sale at $750.” 


* * * 


To acquaint the high school crowd with that new 
record shop you’ve just opened, show several records 
in your window with a card such as these pointing to 
each, “It’s date bait!” “It’s on the beam!” “It’s sweet 
stuff!” or “It’s a pippereeno!” That’s the slanguage of 
those who wheedle money for needles and records from 


dad, 


* * * 


SPEAKING OF THAT TREND to get-together, it has an- 
other manifestation: the increase in membership in fra- 
ternal orders. It happened in 1917-18 and observers 
note it’s happening again. Are you serving your local 
market for buttons, pins, charms—all the emblems of 
lodges, both for men and women? 
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OUR VICTORY YEAR 
MERCHANDISE OFFERINGS 


BILLFOLDS 


Ladies and Mens—Importations 
and Domestics 


to retail from $] to $1Q-90 


* 
TOBACCO POUCHES 


to retail from 


$].50 t, $4.98 


* 
PICTURE FRAMES 
& PHOTO CASES 


to retail from $]-90 to $8.95 


* 
CIGARETTE CASES 


to retail from 


$].00 4, $4.95 


to retail from 


$4.50 to $]'7-95 


* 
UTILITY KITS 


to retail from 
$].50 to $8.95 
* 


KEY 


to retail at 


U. S. LUGGAGE & LEATHER PRODUCTS CO. 


29 WEST 34th STREET - NEW YORK 1. N. Y 



































































Hand Made, Sterling Silver 
FRIENDSHIP RINGS 





Twelve distinctive designs, featuring 

seamless construction, expert detailing 7 5 
and hand chasing. All sizes. Order by . 
number or assorted styles. Black velvet 

display stand free with orders of 6 doz. DOZ. 


Also same 12 asst. styles as above, in 1/120-14K. 
gold filled on sterling (asst. 5700) $18 a doz. 


See our complete collection of Earrings, Pins, Necklaces, 
Bracelets, Pearls, and Compacts to retail up to S50. 
Send for Booklet 49. 


JAY KEL JEWELRY CO. 
307 Fifth Ave., N.Y. 16 
Chicago: 36 South State St. 


MANUFACTURERS OF COSTUME JEWELRY 








“THE PATHWAY TO SUCCESS” 






WATCHWORK STONE SETTING 
JEWELRY ENGRAVING 


BRADLEY POLYTECHNIC INSTITUTE 
SCHOOL OF HOROLOGY 
Dept C. Peoria, Ill. 











While Nye Watch oils have not 
changed in nearly 100 years from 
‘the porpoise Jaw crudes from which 
they have always been refined, the 
process has been subjected con- 
stantly to improvements as scien- 
tific knowledge has advanced. Nye’s 
Oil is today the most highly refined spe- 
cialized product obtainable—an oil you 
ean depend upon for the best results. 








Ask Your 
Materials 
Supplier for 
Nye Oil. 















| they ‘had to depend on the so-called cash jewelers alone, 


| doing business by being absorbed in a large organization, 


table and doing away with the differences, either redl 


CREDIT FIRMS BIG SELLERS 


ASSOCIATION UNION ASKED ANEW 
(From page 126) 


Unity—Not Just Talk About It,” written by you ay 
to appear in the February issue of the ANRJA Bulletin, 
This letter and article came as a distinct surprise to ne, 

Uniting the two retail organizations into one is very 
much to be desired and I am heartily in accord with 
the idea. However, I differ greatly with the manne 
in which you try to bring this about. 

You start off by contradicting the very title of you 
article which is. “Let’s Practice Unity—Not Just Talk 
About It.” 

I stated that this letter came as a distinct Surprise 
to me because I was in New York the greater part of 
last week and met with some of the leaders in the jp. 
dustry. I had the pleasure to meet with you and si 
at the same table at the 24 Karat Club banquet. Nog 
one word was said to me about this forthcoming artic 
and of its approval by your executive committee, | 
must say, it was one of the best kept secrets in oy 
industry. 






DIRECTORS COULD HAVE ACTED 


Had I known about this article and your proposals 
contained therein, I could have taken it up at our board 
of directors meeting which was held at the Hotel Roose. 
velt in New York City on Monday, Jan. 17, and you 
could have received almost an immediate reply. 

I am therefore requesting that you withhold the 
printing of this article in this month’s issue in order 
that our officers and board of directors have an oppor 
tunity to consider your proposals and take formal action, 

Most of our members have spent the greater part of 
their lives to build their business on the installment 
method of selling. It is an admitted fact that were it 
not for the opening of this avenue of distribution of 
jewerly, the manufacturers, jobbers, assemblers and 
importers would have been out of business years ago if 


You say you have approximately 6000 members and 
we have but 1000. We may be small in numbers com- 
pared to all the cash jewelers both small and large 
spread throughout the country, but we are large as users 
and distributors of jewelry. 

We therefore cannot afford to jeopardize our way of 


in which we will always be a minority, without findng 
ways and means to protect our interests such as present 
governmental regulations and future legislation. 

If the ANRJA are anxious for a united organization, 
it cannot and will not be brought about by articles i 
bulletins or trade journals. 


MEETING COULD END OBSTACLES 


To my mind, it is not a question of jockeying ft 
position. It is merely a question of sitting around # 





or imaginary, that now exist between the two orgs nia 
tions. ; 
The printing of your article will only call for a rep 





| by our organization in one of our publications wi@ 
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|“Boys, let’s put our heads together and 


* 


i\Let 


* * * * * * * * * * * * * * * * * * * 
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see how much paper and paper 
board we can save!”’ 


Taars the spirit. That’s what we’ve all got to do to lick this 
problem of getting enough paper arid paper board for Army and 
war-production use. 


Every company has got to organize a Paper Conservation Com- 
mittee and tackle the problem with all the gumption and the 
brain power at their command. 


Paper inventories must be checked with the idea of eliminating 
peace-time extras. From stationery to board containers, every 
paper item must be examined to see in what way each company 
can use less paper. 


Functional packaging must be the order of the day. 


Sure, you have followed all the government directives on the sub- 
ject. Even made cuts of your own. But, frankly, that isn’t enough. 
Every time another ship leaves an American port loaded with 
paper-wrapped war supplies, the problem becomes tougher. 


And it’s up to you to join with the rest of industry to lick it. The 
War Advertising Council and the War Production Board have pre- 
pared a brief list of suggestions to help you. But you know your 
own business. You know how you can use less paper. It’s up 





to YOU! 
TO GET MORE PAPER FOR... USE LESS PAPER THESE WAYS 
Blueprints for battleships Eliminate slack fills. 


Increase units per case to the maximum practical. 
Reduce separators to shoulder height. 
Eliminate carton liners if possible. 

' Eliminate individual cartons wherever possible. 


“K” ration containers 
Signal Corps radio sets 
Containers for shells 


Gas mask canisters Reduce weight of containers whenever compatible 
Disposable gun covers with safety. 

V-mail envelopes Do away with all unnecessary overlapping. 
Blood plasma boxes Set up a Paper Conservation Board in your plant. 


This advertisement prepared under the auspices of the War Advertising Council in 
co-operation with the Office of War Information and the War Production Board. 


*s All Use Less Paper 
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you, no doubt, will also want to answer and so it can 
go on indefinitely. 

I therefore urge you again to withhold the publica- 
tion of your article, ‘“Let’s Practice Unity—Not Just 
Talk About It,” until we have first had the opportunity 
to practice “Unity.” 

I stand ready and willing to meet with you on 24 
hours notice and can arrange for a meeting of a com- 
mittee from our organization with a similar committee 
from your organization, when necessary, in the shortest 
time possible. 


DIAMONDS FOUND IN BOLIVIAN JUNGLE 


For some eight or ten months there has been a rumor 
that diamonds had been found on the eastern slope of 
the Andes in Bolivia and, indeed, as far back as 1937 
F. Ahlfred.and J. Manoz Reyes stated that diamonds 
had been found in that region. In Economic Geology, 
December, 1943, Victor Oppenheim, who is well known 
for his writings on Brazilian mineral resources, states 
that diamonds have been found in the gravels of the Rio 
Tuichi and have been reported by Indians to exist in 
other streams. Some diamonds have reached La Paz 
and one is in the local Geological Museum. 

Mr. Oppenheim states that the diamonds occur in a 
tropical jungle along the eastern slope of the Andes and 
apparently are derived from the breakdown of Permian 
sedimentary rocks of glacial origin. 

Naturally, no glacial deposit is an original source of 
diamonds, but diamonds are known to occur, or are in- 


ferred to occur, in several glacial deposits of yay 
ages. The isolated diamond occurrences in Wig 
Illinois and_other nearby Middle West States de 
occur in glacial gravel, the original source from whi, 
the stones were scoured by the glacier being somew 
in northern Canada. Mr. Oppenheim also believes that 
the diamonds in the Parana Basin in southeastern Brag 
were derived from the breakdown of Permian glacjg 
rock, and certain geologists consider that some of the 
alluvial diamonds of South Africa have this origin, 

As to the Bolivian occurrence, Mr. Oppenheim 
parently suggests that the original source of the stong 
is in the Brazilian shield. 

In the reviewer's opinion at least, it is very doubtfy 
whether this source is of any commercial importance, 


—S. H. Bau 





OPA HAS TOUGH JOB AHEAD 


OPA officials are beginning to work on what may} 
one of their biggest problems, pricing of increased g 
plies of consumers’ goods, which may be produced ly 
fore the war’s end due to contract terminations. 

It is believed in OPA that the first major proble 
will arise in consumer durable goods production apj 
that it will then be confronted with conversion pricing 
in the soft goods lines and food, in that order. 

Whether or not OPA does the job, Washington ob 
servers say that it will be just as vital to hold the lif 
on prices in the conversion period as it is during wa 
time if the United States is to avoid runaway inflation 














_ Effective January Ist, 1944 


The Firm Name of 


Tynes-Price & Co. 


Wholesale Jewelers 


Will Hereafter Be Known as 


THE TYNES COMPANY 


WHOLESALE JEWELERS 


Wholesale Merchants Bldg. 


912 Commerce Street 


DALLAS, TEXAS 
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These authoritative and interest- 
ingly written books on a wide range 
of subjects about your business will 


be a great help to you. 
Just put a circle around the books 
you want on the coupon below, write 


For the Gem Expert, Connoisseur and Student 


~ ef Gemology 
of Comology 
1 GEM STONES (NEW EDITION) 





G. F. Herbert Smith $4.00 

2 DIAMONDS Frask B. Wade $2.00 
3 GEM TESTING FOR JEWELERS 

B..W. Anderson, B.Sc., F.G.A. $2.00 


4GEMS AND GEM MATERIALS 
Drs. Kraus & Slawson 
5 GETTING ACQUAINTED WITH MINERALS 
George L. English 
6 HANDBOOK FOR THE AMATEUR LAPIDARY 
J. H. Howard $2.00 
gs STORY OF THE GEMS _ H#. P. Whitlock $3.50 
vy TEXT BOOK OF PRECIOUS STONES 
Frank B. Wade $3.00 
10 A KEY TO PRECIOUS STONES LL. J. Spencer $2.75 
11 THE SECRETS OF THE DIAMOND 
A. Monnickemdam $2.50 
12 DIAMOND AND GEM STONE INDUSTRIAL 
PRODUCTION Paul Grodzinski $4.00 
13 FIRE IN THE EARTH, THE STORY OF THE 
DIAMOND — James R. McCarthy $2.50 


13A PRACTICAL GEMMOLOGY $2.00 
Robert Webster, F.G.A. 


$3.00 
$2.50 


On Silver for the Jeweler, Collector and Anti- 





quarian 
14 THE STERLING FLATWARE PATTERN INDEX 
With Binder $15.00 
Without Binder $10.00 


18 MARKS OF EARLY AMERICAN SILVERSMITHS 
WITH NOTES ON SILVER SPOON TYPES AND 
LIST OF NEW YORK SILVERSMITHS 


(1815-1841) By the late Ernest M. Currier $16.50 
16 ENGLISH SILVER (1675-1825) 
Stephen G. C. Ensko and Edward Wenham $2.50 
17 OLD SILVER, ENGLISH, AMERICAN AND 
FOREIGN s. B. Wyler $3.00 


HAVE YOU READ THESE BOOKS? 






in your name and address, attach 
your check, and send it to us. We 
will send them postage prepaid any- 
where in the United States. Remit- 
tance must accompany all orders. 
No books sent on approval. Prices 
subject to change without notice. 


For the Skilled Watch and Clock Maker, the 
Apprentice and Student 


18 CURIOUS HISTORY OF MUSIC BOXES 

Roy Mosoriak $5.00 
19 JUNIOR WATCHMAKER _A. Gideon Thisell $3.00 
20 TIME AND TIMEKEEPERS W. 1. Milham $1.98 
21 MODERN METHODS IN HOROLOGY 

Grant Hood $2.50 
22 PRACTICAL BALANCE AND HAIRSPRING 


WORK W. J. Kleinlein $3.50 
23 RULES & PRACTICE FOR ADJUSTING WATCHES 
W. J. Rleinlein 


$3.50 
24 PRACTICAL BENCHWORK FOR HOROLOGISTS 


Louis and Samuel Levin 


$5. 
25 MODERN WATCH REPAIRING & reat: 


Bowman & Borer 
26 IT’S ABOUT TIME Paul M. Chamberlain $7.50 
27 KEYSTONE WATCH REPAIR RECORD BOOK $2.50 


27A SCIENCE OF WATCH REPAIRING SIMPLIFIED 
A. G. Thisell $3.00 








For the Jewelry Repairer, Engraver, Plater and 


Enameler 


28 JEWELRY REPAIRERS’ HANDBOOK 

J. G. Keplinger $1 
29 JEWELRY, GEM CUTTING AND METALCRAFT 

. W. T. Baxter $2.75 

30 JEWELRY AND ENAMELING G. Pack $2.50 
31 JEWELRY MAKING & DESIGN Rose & Cirino $10.00 
32 REFINING PRECIOUS METAL WASTES 

C. M. Hoke .00 
33 ART MONOGRAMS AND LETTERING aise 





COVER) J. M. Bergling 
34 METALCRAFT AND JEWELRY 
Emil F. Kronquist $2.50 
35 TESTING PRECIOUS METALS WITH THE 
TOUCHSTONE ©. M. Hoke $1.00 


36 A B C OF MODERN ENGRAVING 


William Kassel $1.00 


37 TRADEMARKS OF JEWELRY AND KINDRED TRADES $7.50 


Please send the following books: 


THE JEWELERS' CIRCULAR-KEYSTONE 
100 E. 42ND ST., NEW YORK 17, N. Y. 
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OrpEN ALL WATERPROO 


With The 
| 


CASE OPENER — 


ng 


of del 
re and damaged screw back 


IHERE'S THE SOLUTION 


Yilustration 
clearly sh i 
ple «« «yet COMPLETE. thie le 
vice is. EVERYTHING to nite. 
g waterproof backs a sienaile 
e 


job. You e . 
$ t : 
se Sag into any waterproof 


Marshall super strength 


fill cup level with 
hol or gas flame. 


Cement provided, by heating over 
Cement melts almost instantly. 
apply back of watch case to cup and allow to cool. en 
use wrench on cup to remove back of case, holding case 


in vise block. 


& CUPS ARE PROVIDED AND INDIVIDUAL 
HOULD BE LEFT ON CASE UNTIL 
WATCH IS REPAIRED AND REGULATED. 


This will enable you to repair as many as 6 water proofs 
at the same time W 0 Marshall U niversal Water- 
ing every time 


case again. 


TO REMOVE CuP FROM CASE .-- 


Insert any ordinary case opener between cup and case OF 
wrench. Cement will adhere to cup 


and can be used again by re-heating. If any cement ac& 
heres to case, it can be easily removed with gasoline, 
naphtha, oF rinsing solution. Wise plock can be held in 


hand or bench vise. 


tap cup lightly with 


(Screw-Back Type) 


FEATURES!! 


BLOCK. Vise block 


EXTRA VALUE 
@ STRONG HARDWOOD VISE 


sses as illustrated iar ee hold any size water- 
proof securely. The block holds any waterproof muc 
more securely and safely than @ vise could possibly 

hold it!! 
WRENCH FOR POSITIVE-LEVERAGE. 
wist. You cannot snap the 


possibility of tilting as yout 
cement loose from the pack of the watch. A DISTINCT 


ADV ANTAGE. 

* 6 cuPs FOR HOLDING CEMENT. You leave one 
cup on the back of the watch until it is repaired. + 
RE-HBATING TO REPLACE BACK ON CASE!! 


2 MARSHALL Super Strength Cement. Special type 
extra low melting point. Adnheres quickly and securely. 


No. 36070 
COMPLETE SET 
ILLUSTRATED 


There is no 


Extra Cement 
No. 17998 25¢ 


rrr / 


y House in the 


Send Your 


Order to Box 7737 


CHICAGO 80 
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But 75 Per Cent of ‘41 
Rate Amounts to Only 
Half of Sales in 1943 


Mindful of one “noble experi- 


ment” that only plunged the nation 
into lawless bootlegging, the 
jewelry trade last month took one 
look at the latest revision of WPB 
Limitation Order L-45—with its 
meager relief—and pondered how 
much more brandless gold jewelry 
would be cast by law-flouting up- 
start shops before the War Produc- 
tion Board removes the profit from 
wildcatting in precious metals, by 
the outright repeal of the needless 


limitation order. 

Major changes made by the order, as 
revamped Jan. 15 and effective with the 
first quarter of this year: 

1.) Each jewelry manufacturer is now 
permitted to use, in a year, 75 per cent 
as much karat gold (10 karat or finer) 
and palladium, by weight, as he used in 
1941. The old quota was 50 per cent. 

2.) Each manufacturer can use, in ad- 
dition, karat gold and palladium up to 
150 per cent, by weight, of the amount 
of platinum he used in 1941. The old 
quota was 66 2/3 per cent as much gold 
and palladium as he used platinum for 
stone-set jewelry in 1941; 28 per cent as 
much gold and palladium as he used plati- 
num for jewelry that did not contain 
stones, 

3.) With the copper shortage ended, 
karat gold alloys may now contain up to 
45 per cent copper. This facilitates the 
making of 10 karat gold. Formerly, the 
gold alloy had to contain less than 40 
per cent of the red metal. 


FINDINGS NOT RESTRICTED 


4.) Religious jewelry is specifically in- 
cluded under the. new definition of jew- 
elry, which now covers also mesh bags, 
vanity cases, compacts, cigarette cases, 
watch bracelets, and stone-set watch 
tases. Jewelry findings and jewelry 
chains are no longer mentioned in the 
“Jewelry” definition and controls over 
their production are therefore at an end, 
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WPB Boosts Gold Quotas 











though their assembly into finished 
jewelry continues under the’ restriction. 

The minority opinion—called a de- 
featist attitude by others—welcomed the 
higher quotas now allowed jewelry manu- 
facturers. A gold jewelry house can now 
expand production 50 per cent above its 
rate for the last six months of 1943, it 
pointed out. As for the former platinum- 
smith, the fact that he can now use one 
and a half times as much weight in karat 
gold or palladium as he used platinum in 
1941 would let him double the number of 
pieces he produces, because of the lighter 
weight of the substitute metals. 


SUPPLY AND DEMAND 


But realists came back with these ques- 
tions, tokening chagrin at the small relief 
contained in the long-awaited revision: 

—All the gold jewelry that can legally 
be made under the revised L-45 order 
won’t be more than half the gold jewelry 
sold over retail counters during 1943. 

—The continued unbalance between 
supply and demand still holds out big 
profits for conscienceless manufacturers, 
whose bootleg, unbranded jewelry will 
find a ready market. 

—The ethical, old-fashioned jewelry 
manufacturers, meanwhile, will confine 
their own production within the letter 
and the spirit of the order; thus penal- 
ized while the opportunists make hay. 

—Retailers will continue to swallow 
their distaste for the black market, and 
will buy where they can. 

—tThe limitation order made the black 
market, and only revising the order to 
permit 100 per cent of 1941 production— 

(Please turn to page 159) 





HOT TIME AT KAY'S 


Washington Star photo 


Fire ate through the Kay Jewelry Co. store 
at 409 7th St., Washington, D. C., on Dec. 
23, driving about 100 customers and sales- 
people into the street in the midst of the 
Christmas shopping rush. C. D. Kaufmann, 
vice-president of the Kay Co., said damage 
might mount to $300,000. Firemen under 
police guard removed diamonds, watches, 
and cash from the store. Cause of the 
blaze, which started in the basement and 
swept through the second and third floors, 
was unknown. 





"Inadequate" Describes New L-45, Says C. J. Michaels; 
Claims Changes Won't Stop Gold Jewelry Black Market 


Charles J. Michaels, ANRJA presi- 
dent, who has been active in the cam- 
paign to repeal Order L-45, when inter- 
viewed by a JC-K representative, stated 
that in his opinion the amendment is in- 
adequate from the retailers’ standpoint. 


Retailers still won’t be able to obtain 
enough goods from legitimate sources to 
fill essential demands for such necessary 
articles as wedding rings, Mr. Michaels 
said. With production of everything else 
retail jewelers sell stopped or sharply 
cut, and as manufacture of gold jewelry 
in no way impedes the war effort, there 





is no excuse, he said, for the order on 
even the present basis. 

Moreover, he continued, current de- 
mand is so much greater than produc- 
tion permitted by the modification, it 
‘cannot hope to stop or discourage the 
black market in gold jewelry. 

G. H. Niemeyer, chairman of the Pre- 
cious Metals Advisory Committee, which 
has besought WPB to liberalize L-45, 
was not available for comment on the 
amendment. A death in the family called 
him away from New York. 
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Watches to $65, Clocks 
To $5 Retain Old Rate; 
Tax, Otherwise, Doubles 


Ironing out differences between 
the Senate and House versions of 
the new tax bill, conferees from the 
two houses late last month agreed to 
double the retail excise tax on 
jewelry from 10 to 20 per cent, ex- 
cept for silver-plated flatware, which 
will be exempt from the excise tax, 
and watches retailing for $65 or less 
and alarm clocks retailing for $5 or 
less, which will be taxed at the old 
rate of 10 per cent. Changes cannot 
become effective until March 1 at 
the earliest. 


The measure says that excise rates 
Shall become effective on the first day of 
the first, month which begins 10 or more 
days after the bill becomes law. Since 
the renegotiation of contracts provisions 
will undoubtedly hold the bill in confer- 
ence, it does not seem likely that it will 
reach the President before the middle of 
this month. It is also possible that Presi- 
dent Roosevelt will veto the bill if cer- 
tain features of the renegotiation sec- 
tions are retained. This would only put 
off excise increases, however, not nullify 
them. t 

The Senate had agreed to the House- 
approved 20 per cent tax on jewelry, 
with an exemption for watches retailing 
for not more than $65 and alarm clocks 
retailing for not more than $5. Both 
of these would be. taxed at the old rate 
of 10 per cent, aétording to the Senate 
version. But thes$enate knocked out the 
exemption on r-plated flatware in- 
serted by the House. ‘ 


Senator Mead, Dem., New York, 





Alliance's Pinkerton Men Catch Up 
With Radio City Jewel Robber 


The Jewelers Security Alliance won 
another feather for its cap when, due to 
the work of JSA’s Pinkerton men, a con- 
fessed burglar was nabbed and held last 
month for lifting $6000 worth of jewelry 
from Louis Aisenstein & Bros. 

The man, who told police his name was 
George B. French, alias George Harring- 
ton, confessed to robbing several jewelry 
buildings in the Radio City building at 
630 Fifth Ave., detectives who questioned 
him said. As JC-K went to press he was 
being held in $7500 bail pending hearing 
and trial. 

Employed as a watchman in the build- 
ing, “Harrington,” as he called himself. 
had duplicates made of the passkeys 
which fitted various offices. He then quit 
his job, and familiar with the layout of 
the building, would have found it easy 
to return and enter the offices without 
being detected. It was shortly after 
“Harrington” left his job that jewelers 
in the building began complaining of 
thefts. 

Pinkerton detectives, working for the 
Alliance, tracked down the man and 
caused his arrest. 
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Tax Conferees Agree to Exempt Plated Flatw: 








“ 


“4 





through his remarks on the Senate floor 
got a near-promise from Senator George, 
chairman of the Finance Committee, of 
the acceptance of the silverware exemp- 
tion. 

Senator Mead addressing the Senate 
said: 
“The House language eliminated the 
tax on silver-plated flatware and the 
Senate Committee would impose the ex- 
isting taxes and add the tax on jewelry 
in the case of silver-plated flatware. 


PLATED-WARE EXEMPTED BEFORE 


“In the tax laws of 1924, and again 
in the tax laws of 1932, flatware was 
exempted from the excise taxes, defi- 
nitely on the ground that it is a house- 
hold necessity, as much so as china or 
glassware. It is not jewelry. It is the 
cheapest kind of flatware. It is sold in 
the 5-and-10-cent stores. It is glossed 
over as a sanitary measure. 

“It occurs to me that it may not have 
been the intention of the committee to 
include it in the tax on jewelry. As a 
matter of statistics, only 18 per cent of 
the flatware bought in the United States 
is bought in jewelry stores. The other 
82 per cent is bought in hardware stores, 
china stores, general stores and 5-and- 
10-cent stores. 
silver coating is necessary to insure 
safety when spoons are put into the 
mouth after contact with acid foods. 

“The tax laws of the past have ex- 
empted such flatware and it occurs to me 
that it should be exempted in_ this 
| ee 
' Senator Mead’s statement evidently 
carried some weight in the Senate, since 
Senator George’s reply gives some hope 
that the exemption on flatware might be 
restored. 


GEORGE WILL "LOOK INTO IT" 


Said Senator George: 

“T will make this statement to the Sen- 
ator from New York in all goed faith: 
I am satisfied the House will insist on 
the provision [the exemption of plated 
flatware] because they voted it into this 
tax bill. There would seem to be some 
substantial reason why silver-plated flat- 
ware should not have this tax imposed 


As I have stated, the © 








on it. If the amendment shall be 
to [to strike out the exemption] 
go to conference, and then I sh 
pleased to look into it with the 
care. I am confident that the House, 
ferees will insist on their provision , 
that the Senate conferees will not’ 
stubborn about it... .” . y 

The Senate also agreed to a 15% 
cent tax on luggage, handbags @& 
wallets; and a 20 per cent tax on toj 
preparations. The House had asked 
a 25 per cent tax on both these ling 
Indications are the House will agree &% 
the lower rates asked by the Senate, - 
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Jewelers’ Instalment Accounts ; 
At End of November Show 4 
Drop of 50 Per Cent in Two Years 


Latest Federal Reserve figures cons 
tinue to show how Regulation W ha 
cut instalment credit indebtedness, 

Considering instalment accounts out- 
standing at the end of December, 1939, 
as “100,” jewelry stores’ accounts out- 
standing at the end of November, 1943, 

















4300 Idle Benches in Jewelry Factories Are Result | 
Of WPB Restrictions and Lack of War Contracts si 


In spite of the success with which 
some jewelry factories have changed 
over to war production, 22 per cent few- 
er people are now employed in the in- 
dustry than in the months just before 
Pearl Harbor. 

About 4300 idle benches — benches 
where men and women were at work 
on precious or costume jewelry in the 
last part of 1941—bear testimony to the 
effect of two years of war on U. S. 
jewelry manufacturing plants. 

These manufacturing concerns in No- 
vember, 1943, including the many shops 
that have converted to war manufac- 
ture, employed only 15,200 people. Like- 
ly reasons for the big drop from 19,500 
employees in the two-year period include: 
Severe metal restrictions, drift of jewel- 
ry workers to better-paid war jobs, dif- 
ficulties in hiring replacements, and the 








were “49.” This represents a drop of 
22 per cent from November, 1942, and § ~ 
of 50 per cent from November, 1941, Army 

and indicates a tremendous jump in cash 
business. Aw, 
Collection ratios climbed to 41, com- J At | 

pared to 31 in November, 1942, and 18 
in November, 1941. It 
there 
1944 Officer Elected in Mail Vote Mg 
By lowa Horological Association on 
By a mail ballot the Horological eh 
Association of Iowa last month elected mw 
officers for the 1944 term. The new Tt 
officers are: E. L. Berner, Fort Dodge, Now 
president; George L. Kyseth, Clarion, cad | 
vice-president; Ray Wiley, Des Moines, | \4.44 
secretary-treasurer, and T. O. Dilges, J ,,. 
Fort Dodge, trustee. ong 
Directors for the new term are: top- 
Harry Clark, Des Moines; George Y. St 
Swartzendruber, Cedar Rapids; Ralph prac 
L. Wicker, Fort Dodge; Harold 0. dead 
Brightwell, Chariton; G. D. Gemmill, atin 
Des Moines, and Ben Grismore, Cory- is be 
don. vice, 
Excl 
prot 
Was 


calli 


we 1 
sheer inability of many jewelry factories com 
to get war'contracts for their inadequate § but 
facilities. ag 

Payrolls stood at 163.8, against 159.1 i 


the previous month and 170.2 in Novem- T 
ber, 1942. (1939 average, 100.) 

In the sterling and plated ware indus- 
try, mostly working on war contracts, § j, \ 
about 11,800 wage earners were em- Vv 
ployed, a few more than in October and 


au 
500 more than in November, 1942. Pay- te 
rolls jumped to 174, as against 169.8 the ony 
previous month and 145.8 a year before. it h 


About 25,400 were at work in the ~ 
clock and watch industry, up 400 from 
the previous month but down some 500 
from the same month the year before. P 
The payroll amounted to 248.5, from 242.1 





B 
in October and from 231.5 in November, 2 
1942. ° I 
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. 24 Karat Club Banquets Again After Year’s Lapse 
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Army Wants Non-Jeweled Watches? 
Aw, G'wan! Can't Fool Us— 
At Least, Not Any More 


It seems that where there’s smoke 
there’s cold water. 

Recall the story headed “Army Wants 
Non-Jeweled Watches” that appeared 


on page 157 of your December 1943 





JC-K? That story was the result of 
blood, sweat, and blood pressure. And 
now, alas——pffffft ! 

It all started with an official Army 


News Bulletin (very pretty, too, with 
red letters on it), which gave a some- 
what detailed story on how the Army 
was asking for wrist-model watches, 
non-jeweled, for GIs who don’t need 
top-grade precision watches. 

Steaming with enthusiasm, and with 
practically seconds to go until press 
deadline, we phoned Army Ordnance for 
more dope ... . but nope. It probably 
is being handled by Army Exchange Ser- 
vice, said Ordnance. So we called Army 
Exchange Service. Well, they said, 
probably it was all being handled in 
Washington—or better yet, we might try 
calling Army Ordnance. “Er, thanks,” 
we whispered. 

So then we tried the various watch 
companies who might help—they tried, 
but most could only say, “maybe, we 
haven’t heard.” 

So we wrote a story based on the 
Army’s press release. 

This month we knew what to do. We 
went right to the authoritative source! 
We called the Army press department 
in Washington. 

Well,—they said, after a moment’s 
pause—to tell you the truth, we don’t 
know anything about it. Er, better just 
say it’s all off. Don’t really know how 
it happened. 7 

Six more gray hairs in our beard this 
morning. 


Say: “How about 
Bond on your bill?” 


Back the Attack---sell War Bonds! 


tacking a War 
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Waldorf ballroom . 


. . 1000 attend New York club's annual banquet... 





1000 Members and Guests Dine at Waldorf-Astoria; 
Many More Disappointed Because of Reservation Limit 


Resuming its series of annual 


banquets after a one-year lapse be- 
cause of the war situation and con- 
ditions in the trade last winter, the 
24 Karat Club of New York City 
at the Waldorf Astoria 
Jan. 15, with its guests. 

From all indications, only the fact that 
the hotel had placed a limit upon the 
number of banqueters that they would 
serve, prevented the attendance from 
reaching an all-time high. Members had 
been notified in advance to reduce the 
number of guests invited and many were 
disappointed as a result. Approximately 
1000 were there. 

Festivities started with a reception in 
the east foyer of the grand ballroom at 
6:30 p. m. At 7, members and guests 
took their places in the banquet hall, and 
guests of honor were escorted to the 
head tables by members of the reception 
committee. “The Star Spangled Banner” 
was sung, and the invocation given by 
the Rev. Francis E. White, after which 
President Walter Eitelbach welcomed 
members and guests. 


GIFT TO RED CROSS 


In lieu of the souvenir that was cus- 
tomarily given to each banqueter in pre- 
war days, Mr. Eitelbach presented a 
check for $5000 to the American Red 
Cross, which was accepted with thanks 
by Eugene W. Stetson, vice-chairman of 
the 1944 Red Cross Fund for Greater 
New York. 

Following the banquet, an entertaining 
floor show was presented to music by 
the Meyer Davis Orchestra. 

Guests at the head table were: The 
Rev. Francis E. White, Our Lady Queen 
of Martyrs’ Church, Forest Hills, L. IL: 
Harold Alberts, president, National 
Wholesale Jewelers’ Association; William 
M. Birks, Montreal, Quebec; Alpheus L. 
Brown, honorary member, Twenty-Four 
Karat Club; Fred A. Bullock, president, 


assembled 


@ 








New England Manufacturing Jewelers’ 
& Silversmiths’ Association; ,Royal J. 
Gregg, president,. Jewelers Board of 
Trade; P. Irving Grinberg, administra- 
tor, jewelry section, Consumers’ Durable 
Goods Division, WPB. 

Also John Hall, chairman, Jewelry Ii- 
dustry Publicity Board; R. Schell Hul- 
bert, president, Chicago Jewelers’ Asso- 
ciation; L. Blaine Libbey, president, 
Boston Jewelers’ Club; Charles J. 
Michaels, president, American National 
Retail Jewelers Association; B. G. Ru- 
dolph, president, National Association of 
Credit Jewelers; Eugene W. Stetson, 
vice-chairman, Red Cross 1944 War Fund 
of Greater New York; Roy C. Wilcox, 
president, Sterling Silversmiths Guild of 
America, and George A. Young, presi- 
dent, Canadian Jewelers’ Association. 


NIEMEYER HEADS COMMITTEE 


Banquet arrangements were made by 
a committee headed by G. H. Niemeyer, 
chairman, assisted by William T. Gor- 
don, Jerome L. Grant, Henry I. Jacob- 
son, Walter N. Kahn, Raymond Mehr- 
lust, William B. Ogush, Reginald Reich- 
man and Thomas J. Tierney. 

Officers of the club are: Walter Eitel- 
bach, president; Reginald Reichman, 
vice-president; W. Waters Schwab, trea- 
surer, and Alan L. Brown, secretary. 
The board includes: G. H. Niemeyer, 
chairman; Alan L. Brown, Walter Eitel- 
bach, P. Irving Grinberg, Walter N. 
Kahn, Edward Krehbiel, Albert E. Levy, 
Jacob Mehrlust, Daniel Price, Reginald 
Reichman, W. Waters Schwab and Otto 
D. Wormser. 

At the banquet’s close the gathering 
broke up into many informal parties in 
the suites of the hotel until the small 
hours of the morning, and as the last 
guest departed everyone voted the entire 
evening a huge success. 





Say: “How about tacking a War 
Bond on your bill?” 
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Better Tableware, Alarms Promised by WP#i ¢ 


Officials Promise to Act 
On Tableware This Month; 
“Victory” Alarms Out 


The first crack in the ice-up on 
jewelers stock-in-trade appeared as 
this issue went to press, when War 
Production Board officials told a 
JC-K representative in an exclusive 
interview that 1) some of the strings 
will be taken off the manufacture of 
plated flatware, with an order allow- 
ing good-grade ware scheduled for 
early this month; 2) the “Victory 
model” alarm clock will be scrapped, 
and “simplified” standard models 
will be produced. 


In November WPB gave manufactur- 
ers of plated flatware the green light on 
production of some tableware for home 
use—but manufacturers balked. The 
sort of stuff WPB’s order called for was 
junky, they said. WPB asked for the 
thinnest coating of silver over an easily- 
rusted base—with pieces ungraded, 
graceless and hard to handle. 

But WPB now promises that early 

February will see a revision of the sil- 
verware order to allow production of 
plated flatware of a usable grade. 
There’s hope of getting some into pro- 
duction before the end of March, WPB 
spokesmen said. 
‘Four utensils will be allowed—the 
same pieces as permitted by the order 
issued in November—dessert-size fork, 
dessert-size spoon, teaspoon and knife. 


GOODBYE PAPER-COVERED ALARMS 


WPB also promised balm for some of 
the 7,000,000 civilians who need alarm 
clocks (see page 169, January JC-K) 
when it declared that 1944 will see in- 
creased production of alarms—and not 
paper-covered “Victory models.” 

he few manufacturers who turned 
out “Victory model” alarms in °43 fell 
behind on their quotas of more vital war 
work, WPB said. Cancellation of some 
war order in 1944 will make more fac- 
tories and more manpower available for 
the manufacture of alarms. 

Fountain pens and mechanical pens 
may also be seen in jewelers’ show cases 
this year—at least WPB spokesmen said 
that there is a. good chance for increased 
output of these items. Reason is fewer 
military demands and cutbacks in war 
orders, they said. 


NO U. S. JEWELED WATCHES 


Definitely out (probably for the dura- 
tion) are American-made _ jeweled 
watches. Non-jeweled models are being 
manufactured at the rate of 20,000 a 
month for nurses. As military demands 
for these watches decline they should be- 
come available for civilians, WPB said. 

The outlook is good as far as items 
(some stocked by jewelers) which are 
considered essential are concerned. Nat- 
urally, however, the war comes first, and 
jewelers must wait for Victory Day 
before they can count on many types of 
merchandise. 

Although raw materials used by the 
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CINCINNATI JEWELERS TOP THE RECORD WITH BOND SALES 





Shown here are Al Wallenstein, president of the WJ&MA, with Edward Brunst, commith 
chairman, and George Brown, Herbert Schwab, and Robert Stocker. 


Cincinnati jewelers have broken all 
Bond selling records at Fountain Sq. 
pier, the city’s Bond center. Firing Cin- 
cinnati’s opening shot on the Fourth 
War Loan Drive, the jewelers sold more 
than $1,000,000 in War Bonds during the 
week of Jan. 10-15. Largest previous 
one week record at the pier was $140,000. 
Heading the jewelers’ drive was the Cin- 





cinnati Wholesale Jewelers & Manufae. 
turers Association, with ,the full cooper. 
tion of the Cincinnati Town Criers. Th 
entire industry was complimented for its 
outstanding effort at a “kick-off” dinner 
for the Fourth War Loan Drive on Jap, 
20, at which Secretary of the Treasury 
Henry Morgenthau, Jr., was principal 
speaker. 





New York Faces Credit Straitjacket; New Jersey Seeks 
Watchmaker Licensing; 1944 Is Legislative Off Year 


The usual first of the year boom in 
state legislation affecting jewelers is 
quieter this year than usual. State leg- 
islatures are meeting in only eight of the 
48 states, making this an off-year. 

So far only two states have on the cal- 
endar proposed laws of interest to 
jewelers. 

New York legislators are now consid- 
ering a bill introduced by Sen. Lester 
Baum, which, if passed, will impose on 
New York state jewelers a_ postwar, 
state-wide “Regulation W.” 


CALLS FOR 1/3 DOWN PAYMENT 


Senator Baum’s bill would make it a 
penal offense to “sell to a buyer on 





jewelry industry are now more readily 
available and the War Manpower Com- 
mission predicts a falling off in the man- 
power demand, WPB Chairman Donald 
Nelson recently told a group of indus- 
trialists that there can be no large scale 
resumption of civilian production at this 
time. Present plans call for limited 
civilian production in two non-critical 
labor areas, with essential items getting 
priority. Apparently many lines regu- 
larly stocked by jewelers will not appear 
in substantial quantities until next year. 

WP PB officials are setting up programs 
for many goods which they class as non- 
essential, in addition to jewelry items, 
and are holding them in abeyance until 
the success of a European invasion is 
assured. Setting up a program involves 
the determination of available plant fa- 
cilities, materials requirements, man- 
power needs and the demand for the 
goods involved. After all of this mate- 
rial is collected then WPB is in a posi- 
tion to begin production of the goods 
as soon as the war situation allows. 





credit any article of jewelry the pur 
chase price of which does not exceed 
$750, unless at least 1/3 of the purchase 
price of such article ... shall be paid by 
the buyer to the seller at or prior to the 
time when such sale is made” (the italies 
are ours). 

New Jersey watchmakers are swing- 
ing into action on a law to license wateh- 
makers. So far the bill is still in the be- 
ginning stage. 


BILL "DRAFT" READY SOON 


Behind it are the New Jersey Watch- 
makers Association and the New Jersey 
RJA. As JC-K went to press the bill 
boosters were meeting to draw up 4 
“phantom” bill. 

Despite determination to get a watch- 
makers’. licensing law through the state 
legislature this year, New Jersey jewel- 
ers will split on one vital point and hold 
up the show at least until spring, ac 
cording to reliable sources. 

Point of contention is the extent of the 
proposed bill’s scope. Some New Jersey- 
ites want a ruling that only a store em 
ploying a licensed watchmaker may 
watch repair work over its counter 
Others claim the law would be an unre 
sonable and discriminatory penalty for 
many jewelry stores. 

Other state legislatures meeting this 
year in regular sessions are Kentucky, 
Louisiana, Mississippi, Rhode Island, 
South Carolina and Virginia. 





Detor Jewelers, Ltd., of Honolulu, his 
devoted not one, but a whole series of 
full page newspaper ads to the National 
War Fund. Detor’s ads pull no punches 
in pointing out how money is desperatelf 
needed for the Funds’ many agencies. 
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Chicago jewelers and their guests “look at 
the birdie" at the CJA's annual banquet— 
the 70th time for this traditional affair. Be- 
low—souvenir money clip made of "pre- 
cium,” precious mantel ling by T. J. Dee & Co, 





Chicago Jewelers’ Association Maintains Old Tradition 
With 70th Annual Banquet; More Than 700 Attend 


Preserving the unbroken tradition of 
its annual banquet and evening of good 
fellowship, the Chicago Jewelers’ Asso- 
ciation held its 70th annual banquet at 
the Stevens Hotel on Jan. 8. 

The more than 700 members and guests 
were repaid, as the banquet proved one 
of the highlights of the social side of the 
jewelry industry. 

Cocktails preceded the banquet at 7 
pm. Presiding at the head table was 
President R. Schell Hulbert, Oneida, 
Ltd., flanked by various dignitaries of 
the jewelry industry and representatives 
of the Army, Navy and Marine Corps 
and Cook County. 

Guests at the head table included: 
Maj. Gen. Henry S. Aurand, command- 
ing officer, Sixth Service Command; Capt. 
Robert M. Emmett, commanding officer, 
U. S. Naval Training Station, Great 
Lakes, Ill.; Col. Chester L. Fordney, 
officer in charge, Central Recruiting Di- 
vision, United States Marine Corps; 


Industry Publicity Board to Map Out Expanded Program; 
John Hall Is Reelected Chairman at Jan. 15 Meeting 


One of the most constructive meetings 
of the Jewelry Industry Publicity Board 
since its inception a few years ago was 
held at the Waldorf-Astoria, New York, 
Jan, 15. 

It started off in the usual manner, 

with the customary reports from the 
president, executive secretary and pub- 
licity counsel, but unlike the somewhat 
cut-and-dried meetings of previous years, 
wound up with a vigorous and interest- 
ing discussion of ways to broaden and 
intensify the scope of the board’s activ- 
ities and particularly the proposed post- 
war program. 
_ As a result of the free and interesting 
interchange of views and opinions, many 
constructive ideas were suggested, and 
hold promise of re-vitalizing the board’s 
activity for the benefit of the entire in- 
dustry, and the Publicity Board appears 
to be ready for greater accomplishments 
than ever before. 

President John B. Hall started the 
meeting by reviewing highlights of the 
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organization’s activities and expressing 
the appreciation of the board for cooper- 
ation extended by manufacturers who 
contributed advertising space for the 
board’s campaign last spring, and to 
trade papers for their continuous and 
effective cooperation. 

ixecutive Secretary William D. Mc- 
Neil presented a statement of the year’s 
receipts and disbursements and _ the 
board’s present financial position, and 
expressed appreciation of cooperation 
rendered by various industry organiza- 
tions and groups. 

Mrs. June Hamilton Rhodes, publicity 
counsel for the board, sketched the or- 
ganization’s past accomplishments in 
publicizing jewelry and outlined the in- 
tensified program proposed for the post- 
war campaign, which she suggested 
should be broadened as previously urged 
by members of the steering committee to 
include other angles besides fashion. 

Kenneth I. Van Cott, chairman of the 

(Please turn to page 164) 








Capt. J. K. Esler, United States Navy; 
Thomas J. Courtney, state’s attorney, 
Cook County; Wilbert F. Crowley, first 
assistant state’s attorney, Cook County; 
Walter Eitelbach, president, 24 Karat 
Club; Charles J. Michaels, president, 
ANRJA; George A. Young, president, 
Canadian Jewelers’ Association; Harold 
Alberts, president, NWJA; Fred A. Bul- 
lock, president, New England Manufac- 
turing Jewelers’ & Silversmiths’ Associa- 
tion; Royal J. Gregg, president, Jewel- 
ers’ Board of Trade, and G. V. Dickin- 
son. 

An entertaining and varied floor show 
consisting of nine acts followed, and each 
banqueteer received, as a souvenir, a 
money clip manufactured from a special 
alloy of precious metal known as “pre- 
cium,” designed by Thos. J. Dee & Co. 
The party, as usual, ended with informal 
gatherings for the remainder of the eve- 
ning through the various hotel suites. 

The banquet committee, in addition to 
President Hulbert, consisted of Daye E. 
Newtnaii, chairman, Thomas G. McMa- 
héi, Webb C. Ball Il, Thomas White, 
Philip €. Abrams. Officers are: R, Schell 
Hulbert, president; Thomas G. McMa- 
hon, vice-president; Charles G. Brown, 
treasurer, and Louis Goldman, secretary, 
and, directors John E. Friedland, Dave 
E. Newman, Webb C. Ball II, Einar 
Bagge, James G. Flatau, Vincent J. 
Newman, Frank M. Bedinger and Henry 
Paulson. 


William Wagner Will Talk to Credit 
Managers at Wartime Conference 


William Wagner, executive secretary 
of the National Association of Credit 
Jewelers, will speak at a special war- 
time conference on postwar planning to 
be held at the Hotel New Yorker, 
Feb. 14 and 15, by credit managers and 
credit bureau managers from 13 states. 
Mr. Wagner, whose talk is scheduled 
for the morning of Feb. 14, will speak 
on “credit conditions as we find them 
today and what they should be for the 
future.” 

The conference will be under the aus- 
pices of the Credit Bureau of Greater 
New York, Inc. 








Back the Attack—sell War Bonds! 


155 


Pe owe tee noe os CA ed SEE 






































Military Draft Is Chief 
Reason Why 1330 Stores 
And Shops Have Closed 


Business mortalities in the jewel- 
ry industry numbered 236 in 1918, 
America’s second year of World 
War I. But history didn’t repeat 
during our second year of World 
War II, when there were only 18 
failures in all sections of the jewel- 
ry trade—an all-time low, according 
to the Jewelers Board of Trade. 


Indeed, the Board’s adjustment de- 
partment at Providence, R. I., now en- 
gages the attention of but one man, 
where three were busy before the holiday 
in failures, and the collection department 
now has work for only ‘two men; used 
to employ eight. 

Except for the failure of Paul Flato, 
New York society jeweler, whose sent- 
ence to Sing Sing made sensational news 
a few months ago, retailers’ liabilities 
would have been less than half a million 
dollars. 


460 FEWER JEWELERS 


Military inductions have caused the 
closing of a number of small establish- 
ments. A tabulation -of names in the 


Board’s reference book for September; 


1943, shows 17,103 “retail jewelry stores,” 
which by Board of Trade definition in- 
clude repair shops stocking a jewelry or 
watch inventory valued at $1000 or more. 
This compares with 17,566 “retail jewel- 
ers” in the March, 1942, reference book 
—a drop of 463 establishments. 

Even more pointed is the decline in 
number of “repairers”—4,239 as against 
5,106 in March, 1942. Some firms that 
were listed as repairers in 1942 may now 
be classed as “retail jewelers” because 
they have upped their stock above the 
$1000 mark; but the big reason for this 
drop of 867 repairers is undoubtedly the 
draft. 

Obviously, a considerably larger num- 
ber of firms went out of business during 
the 18-month period between the two 
listings, since some new companies have 
come into being during the same interval. 

The Board of Trade now lists 2,070 
manufacturers compared to 2,093 in 
March, 1942; 2,713 wholesalers compared 
to 2,634, and 5,720 miscellaneous retailers 
compared to 5,651. Total firms in the 
industry: 31,845 in September, 1943; 
33,050 in March, 1942. 


RETAILERS’ SIZE AND TYPE 


By type of business, the Board of 
Trade says, the 17,103 retail jewelers 
consist of 12,827 cash jewelers, 3,112 in- 
stallment, 517 retail and special order, 
4 retail and manufacturing, 626 retail 
and pawnbrokers and 17 retail and 
optometrists. 

(The U.S. Census Bureau draws a dif- 
ferent line between “jewelers” and “‘re- 
pairers.” A business is the former if 
more than half its receipts come from 
the sale of merchandise; a repair shop 
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FINANCIAL EMBARRASSMENTS: 1943 AND 1942 


Manufacturers 
Wholesalers 

Retailers 
NS 6-4 clon 6 Be dev abe CEM Nob phd css Care 


1942 
Liabilties Number Liabilig, 
$51,000 8 r 
15,734 9 = 
1,187.48 90 954 
cabo en 10 1 


$1,254,214 117 $1,15 





if more than half its income derives from 
repairs. Thus the U. S. Census enumer- 
ates considerably fewer “retail jewelers” 
than does the Board of Trade.) 

Of these retailers, 139 have an esti- 
mated capital over $150,000; 509, from 
$50,000 to $150,000; 2,096 from $15,000 
to $50,000; 4,904, from $4,000 to $15,000; 
7,083, less than $4,000 and 2,372 no 
estimate. 

On this basis, by the Board’s count, 
the retail jewelry industry numbers 10,- 
020 stores with a capitalization of more 
than $4,000! And this includes all the 
firms whose capital is not estimated. 


MANUFACTURERS—BY TYPE 


In an interesting analysis of manufac- 
turers, the Board of Trade’s latest refer- 
ence book was shown to include: 

Jewelry 1133, clocks 16, diamond cut- 
ters 101, pens and pencils 3, boxes and 
displays 17, materials and findings 60, 
silverware 83, watches 7, watch cases 44, 
watch crystals 31, optical goods 81, re- 
finers 68, miscellaneous 147, and branches 
279, for a total of 2070. 

In the wholesaling classification, these 
firms are shown: general jewelrv, 118; 
silverware, 30; clocks, 7; diamonds, 538; 
imitation stones, 21; precious stones, 
130; semi-precious stones, 29; watches: 
173; watch cases, 7; watch straps, 6: 
optical goods. 231; materials, 192; mis- 
cellaneous, 61; manufacturers’ agents, 
21, and branches, 149. Wholesalers in 
the industry total 2.713. 


$12,000 in Gems Taken from Store; 
JSA Detective Seeks Robbers 


A box of loose gems worth $12,000 
was snatched from behind the counter 
of the George R. Dodson, Inc., jewelry 
store in Spokane, Wash., recently. 
Pinkerton experts, working for the 
Jewelers’ Security Alliance, linked the 
crime to others which have occured 
lately, under almost identical circum- 
stances. JSA is fully cooperating with 
local police in finding the thieves. 

The box of jewels, which contained, 
among other unset gems, 500 diamonds, 
was temporarily left behind a counter 
while a salesman was showing some 
stones to a customer. The steel box 
was small and could easily be hidden 
under a coat, according to John Penn 
Fix, store manager. 

A description of suspects furnished 
by store employees matches the ary 
tion of participants in other recent rob- 
beries, the Pinkerton man said. 


Emanuel Faltz, formerly with the Ben- 
rus Watch Co., has received an honor- 
able discharge from the Army because 
of an ear injury received while on duty. 
He expects to return to Benrus, where 
he was in the advertising department be- 
fore receiving his Army commission. 





Arthur G. Warner, Buster of Bi ; 
Markets in the Watch Industry, 
Quits OPA Post for Private Prag 


Arthur G. Warner, chief of the) 
forcement section for rents, services, 
industrial materials in the New You 
office of OPA, resigned Jan. 15. if 

This decision, Mr. Warner said, yg 
forced by personal and family o 
tions. He will enter private law practi 
as a partner in the firm of Warner} 
Birdsall, 1450 Broadway, New York, 

During his tenure of office, Mr. Wy. 
ner has probably done more to make th 
General Maximum Price Regulation » 
spected and observed than any other oy 
man, as far as jewelry and allied ling 
are concerned. It was under his gui 
ance that the cases against watch jp 
porters, wholesalers and_ retailers» 
ported from time to time in these qb 
umns—were prepared, and his vigoroy 


ARTHUR 6G, 
WARNER 








Resigns from 
OPA post 





and able handling of them has accom 
plished tangible results in cleaning upt 
bad black market situation. 

Every legitimate business man wi 
wants to see the black markets cleanti 
up will regret Mr. Warner’s resignation 
Violators need not expect that they wil 
have a field day upon Mr. Warner's é& 
parture because the same policies ani 
methods will be carried on by the Ne 
York office. 

No permanent appointment as Mt 
Warner’s successor has been made, butit 
is understood that his duties will be é 
vided among three other attorneys wi 
have been working closely with him dur 
ing recent months and are in thorough 
accord with the policies which he hi 
instituted. 

Further investigations are now unde 
way and additional actions are slatél 
against various types of violators as som 
as evidence is assembled. 


NORTHERN OHIO GEMOLOGICAL 
GROUP 


The Northern Ohio Guild of 
American Gem Society devoted its fim 
meeting of 1944 to the identification # 
gem stones by instruments. The mem 
bers divided into groups for the use® 
various instruments, which were loait 
by Harry Erickson and Lester Bonwéh 


THE JEWELERS’ CIRCULAR-KEYSTO 





Only 18 Jewelry Industry Firms Failed Last Yeq) ,, 


a= am. oh, 
























sS2PhFsaees Lee oe 





=. 


SSB7ES 2 


Ses? SS Vas 





NORFOLK-PORTSMOUTH JEWELERS AT ANNUAL DINNER 





It's the annual dinner of the Norfolk-Portsmouth Retail Jewelers Association, held at the 
Monticello Hotel, Norfolk, Va., on Jan. 6. Guest speaker of the evening was Jewelers'- 
Circular-Keystone Editor Fred V. Cole, who spoke on "Jewelry Industry Prospects, War and 
Postwar." Although recent trends at WPB hold out some hope of improvement in the amount 
of available merchandise, Mr. Cole said, jewelers must not be over-optimistic and must be 
prepared to take some tough sledding in their stride before Victory Day. 





Diamond-Set Goods Price-Free; Why Doesn't Somebody 
Tell the Memphis OPAsters What Their Rules Exempt? 


Consistency doesn’t seem to be a vir- 
tue of the Memphis. OPA office, in its 
interpretation of the status of diamond- 
set mountings under price ceilings. 

Local pricing authorities told Perel & 
Lowenstein, of Memphis, that diamond- 
set watches were under OPA price con- 
trol. Even a watch ornamented with 17 
diamonds was still primarily a watch 
and so properly subject to OPA regula- 
tions, Memphis OPAsters declared. 

Not so, opined Jerome Count, chief 
price attorney of the New York District 
Office of OPA. Voicing the prevailing 
OPA interpretation, Count said: 

“By Section 2.2 (f) of Revised Sup- 
plementary Regulation No. 1 to the Gen- 
eral Maximum Price Regulation, mount- 
ings into which precious stones are set 
are exempted from the coverings of that 
regulation. 

“The term ‘precious stones’ includes 
any diamond (other than an industrial 
diamond). Such a diamond set into the 
case of a watch will be considered a 





Cancellation of War Orders Forces 
Gorham to Lay Off 400 Workers 


Sudden cancellation of war orders will 
force the Gorham Mfg. Co. of Provi- 
dence, silversmiths, to lay off workers 
this month, Edmund C. Mayo, president, 
has. announced. 

Approximately 400 employees must be 
laid off around the middle of February, 
Mr. Mayo said. About 80 per cent of 
the laid-off workers will be women, he 
declared. : 

The action was forced by the cancel- 
lation of Army orders for steel cartridge 
cases, Mr. Mayo said. 


JEWELER ISSUES BOOKLET ON NAVY 

“Our Navy in Hawaii,” an illustrated 
booklet giving a history of the Navy in 
the Hawaiian Islands, has been compiled 
and published by Detor Jewelers, Ltd., 
of Honolulu. The booklet is presented 
with the compliments of the firm to all 
buyers of U. S. War Bonds. 
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precious stone under this definition, and 
the watch is to be considered a mounting 
into which such stone is set; such a 
watch is thus exempt from the General 
Maximum Price Regulation and also 
from Maximum Price Regulation No. 188 
and the Maximum Import Price Regula- 
tion (by Sections 1499.151 and 1, respec- 
tively.) 

“No other regulations issued up to the 
present time cover sales of such watches 
which are exempt from price control.” 


Industrial Diamond Importer and 
Chase National Bank Charged with 
Violating Enemy-Trading Law 


Leonard J. A. Smit, Holland-born in- 
dustrial diamond, dealer and head of 
three industrial diamond firms in this 
country, was indicted on Jan. 12 by a 
Federal. grand jury on charges of deal- 
ing with Axis nations in violation of 
Federal law. 

Leonard J. A. Smit is in no way con- 
nected with the New York diamond firm 
of J. K. Smit & Sons, Inc. 

Two indictments were also handed 
down against the Chase National Bank, 
which was charged with supplying Mr. 
Smit with the funds to carry on his 
alleged diamond-dealings with Axis na- 
tions. The Chase National Bank was 
accused of giving Mr. Smit foreign credit 
after a presidential order freezing the 
funds of foreign nationals was issued. 

Mr. Smit was named in six indict- 
ments altogether and if convicted faces 
a maximum prison term of 150 years and 
possible fines totaling $200,000, accord- 
ing to Bruno Schachner, Assistant U. S. 
Attorney. 

According to Mr. Schachner, Mr. Smit 
has been in this country since 1939. He 
is the owner of Anton Smit & Co., Inc., 
and the Diamond Corebit & Tool Co., 
Inc., of New York, and of the Detroit 
Industrial Diamond Co., Inc., of Chicago. 

Both Mr. Smit and the Chase National 
Bank entered pleadings of not guilty to 
the charges. 








‘Waterproof’, ‘Shockproof’ Terms Under Study 


National Better Business 
Bureau Investigates; 
A New 'CS' May Be Asked 


The National Better Business 
Bureau is investigating use of the 
terms “waterproof” and ‘“shock- 


proof” as applied to watches; on 
the same subject the Boston Better 
Business Bureau has issued sugges- 
tions, and the Federal Trade Com- 
mission is reported to be exploring 


a new Commercial Standard. 

Said the Boston Better Business Bu- 
reau in a bulletin to Boston advertisers: 

“The terms ‘waterproof’ and ‘shock- 
proof’ have been carelessly used to de- 
scribe watches—especially in describing 
watches for service men. Such terms are 
not correct unless they are and can be 
literally true. Service men, for example, 
would expect them to be literally true 
under conditions to which they might 
necessarily or unavoidably subject a 
watch in wear and use. The Federal 
Trade Commission has ruled in many 
cases that claims embodying the term 
‘proof’ must be literally true. Thus a 
‘leakproof’ fountain pen is one that will 
not leak; ‘runproof’ stockings will not 
develop runs; ‘waterproof’ vaults are 
impervious to water and its effects. The 
Ordnance Department, War Department, 
says there has been considerable mis- 
representation of watches as ‘water- 
proof,‘ ‘shockproof’ or ‘military service.’ 


WATERPROOF REQUIREMENTS 


“No watch should be branded, adver- 
tised, or represented as ‘waterproof’ un- 
less it is of ‘waterproof’ construction 
and unless it is impervious to water 
under all conditions of wear and use, 
without qualification and exception. No 
watch can remain ‘waterproof’ perma- 
nently because the waterproof construc- 
tion may eventually become deteriorated 
by age and wear. (U.S. Army specifica- 
tions require that a watch must meet 
certain standards and tests for water- 
proofness. ) 


NO EXCEPTIONS 


“No watch should be branded, adver- 
tised, or represented as ‘shockproof’ un- 
less it is immune to all shocks under all 
conditions of wear and use, without 
qualification or exception.. If a watch is 
constructed and cased so that it will re- 
sist or absorb only minor jars or shocks, 
but is not proof to all shocks, it may be 
described as ‘shock resistant.’ Obviously, 
the shocks which a watch can withstand 
are limited and, therefore, the term 
‘shockproof,’ as applied to a watch, when 
it is not and cannot be literally true, is 
inaccurate. 

“Care should also be taken in describ- 
ing watches as for ‘military service.’ The 
Ordnance Department requires certain 
specifications for watches procured by 
that department for ‘military service. ” 





Say: “How about tacking a War 
Bond on your bill?” 
Back the Attack—sell War Bonds! 
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What's 
ahead? 


—for Manning-Bowman 
dealers and distributors 





After victory, the picture looks 
bright! More homes are going to 
need new household electrical ap- 
pliances than ever before. There’s 
going to be plenty of money to 
spend and a strong tendency to buy 
products with an established quality 
reputation. 


That’s why the post-war Manning- 
Lowman dea‘er is going to be in a 
strong position...with a line that 
combines the last word in modern 
design with traditional Manning- 
Bowman quaity standards in ma- 
terials and workmanship. 


Research on peacetime products has 
gone on steadily in spite of the fact 
that Manning-Bowman is devoting 
its every resource to the production 
of war materia's for our armed 
forces. 


Yes, the future looks bright for 
Manning-Bowman dealers and dis- 
tributors. They'll have a great line, 
PLus the famous Manning-Bowman 
Service Policy, pLus outstanding 
merchandising and advertising suy- 
port. They'll have everything it takes 
for a steady, profitable business in 
household electrical appliances. 


Manning-Bowman 
—Means Best 


MERIDEN, CONN. 














ABC 
of 


MODERN ENGRAVING 


By William Kassel 


A handy and useful book for 
the experienced engraver—a 
“must” for the apprentice or 
student. : 

Price $1.00 

Postpaid 
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OPA Gets 7 More Retailers Injoined; 
Criminal Charges Against Importer 


Pushing ahead in its drive to cut the 
word “black” out of New "York City’s 
watch market, the Office of Price Admin- 
istration last month caused a criminal 
suit to be brought against an importer 
accused of violating ceilings and ‘also 
succeeded in getting injunctions against 
seven retail firms. 

Continuing the drive against black 
market operators is Julius L. Schapaiara, 
attorney for the New York district In- 
dustrial Materials Enforcement Unit. 
Mr. Schapaiara, who worked with re- 
cently-resigned Arthur G. Warner, for- 
mer head of the unit, on the watch ac- 
tions which have been reported on these 
pages, will now have complete charge 
of OPA watch ceiling enforcement in 
the New York area. 

Feb. 1 is the day set for trial of Zach- 
ary and Rebecca Zuckerman, officers of 
the Latham Watch Co., and co-partners 
in the Lathin Watch Co., at 580 Fifth 
Ave. The Zuckermans pleaded not guilty 
on Jan. 7 to 18 separate charges of sell- 
ing waterproof watches and chronometers 
at above ceiling, and failing to keep 
proper records of their maximum prices. 
Five of the 18 counts accused the de- 
fendants of boosting prices on sales to 
Army PXs and ship service stores. If 
found guilty, each of the defendants is 
liable to a maximum prison term of 18 
years. Suit was brought by the U. S. 
attorney on information received from 
OPA. 

Seven retailers, in addition to the nine 


firms reported in your January JC-K, 
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JSA Executive Committee Hosts 
At Luncheon to Advisory Board 


Taking advantage of the presence of 
many industry leaders in New York for 
the 24 Karat Club Banquet, the execu- 
tive committee of the Jewelers’ Security 
Alliance gave a luncheon to members of 
the advisory board of that organization 
on Jan. 15, at the Waldorf-Astoria. 

In addition to the executive committee 
membership, about a dozen members of 
the advisory board were in attendance, 
some from as far as the Pacific Coast. 

The luncheon, preceded by a reception, 
was presided over by Walter Eitelbach, 
JSA president. The affairs and policies 
of the organization were discussed. 

The position of the Alliance in the in- 
dustry has been greatly strengthened 
during the past year. In addition to 
maintaining its previous sound financial 
condition, it has an increase in member- 
ship more than three times as great as 
the net gain of the preceding year, and 
applications from new members are con- 
tinuing to come in rapidly. 

It was the consensus that the present 
policies and methods which have proved 
so successful should be continued, and 
that both the executive committee and 
advisory board should continue their 
active cooperation in the membership 
campaign. 

Out-of-towners attending the lunch in- 
cluded: Harry Rosenzweig, I. Rosenz- 
weig & Sons, Phoenix; Joseph Granat, 
Granat Bros., Inc. San Francisco; 
Charles J. Michaels, Michaels, Inc.. Hart- 
ford, Conn.; Frank Milhening, J. Mil- 
hening, Inc., Chicago; Milton Adler, 
Coleman E. Adler & Sons, Inc., New 
Orleans; Leon J. Engel, J. Engel & Co., 





EE er ar: a 
bet 
have consented to permanent jnj a ¢ 
restraining them brain selling import, black 
Swiss watches until they have Properly 
prepared records of their maximum LooF 
prices. ‘The 
They are: Adele, Inc., 1552 Broadway. | 00° 
Max Kivel, 200 W. 49th St.; I. G. Rov § evasi° 
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assem 
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ness 
vidual 
JULIUS L. or pa 
SCHAPAIARA The 
Fi +L elry ! 
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marketers in ef 
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listed 
num, 
; | Prodi 
bins, Inc., 235 W. 42nd St.; State Jewel. _ 
ers Exchange, Inc., 1540 Broadway; Ré- 
ward Drimmer and Tillie Cohen, do NEW 
business as Drimmer Stationery Store, 
148 W. 42nd St.; Clarke-Briggs & Co, L- 
Inc., 1536 Broadway; Herman, Hannah, visior 
Edward, Sadie, and Morris Steinlauf, do- repal 
ing business as Herman’s Stores, 130 W, factu 
42nd St. meta 
OPA has by no means reached the end so 
of its vigorous enforcement of price ceil- meta 
ings in the watch industry, Mr. Schapai- As 
ara said. He promised further action in ultim 
the near future. quot: 
may 
artic 
Baltimore; Harold I. Alberts, I. Alberts’ Man 
Sons, Inc., Boston; Benjamin Kat, other 
Gruen Watch Co., Cincinnati; Jacob do s 
Davis, Barnett Davis, Pittsburgh; om | palla 
liam G. Thurber, Tilden-Thurber Corp, 
Providence, and Harry F. Arold, Har- OFF 
dy’s, Inc., Seattle. H 


Members of the executive committee, part 


all. of whom were present, are: Walter § sible 
Eitelbach, president; Victor Lambert, prec 
Lambert Bros., vice-president; Alex inn 
ander H. Arnstein, Arnstein Bros. & Co, of sl 
treasurer; Bert Young, Jules Franklin, war 
secretary; Henry I. Jacobson, Jacobson has 
Bros.; William Elder Marcus, William are 


B. Ogush, Katz & Ogush; Daniel Price, Fi 





Wm. S. Hedges & Co.; W. Waters agre 
Schwab, J. R. Wood & Sons, Ine.; Ne 1941 
than J. Stern, Stern Bros. & Co.; Otto F goth 
D. Wormser, and Richard C. Murphy, 
executive secretary. 
- Pres 
Gold and Silver Output Rises 194 
Gold and Silver output in the United Le 


States during the month of October of ( 
1943 was slightly higher than the ple by 
ceding month, figures from the Burealt : 


of Mines of the U. S. Department of a 
the Interior show. Ne 

Gold production in October was 69. 
per cent greater than in September, sho 
Bureau of Mines survey showed, wih# 4. 


a total of 107,199 fine ounces of gold 1 
recovered from domestic mines. 



















Silver output, 3,321,698 ounces if oo 
October, was 4 per cent greater than he 
during the preceding month. : 

| ot 
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HF wep Boosts Gold . . 
I (From page 151) 


petter yet, repealing it—can end the 
black market. 
LOOPHOLE FOR EVASION 


order seemed to open the 

ae wider than ever to one sort of 

on. Since findings are no longer in- 

in the definition of _jewelry, they 

now be made without limit, and then 

assembled either illicitly or by various 

small jewelry shops which were in busi- 

in 1941 and which now have indi- 

yidual quotas up to 1000 ounces of gold 
or palladium a year. 

The previous provision requiring jew- 

ufacturers to‘ file quarterly re- 


elry man e ql 
sts on the use of material is no longer 
pmeffect. It is assumed that all firms 


classed as jewelry manufacturers have 
jisted their 1941 consumption of plati- 
num, gold and palladium with the War 
Production Board and thus have estab- 
lished their quotas for the two latter 


metals. 
NEW REPAIRING PROVISIONS 


L-45 now liberalizes its repair pro- 
visions. Gold or palladium used in the 
repair of jewelry comes out of a manu- 
facturer’s quota only if the weight of the 
metal used in the repair represents more 
than 5 per cent of the weight of those 
metals in the article being repaired. 

As before, rings may be sized for the 
ultimate consumer without regard to 
quota provisions; stones, pearls or jewels 
may be added to an otherwise finished 
article, and such articles may be polished. 
Manufacturers, jobbers, retailers and 
others who perform such operations can 
do so without affecting their gold and 
palladium quotas. 


OFFICIAL REASONING 


Here is the official explanation for the 
partial relaxation: “It has become pos- 
sible to grant this increase because most 
precious metal jewelry is manufactured 
in non-critical labor areas, and the type 
of skill used is not readily adaptable for 
war work. Also, the material required 
has very little war use, and the facilities 
are at hand.” 

Fine reasoning, trade spokesmen 
agreed. Now how about 100 per cent of 
1941 production, or abandonment alto- 
gether of the “noble experiment.” 





President Rudolph to Appoint NACJ 
1944 Convention Committee Soon 


A committee to prepare for the 1944 
convention of the National Association 
of Credit Jewelers will soon be appointed 
by President Benjamin G. Rudolph, it 
Was announced last month after a meet- 
ing of the NACJ board on Jan. 17 in 
New York City. The board voted in 
favor of a convention and jewelry trade 
show this year, and the committee will 
fix the date in the near future. 

_The board also discussed trade prac- 
tice rules for instalment jewelry sales, 
and the proposed -20 per cent excise tax 
on jewelry. 

It was proposed that the membership 
of the board be increased to make it 
more representative of NACJ’s growing 
membership. 
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wes your AIR EXPRESS shipments are ready, reach for the 
phone. Don’t wait for “routine” afternoon pickups. 
Pack as early in the day as possible and sHip WHEN. READY! 
That’s the way to get the full benefit from AIR EXPRESS service. 


It avoids end-of-the-day congestion when Airline traffic is at 
its peak. Your shipments move faster, are delivered faster. 
And to cut costs — AIR EXPRESS shipments should 
be packed compactly but securely, to obtain the best 
ratio of size to weight. 


A Money-Saving, High-Speed Tool 
For Every Business 


As a result of increased efficiency developed to meet wartime demands, rates 
have recently been reduced. Shippers nationwide are now saving an average 
of more than 10% on Air Express charges. And Air Express schedules are based 
on “hours” ,not days and weeks — with 3-mile-a-minute service direct to hundreds 


of U.S. cities and scores of foreign countries. 


WRITE TODAY for “Vision Unlimited’ 


’_an informative booklet that will 


stimulate the thinking of every executive. Dept. PR-2, Railway Express Agency, 


230 Park Avenue, New York 17, N. Y. 






Gers there FIRST 





Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 
Representing the AIRLINES of the United States 
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Stylists 


O 


JEWELS 
IN 


GOLD 


* 


Modern Methods of 


Production have mate- 


rially decreased our 


manufacturing costs 


and we are now in a 
position to offer our in- 
dividual creations at 


most attractive prices. 


* 


A. J. Gasse 


INCORPORATED 


Manufacturing Jewelers 


515 MADISON AVE. 
NEW YORK 


Pacific Coast Representative: 
Hubert A. Wood, 649 S. Olive St. 
Los Angeles 


























THEY MEET ONCE A YEAR FOR CHRISTMAS CHEER 


It was a Merry Christmas for the management and employees of Orville R. Hagans' 
watch repair shop in Denver, Col. Mr. Hagans, who is the proprietor of one of the | 
repair establishments in the country as well as executive secretary of the United Horok 
Association of America, helps employees celebrate every Christmas with a banquet g} 
Denver hotel. Here they are enjoying the pudding and “wassail" of Christmas It By 


g to 





9 Firms Accused by OPA 
Of Silver Dealings at 
Over-Ceiling Prices 


Temporary restraining orders were 
issued in Federal Court last month 
against nine New York firms said by 
OPA to have been involved in over-ceil- 
ing sales of silver. 

The restraining order named Myron 
P. Rabinowitz and Irving Rabinowitz, 
doing business as Rabb Jewelers, 1204 
6th Ave., and Louis Ronay, 2 W. 47th 
St., as the sources of the silver. Claims 
for $9,078 in damages, three times the 
amount by which the silver sales were 
said by OPA to exceed the proper ceil- 
ing, were entered against Rabb Jewelers. 

OPA said the following firms, against 
whom restraining issues were also issued, 
were involved in the purchase of silver 
at prices in excess of the ceiling. They 
are not liable for damages, however, as 
they are only said to have bought at 
over-ceiling, not to have sold in excess 
of maximum prices. 

They are: Volupte, Inc., L. Heller & 
Son, Inc., Israel Polowitz and Salvadore 
Paglauce, doing business as Artcraft 
Casting Co.; Louis Danenberg and Alex 
Danenberg, doing business as Novel 
Products Co.; Joseph J. Mazer, doing 
business as Mazer Bros.; Joseph Silber- 
man, doing business as Clix Slide Fast- 
ener Co., and Walter Lampl. 

When interviewed by Jeweters’ Circu- 
LAR-KEYSTONE, a representative of Wal- 
ter Lamp! said that regardless of OPA 
charges, any silver which had _ been 
bought from Raab or Ronay had been 
bought at prices less than those previ- 
ously charged by well-established and 
recognized silver refiners from whom the 
firm had previously purchased their sup- 
plies. He further stated that regardless 
of OPA charges, Walter Lamp! had not 
bought or been invoiced for any scrap 
silver, colored stones or other materials 
as charged in the OPA accusation. 

When the case came up for hearing 
the morning of Jan. 21, by mutual con- 
sent, the proceedings were postponed 
until the following week. 





Eastern Pennsylvania Guild, AGS ag 


Holds Study Meeting on Jan, 20 pe >t 


The Eastern Pennsylvania . Guild : 
the American Gem Society met Jan ij 
at the Academy of Natural Scienuhind 1 
Philadelphia. it— 
Presiding was President Orlandg diewele 
Paddock. Les 
Samuel G. Gordon lectured on egy the 
tallography and crystal symmetry. — pf oth 
The members then studied and ide 
fied the various crystal systems, 








Earrings in various patterns in 
Green and Red Gold a 


St. Christopher Key—14 Kt 
sizes; also Bill Clips, Charm 
Links to match 


Love Knot Ring—14 Kt Red and 
Gold Combination in four s 
rings, Cuff Links and Studs to 
Our comprehensive line 
Gold, Platinum and E 
aled Novwelties, inclu 
Cigarette and (Cs 
are distinctive 
have sales appeal. 


CLIFFORD A. MILLER & CO 


Manufacturers 


64 West 48th Street — 
New York 


# 
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JEWELERS’ HOLIDAY SALES ARE SHOWN 


MM UNREPORTED STATES 
INSUFFICIENT DATA 
4¢ LESS THAN.OS CHANGE 


By states, retail jewelers’ December sales were far from uniform. Report- 
¢ to the Current Statistical Service, jewelers revealed a highly mixed index 


Wf holiday activity. 

6§ The Pacific and Central states revealed 
he briskest sales, with Washington and 
ylifornia jewelers booming with an in- 

e of 22 per cent over December of 
faniyo4, Illinois retailers were not far be- 
nd with a general increase of 18 per 
nt—a betterment nearly shared by 

ido Hewelers in both Oregon and Kansas. 
Less impressive gains were registered 
euiby the majority of jewelers in a number 
of other states, but the adverse side of 


lent. 





sobstein & Brasche 


Jobers of 
Watch Cases and Diaks 


DISTRIBUTORS OF 


atch Cases 


e 
Complete Sets 


177 Canal Street 
New York City 


A Case for Every Movement ” 
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the picture was apparent in New Eng- 
land, where New Hampshire and Ver- 
mont retailers averaged a gain of only 
3 per cent; Connecticut dropped 12 per 
cent behind the previous December, and 
Massachusetts plunged 18 per cent. 


November's Tax Gain, 
14 Per Cent, Was Smallest 
For Any Month of 1943 


The smallest gain for any month of 
1943 over the corresponding month of 
1942 was made by the Federal Excise 
Tax on jewelry during November. 

November’s 14 per cent increase over 
November, 1942, contrasted strikingly 
with such months as March and April, 
when collections soared ahead by 44 and 
43 per cent over the same months of the 
previous year. 

The November tax, $8,972,429, carried 
the 10 per cent excise tax on jewelry for 
the first 11 months of 1943 to $82,163,749 
—a gain of 28 per cent over the same 
period of 1942. 

The following table gives data for the 
first nine months of 1943: 

% Gain Cumula- 
over Same tive % 
Month Tax Month of Gain over 
of Sale Collected °42 42 
Jan. $10,838,828 30% 30% 
Feb. 5,487,757 29% 30% 
Mar. 6,642,986 4A 384% 
Apr. 7,211,572 43% 39% 
May 5,663,564 15% 34% 
June 8,315,463 26% 385% 
July 7,454,935 39% 36% 
Aug. 6,370,715 15% 33% 
Sept. 7,917,995 18% 31% 
Oct. 7,287,555 21% 30% 
Nov. 8,972,429 14% 28% 


Rough Diamond Sales Boom 


Need for industrial diamonds helped 
boom the Diamond Trading Co.’s 1943 
sales to an all-time high of $80 million. 

Included in the 1943 sales were indus- 
trial diamonds valued at $24 million, 
compared to $17 million in 1942. 














FAST-SELLING 


STERLING SILVER 


COSTUME JEWELRY 


Exceptionally attractive spring 
styles, popular priced, 
STERLING SILVER 

pins and earrings that can 

be boxed individually, or as 

“PIN AND EARRING 

SETS” with STONES TO 

MATCH. Each style 

comes packed in one dozen 

lots — containing assortment 
of beautiful stones in about 

6 outstanding colors—ruby, 

topaz, amethyst, aqua, etc. 

Latest creations in various 
artistically conceived designs 
and styles in gold or natural 
silver finish. 

ALSO: GORGEOUS bril- 
liant white and colored 
RHINESTONE 
pins, earrings 
and novelties in highly pol- 
ished finishes Sprays, 
flowers . . . butterflies, pea- 
cocks, parrots, lovebirds, 
zebras, horses, giraffes . . . 
apples, pears, etc., etc. 

PRICED UP TO 


$400.00 a dozen 


Also .. . A complete line 
of COSTUME JEWELRY, 
Novelties, and Gift items. 


Special Selections from $25 and 
up sent upon receipt of 
check, or C.O.D. 


DISCOUNTS TO JOBBERS, 
WHOLESALERS & DISTRIBUTORS 


Write, Wire, Telephone or Visit 


IRVING SACKS 


INCORPORATED 
Costume Jewelry & Novelty Supply 


House 
DEPT. B 
264 5th Ave., New York 1, N. Y. 


Cor. 29th St. Entrance on 29th St. 


Phone LExington 2-{ - 
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DIAMONDS 
MELEE 


— All Sizes — 


GENUINE 
WHOLE 
PEARLS 


— All Sizes — 


GENUINE 
RUBIES & 
SAPPHIRES 


Squares, Rounds and 
Fancies 


AMETHYSTS 
TOPAZ 
AQUAMARINES 


AGATES 


Plain or Drilled 





Mail Orders Promptly 
Filled 





Special Attention to 


CUTTING 
DRILLING 


MAX STERN : co. 


Importers » 


17-23 John St. New York 

















Thomas L. Stokes, staff writer for the 
Scripps-Howard newspaper chain, last 
month hitched the Washington mission 
of Venezuelan President Medina Anga- 
rita to Mr. Stokes’ one-man vendetta 
versus the Diamond Corporation. 

(See page 94 in your October JC-K 
for details of Mr. Stokes’ insinuations, 
in newspaper feature stories headed: 
“British Cartel Barring Diamond Stock- 
pile” and “U. S. Industry in Grip of 
Diamond Cartel.”) 

President Medina arrived at Washing- 
‘ton on Jan. 19 “to work out with State 
Department cooperation a plan for de- 
velopment by American capital of Vene- 
zuela’s rich diamond deposits,” said the 
Scripps-Howard writer. 

Last year, he went on, Venezuela pro- 
posed to the U. S. a joint development 
of Venezuela deposits, which Mr. Stokes 
calls “among the richest potential dia- 
mond sources in the world”; this propo- 
sition was turned down by the State 
Department, the Board of Economic 


Venezuelan President Here to Interest U. S. Capital 
In Developing Diamond Mines; T. L. Stokes Exults 





Welfare and the Coordinator of Inter 
American Affairs; so “now the rial 





to be carried forward by pri 
can capital.” alias 








In 1942 Venezuela produced q Ea 
carats of diamonds, including the repre’ 
carat Libertador now being cut by Sons, 





Harry Winston and pictured it 
158 of the December CK. om Pe AH 

Mr. Stokes’ personal fears of the Dig 
mond Corporation (shared, of coy by 
neither the jewelry nor the industria] 
diamond-using industries) appeareg 
again in this paragraph touched off by 
President Medina’s visit: 

“American industry will still be at th 
mercy of the British syndicate after th} j 
war unless Brazilian and Venezuelan de. 
posits, which now supply only a sm} 
portion of United States industry 
needs, are developed by American 
tal independent of British monepelgit 

Suggestions for Mr. Stokes: Colombia 
monopoly on Panama hats; the Isle of 
Man’s cartel on bob-tail cats. 




























Insignia Certificates 
Cancelled by Army Now 
Reinstated by Bill 


When the President signed the First 
Supplemental National Defense Appro- 
priations Act on Dec. 23, the act became 
Public Law No. 216, and with it section 
305, dealing with official Army insignia, 
also became a part of the U. S. laws. 

Section 805 is the rider which invali- 
dates the Adjutant General’s Office’s 
June 21 cancellation of certificates which 
gave permission to manufacturers and 
retailers to make and sell official Army 
insignia (see page 171 of your January 
JC-K). 

What section 305 actually does is pro- 
hibit the War Department from using 
any funds, past or present, for “the pur- 
pose of the cancellation of existing cer- 
tificates of authority with respect to the 
manufacture and distribution of Army 
insignia.” 

The section is effective as of March 
1, 1943. That means that the status quo 
of March 1 is returned, and the Adju- 
tant General’s action of June 21 is nul- 
lified. 

As JC-K went to press the Adjutant 
General’s Office had not issued a state- 
ment on the new law. A JC-K repre- 
sentative was told that the Judge Advo- 
cate General has given a legal opinion 
of section 305, and that the Adjutant 
General’s office can’t make an official 
statement of policy or make further 
plans until the Advocate General’s opin- 
ion goes through the hands of the Sec- 
retary of War. 

A well-informed source said that Con- 
gress’s action on the insignia setup was 
all right with the Army, and that the 
Army had been considering reinstating 
the certificates of authority which it had 
previously cancelled. 

Manufacturers will not resume making 
insignia immediately, however, the same 
source said. At present existing stocks 
of insignia are sufficient, despite the re- 
strictions on copper and silver which 
apply to insignia manufacture as well as 
to jewelry. 
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Roskopf or Pin-Lever? OPA Prepares 
Bulletin to Help Proper Pricing 


The Office of Price Administration has 
received numerous inquiries about th 
definition of the three types of lower. 
grade Swiss watches, for which standari 
“dollars and cents” ceiling prices have 
been decreed (see page 166, JC-K for 
January. ) 


A retailers’ bulletin is being prepared 
to cover these definitions in full, but in 
the meantime the following description 
of the three types are in use at the New 
York District Office of OPA: 

Pin-lever—Has pin-pallet lever escape. 
ment. Fork going into the balance whed 
lias two pins instead of jewels. B 
are generally held together by posts 
stead of being solid. 

Roskopf—Power from anchor wheél 
to balance wheel is transmitted witha 
long fork. No jewels in fork. Plate & 
usually in one piece. Simplest way t 
identify this movement—no center w 

Cylinder—Instead of anchor, has wheel 
going around between balance and 
fourth wheels. 













WPB Clamps Down on Silver Order 


Purchase of foreign silver for the pur 
pose of manufacturing civilian jewelry, 
in violation of the provisions of silver 
conservation order M-199, has resulted 
in the War Production Board’s issuing 
a consent order against the Progressive 
Ring Co. of Providence. The firm is for 
bidden to “enter upon the manufacture 
of civilian jewelry or other products, & 
cept as permitted in list A of order 
M-199, or to fill orders bearin ie 
of AA-5 or higher,” until April 1, 

The company has readjusted the trant 
action to a purchase of domestic silva 
by paying to the supplier the differenc 
between the price of foreign and dome 
tic silver. 














Rubel & Co. is the new name of Rubé 
& Fenton, New York, Edmund Rubel ha 
announced. The firm will still be in room 
700, 225 Fifth Ave., and will carry th 
same lines and maintain the same per 
sonnel as before. 
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Sternberg is now exclusively 
Joseph H. Jacobson & 





Edward 


62 W. 47th St. Mr. Sternberg’s 
i the Mid-West. 

| ad Toston, retail jeweler at 522 
von St., Buffalo, is celebrating the 25th 
gniversary of his store this year. He 
first opened business when he returned 
from World War I. 
Holzer Co, importer of watches and 
jewelry, has moved to enlarged quarters 
st 601 Fifth Ave. The firm moved from 
its old quarters at 521 Fifth Ave. be- 
cause of & need for larger offices and 

oms. 
Shenk G.. Mildeberger has opened a 
gholesale jewelry business under his own 
name at 15 Maiden Lane. Mr. Milde- 
berger was a partner in the recently dis- 
solved firm of Hunt-Mildeberger Co., 
Inc, 21 Maiden Lane. 
¢ Ray Herte has been appointed to head 
the New York office of the General Find- 
ings & Supply Co. of Attleboro. The 
New York office is at 9 Maiden Lane. 
Mr. Herte handled the office during the 
illness of the late William F. McGown, 
former New York representative of the 


firm. 
(J. Schlesinger has re-entered the 
manufacturing field at 148 W. 28rd St. 
Mr. Schlesinger, who was formerly a 
partner in the now dissolved firm 
Schlesinger & Mayer, recently received 
an honorable discharge from the army. 
The firm wil manufacture gold jewelry 
mountings. 
(Officers and directors of the Jewelry 
Crafts Association were elected at the 
up’s annual dinner Jan. 25 at the 
Hotel Taft. Although elections had not 
been held at the time JC-K went to 
press, on the slate were: for president, 
W. Waters Schwab; for Ist vice-presi- 
dent, William B. Ogush; for 2nd vice- 
president, Edward J. Gross; for trea- 
surer, Jacob H. Schaeffer. 
(Joseph L. Davis was elected to the 
vice-presidency of Charles W. Sommer 
& Bros. Inc, 608 Fifth Ave., at the 
firm’s annual meeting recently. Mr. 
Davis has covered the trade in Philadel- 
phia, Baltimore and the New York State 
area for the company. A _ testimonial 
dinner was given to Mr. Davis on the 
day of the meeting in honor of his 20 
years of service with the firm. 
(Merchandise problems in 1944 were 
dealt with at the Jan. 16 meeting of the 
Executive Board of Retail Jewelers As- 
soclations of Greater New York, at the 
Hotel Commodore. The proposed 20 per 
cent tax on jewelry, and the watch situ- 
ation were also taken up by the mem- 
bers in an open discussion period. Chair- 
man of the meeting was Henry Astor, 
president of the Metropolitan RJA. 
(J. 8. Zeller, for several years sales 
manager and buyer for Marcus & Co., 
last month joined the staff of Abraham 
& Strauss, Brooklyn department store, 
a8 buyer for diamonds, watches, diamond 
jewelry and men’s jewelry. Previously, 
Mr. Zeller had been sales manager of 
American Art Alloys, and had been asso- 
tleted with Charles Mayer Co. L. S. 
Ayres & Co. and William H. Block Co., 
all of Indianapolis. 
4 Feb, 20 has been set as the date of 
the annual dinner dance of the Asso- 
lated Credit Jewelers of New York and 
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New Jersey, President M. S. Abelson, 
Abelson’s, Inc., has announced. 

q John Wilson, of Wilson’s Leading 
Jewelers, Inc., 310 S. Salina St., Syra- 
cuse, came to the rescue of Syracuse’s 
Red Cross canteen recently. After giving 
their pint, blood donors at the canteen 
are given hot coffee with cream and 
sugar. But when the Red Cross tried to 
get inexpensive metal spoons, there just 
weren’t any. Hearing of the emergency, 
Mr. Wilson sent the canteen two dozen 
sterling spoons from his stock. 


4 A towering 30-ft. Christmas tree was 
the Christmas gift of Lambert Bros. 
Jewelers, Inc., at Lexington Ave. and 
60th ,St., to the Waves stationed at the 
Women’s Naval Training Station at 
Hunter College. Glittering on the tree’s 
branches were 150 glass ornaments, 17 of 
which contained gift certificates to Lam- 
bert’s. 

q Mercury Ring Corp. is the new name 
of the former Mercury Jewelry Co., ring 
manufacturers. President and treasurer 
of the newly-incorporated company is 
Arthur Bergman, former head of the 
Mercury Jewelry Co. David Chudner, 
vice-president and secretary, conducted 
business under his own name before 
joining the Mercury firm. The company 
will manufacture its own exclusive de- 
signs in men’s and women’s colored stone 
rings, and has moved into new and 
larger quarters at 562 Fifth Ave. 

pe goal of $2 million, which will buy 
three 1000-bed hospitals for the Army, 
has been set by the Jewelers’ Square 
Club for the Fourth War Loan Drive, 
secretary Arthur Bergman has announc- 
ed. Chairman of the Bond Drive com- 
mittee is David Kay, who will be aided 
by vice-chairman Benjamin Rosenthal. 
On the committee are Sam Dorskey, 
president; Arthur Bergman, secretary, 
and George J. Klinick, Harry G. Kauf- 
man, A. Cohen, Irving Broder, James 
Theise, Hyman Dubrowin, Harry Smolin, 
and Harry Bromley. 

q Max Witzling, jeweler of Scarsdale, 
warns other New York area jewelers 
about a swindler who works his patter 
line with the aid of a set of “sample” 
picture frames. According to Mr. Witz- 
ling a “presentable, decent acting sales- 
man” called on him at his store recently ; 
showed him some attractive wood and 
plastic picture frames. Mr. Witzling 
gave him a deposit of $10 on an order— 
the “salesman” left and neither “sales- 


/ man” nor picture frames ever made an 


appearance at Mr. Witzling’s store again. 
The man cashed the $10 deposit check 
that day. Letters Mr. Witzling sent to 
the Baltimore address left by the “sales- 
man” were returned unclaimed. 

4q Arthur Bergman was elected president 
of the New York Jewelers Benevolent 
Association at a Jan. 18 meeting at 
Proctor’s Lodge building. Also unani- 
mously elected were Samuel Finkelstein, 
vice-president; Joseph Goldman, trea- 
surer; Jack Dolgin, financial secretary; 
Max Schoenbrun, recording secretary; 
Norman Minsky,, sergeant at arms; 
George J. Knapp, chairman ‘of the by- 
laws committee; Henry Bilker, chairman 
of the entertainment committee; David 
Weinberg, chairman of the membership 
committee; Hyman Dubrowin and Wil- 
liam Ashare, co-chairmen of sickness and 





SIMONS BROS. CO. 
THIMBLES 


PHILADELPHIA 





269 So. 9th ST. 











ETERNA WATCH COMPANY 
OF AMERICA, INC. 


MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 
Telephone BRyant 9-8660-8689 











FRIEDMAN GEM CO., INC. 


LARGE FINE 
15@) Faw 4 
AMETHYST 


STAR SAPPHIRES 
wares SS 


CULTURED PEARL NECKLACES 
71-73 Nassau St., New York City 








DIAMONDS ALL SIZES 

from % point to 10 pointers, 
ll cut, classified by 
sizes and qualities. 
Finest polishing 
from Palestine, 
also sizes up to 4 carats each, - 
phone LOngacre 5-3672 or write 


H. SORIN, 576 5th Ave., N.Y. 19, N.Y. 
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65 NASSAU ST 


NEW Y 


ENCRUSTERS 


STONE RINGS ENGRAVED 
@ CRESTS ’» @DRILLERS . 
4 yy trey CUTTERS 
@ SCHOOL AND ‘FRATERNAL EMBLEMS 
Estimates furnished without , 
BRAUNFELD & MEHLMAN 
108 Fulton St. New y. ik, N.Y. 


ORG 


NORVAN VM. VORRIS 


WA 





8S Fifth Ave Neu 











BEAD SPECIALIST 


All Kinds of Genuine Stone Bead Necklaces 
Earrings — Semi Precious Stones 


Selections on request to responsible Jewelers. 
Necklaces lengthened and restrung 


DOUBRAVA CO. 
12 John St., New York City 
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Something New 


Pat. No. 
135268 





B. PEREIRA INC. 


22 West 48th~St.° - New York, N. Y. 








‘n Milady s Jewelry 


by Pereira 


This unique idea in Earrings can be also worn as a ring. 
Made with various precious stones or in Plain Gold. 


Special Order. Work Upon Request 
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MANUFACTURER OF 


JEWELS 


Swiss and American in all sizes 
and diameters. 
Sold in gross lots to jobbers 


only—write for prices and fur- 
ther information. 


CROWN IMPORTING CO. 
116 Nassau St. New York 7, N. Y. 
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Rich Costume JEWELRY 


Executed in beautiful designs 
in Sterling Silver, with an 
exceptionally Fine Gold Finish. 
Showroom: 366—Sth Ave., New York 
JOSEPH A. RICH 
Manufacturing Jeweler 
62 W. 47th St. New York, N. Y. 











WATCHES 


Swiss f 
Water Shock Proof 
Sweep Second 


PEARLS 


rest to Genuine 


STRAHL 


@ NEW YORK @ Mu. 5-5519 
SHOWROOM HOURS: 1:30 to 5:30 P. M. 


385 Fifth Ave. 
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distress. Trustees are Al Walden, Jo- 
seph Smolin, and Michael Elinson. 


q Henry B. Fried, executive secretary of 
the Horological Society of New York, 
gave members of the group a demon- 
stration of escapement drafting at the 
January meeting in the Procter Lodge 
building. Mr. Fried, who is director of 
New York City’s watchmaking school, 
explained in his talk the principles for 
making the various divisions of escape- 
ments, such as angles, distances, lock, 
slide, jewels, teeth, etc. At the February 
meeting Joseph Sasek will show members 
how to cut wheel teeth, and will instruct 
them in a practice cutting session. 

In its January bulletin the society pro- 
posed that watchmakers’ groups from 
neighboring states get together in joint- 
meetings to exchange ideas and technical 
information. 


Publicity Board ... 
(From page 155) 





nominating committee, presented the 
committee’s recommendations for officers 
and executive committee for the ensu- 
ing year. The slate was unanimously 
elected. Elected were: 

As members of the executive commit- 
tee to succeed themselves: Bernard Allen, 
Maurice J. Walsh, Ltd., Toronto, Can- 
ada; Leopold Nathan, S. Nathan & Co., 
New York; G. H. Niemeyer, Handy & 
Harman, Inc., New York; W. Waters 
Schwab, J. R. Wood & Sons, New York. 

As new members: Percy K. Loud, 
Wright, Kay & Co., Detroit, Mich.; L. J. 
Rad, West New York, N. J. 


OFFICERS ELECTED 


For officers, the nominating committee 
proposed : 

Chairman, John Hall, Hamilton Watch 
Co., New York; vice-chairman, Louis 
Heyman, Oscar Heyman & Bros., New 
York; treasurer, W. Waters Schwab, J. 
R. Wood & Sons, New York. These also 
were unanimously elected. 

It was proposed by Sydney Ball, and 
unanimously agreed that a vote of thanks 
be given to manufacturers and wholesal- 
ers for the advertising space in trade 
papers which those concerns contributed 
last spring to the Publicity Board’s cam- 
paign. 

Mr. Niemeyer then took the floor and, 
prefacing his remarks with the statement 
that his firm had just increased its con- 
tribution to the board by $1,000, which he 
felt gave him a right to comment freely, 
proceeded to stir the gathering from its 
lethargy. 


INDUSTRY MUST "WAKE UP" 

“It is time,” said Mr. Niemeyer, “for 
the jewelry industry to wake up. To- 
day,” he continued, “they are riding the 
crest of the wave through no particular 
effort or ability of their own but simply 
by force of circumstances.” He warned 
that at the end of the war, when com- 
peting products again become available, 
competition with other goods and other 
kinds of merchants will be terrific and 
that jewelers, unless something is done 
promptly, may find themselves in a post- 
war twilight. 

The jeweler needs to build and hold 
the prestige that is rightfully his, Mr. 
Niemeyer asserted, and following the line 
of least resistance and continuing along 
in the same old manner is not going to 
do the job. New blood and new ideas 
are necessary, he said, and this meeting 
is the time to get these things underway. 


The ensuing discussion w 
and outspoken, yet thoroughly eet 
tive, with the net upshot that dean 
steps were taken toward intensifies 
and broadening of the future 
Several speakers emphasized that 
necessary job of selling the pub 
jewelry and keeping them sold can 
be done without a sizable fund to oe 
on the campaign, and that in op 
raise such a fund a more intensiye 
is needed. Personal solicitation for 
tributions and support by full-time 
organizers was suggested. 

All speakers agreed that somethj 
this sort is definitely needed. Mr 
Cott offered a motion, which was se 
ed by Mr. Niemeyer, that the Steering 
Committee be authorized and inst 
té draw up a program for such an effort 
as had been discussed, submit it to the 
Executive Committee by mail for ratig, 
cation and then proceed with the pro. 
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To the Editor... 








Largest Manufacturing City? 


Editor, Jewerery Crircuran-Keysroyg: 

Which is the larger jewelry manufac 
turing city today, Providence or Attle 
boro? 

The Census Bureau says that its latest 
figures on the jewelry industry do not 
answer this question. 

Any information you could give would 
be appreciated. 

Freperick J. Hasxry, director, 
Haskin Information Service. 
Washington, D. C. 

[There are 57 manufacturers of jewel 
ry products in Attleboro and 236 f 
Providence. However, if North Atte 
boro and Attleboro Falls, which ar 
essentially all parts of the same com 
munity, are added to Attleboro, th 
Attleboro total is 89.—Ed.] 


Swindler Uses "Certified" Checks 


Caution on the part of A. Botkin of 
Botkin Bros., Yonkers, N. Y., saved the 
firm from a clever swindle recently. For 
the benefit of other jewelers Mr. Botkin 
described the would-be swindler as @ 
well dressed, dark haired man of 
about 35. 

Last month this man entered the store 
and made a $25 cash purchase. He then 
ordered a $400 diamond ring, asked 
to have the size changed and made a $i 
check deposit. Several days later he re 
turned with a certified check for the bal 
ance, made out to the firm. 

Not liking the looks of the check, Mr. 
Botkin refused it—the customer left ins 
huff and never returned with the cash or 
to ask for his $50. Mr. Botkin inquired 
at the bank and found that it had never 
certified a check for the amount in que 
tion, for the man, who said his name wa 
Garson. Only a few days before Garsi 
had opened a small account at the bank 
and had a $10 check certified. 





—— 








GEMOLOGY—DIAMONDS 


The only complete course in gemology, 
the science of all gem stones. 

Special courses in diamonds. Courses in 
all jewelers’ merchandise except 
watches. 

GEMOLOGICAL INSTITUTE OF AMERICA, Int 


Dept. J-1, 541 S. Alexandria, Los Angeles 5, Calif 
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New York Jewelry Manufacturers’ 
Organization Reelects Beer 
To Third Term as President 


Getting the New York jewelry indus- 
try’s social season off to a good start, 
the Associate Jewelers, Inc., celebrated 
its 15th birthday on Jan. 13 by pledging 
more than $300,000 in War Bonds to 
buy another four-motor bomber and re- 
decting Walter F. Beer, of Walter F. 
Beer Co., ring manufacturers, as associa- 
tion president. 

The membership of 60 precious 
jewelry manufacturers met, with several 
guests, at the Hotel New Yorker for a 
well-filled evening that tucked the an- 
nual business meeting and successful 
Bond rally, between dinner and a top- 
fight floor show. 

Returned to office, with but one excep- 
tion, was the entire staff of officers under 
whose tenure the Associate Jewelers 
have almost doubled their membership 
in the last two years. Besides Mr. Beer, 
the officers are: Louis Flyer, of Flyer 
Bros., first vice-president; Philip Skalet, 
of Skalet Mfg. Co., Inc., second vice- 
resident; Henry Peterson, of Feature 
Ring Co., secretary; Isidore Tenen, of 
Tenen Bros., treasurer, and, directors, 
Jacques Japka of La France Jewelry 
Co.; David J. Kaplan, of Morris Kaplan 
& Sons; Philip Krasnow, of Krasnow 
Mfg. Co.; Jacob Lieberman, of Famous 
Jewelry Co.; Herman Ostrin, of Ostrin 
Co; Morris Snow, of Globe Ring Co.; 
Herman M. Steinman, of Regal Ring 
Co.; Morris Rikles, Morris Rubin, David 
Sarkin and David Schapiro. Mr. Kras- 
now is the only new officer. 

President Beer presented a sterling 
silver fruit bowl to Mr. Tenen, honoring 
the latter’s 10 years as treasurer.. He 





GERBER HEADS BUSINESS GROUP 


Harry R. Gerber, chairman of the 
American Jewelers Committee to Collect 
Watches for the Russian Army, was re- 
elected to the White Plains Civic and 
Business Federation and Chamber of 
Commerce last month. Mr. Gerber, who 
is a member of the White Plains retail 
jewelry firm of Bramley & Co., Inc., is 
serving as president of the federation for 
the second successive year, and is active 
in White Plains civic affairs. 





Raymond L. Harwood has purchased 

Danielson, Conn., jewelry store of 
Henry A. McEwen, and will carry on 
the business under his own name. 


POR FEBRUARY, 1944 





ASSOCIATE JEWELERS BUY SECOND BOMBER PLANE 






As the Associate Jewelers sat down to business and pleasure at the New Yorker Hotel. 








then introduced Tobias N. Berger, coun- 
sel, who reviewed the association’s ac- 
complishments during the last year and 
conducted the Bond rally, which in a few 
minutes’ time raised sufficient pledges to 
buy another bomber, besides the “Gold 
Streak,” which the Associate Jewelers 
bought during the Third War Loan. 
Philip Skalet will continue the solicita- 
tions, looking towards total pledges of 
$500,000 from the membership for the 
Fourth War Loan. 

Responsible for the entertainment ar- 
rangements were Henry Peterson, Her- 
man M. Steinman and Philip Skalet. 





New York China and Glass Industry 
Exceeds Its $5000 War Fund Quota, 
Announces K. L. Wedgwood 


Members of the New York City glass, 
china and pottery industry went over 
their quota of $5,000 for the National 
War Fund by $605.75, Kennard L. 
Wedgwood, of Josiah Wedgwood & 
Sons, Inc., 162 Fifth Ave. has an- 
nounced. Mr. Wedgwood is chairman 
of the committee to canvass the whole- 
sale china and glassware field. 

Members of Mr. Wedgwood’s commit- 
tee are: O. C. Graham, Duncan & Miller 
Glass Co.; Julius Rosenfeld, Marks & 
Rosenfeld, Inc.; Eugene L. Fondeville, 
Fondeville & Co.; E. R. Thieler, Bassett 
& Co., Inc.; Gilbert L. Pitcairn, William 
S. Pitcairn Corp.; Knight Merriless, 
Theodore Haviland & Co.; Paul Straub, 
Paul A. Straub & Co., Inc.; Herman C. 
Kupper; and Mrs. I. De Rose, De Rose 
Studio. 





Maiden Lane Outing Club To Hold 
Annual Winter Party On Feb. 17 


The Maiden Lane Outing Club will 
hold its annual mid-winter party at the 
Park Central Hotel, Thursday night, 
Feb. 17. 

Due to food rationing, attendance will 
be limited to members and those who had 
applied for membership prior to July, 
1943, and are now on the club’s waiting 
list. 

The committee in charge is: president 
Wheaton Gray; vice-president Joseph 
Frier; Harry Balsi, Jules Knapp and 
Dave Kay. However, the club’s peren- 
nial secretary-treasurer, “Jerry” Grant, 
as usual will probably carry much of the 
load. 





Say: “How about tackiig a War 
Bond on your bill?” 





SORES RRNA SUR a a to 


PIN HOLES 


are no Problem when 


NIASH WELDING SOLDERS 


are used 
SEAMLESS— 
Ideal for shoulders, shanks and 
sizing. No Grooves after Polish- 
ing. 
For PINK, YELLOW or GREEN GOLDS 


NIASH REFINING CO. 


116 Nassau St., New York 7, N. Y. 














REPAIRING of JEWELRY 


IN ALL ITS BRANCHES 
Also 


SPECIAL ORDER WORK 
ESTABLISHED 1910 


M. J. STERN 
61 Beekman St. New York City 














INES 
REFINISHED 





A finer grade of work for jewelers 
requiring the best 


ROYAL DIAL & REFINISHING CO. 


116 Nassau St. New York 7, N. Y. 











RCH CROWN TAGS 


CELLULOID—METAL—PARCHMENT 


Send for Catalog Miustrating 
Our New Improved Line 


18 Crawford St. Newark. N. J. 

















“Fine English’ 

SILVER POLISH 
Tested and approved by leading sliver 
houses—Amazing Working qualities— 
Finest—Most Efficient Polish developed 
by latest scientific researech—Sold in 
bulk for trade—retail sales. 

8 oz. bottle 50¢ Keystone List. 
Write for free sample. 
WONDER CHEMICAL CO. 
545 Third Ave. Brooklyn, N. Y. 














J. A. SAMUEL & CO. 


220 BROADWAY NEW YORK 


PALLADIUM . 
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REMOVABLE 
SCOTCH PURSE! 
The Scotch Purse 
slips out for 
"Solo" use. Easy 
to remove — easy 
to replace. 


identification . . . 
‘slit . a new innovation 

Ids for both men and women. 

ariety of leathers, to retail 

"$5.00 up. 

- DISTRIBUTED BY 

EADING WHOLESALE JEWELERS 

COLUMBIA WALESCRAFT CO. 

EST and STREET, NEW YORK, N. Y. 
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NATIONALLY ADVERTISED IN ESQUIRE AND GLAMOUR 
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Keftnished 
bes Your Expectations 


NOW YOU CAN GET 

THAT 

SNOW WHITE 

FINISH 

YOU HAVE BEEN LOOKING FOR 

SEND US A TRIAL ORDER 

SATISFACTION GUARANTEED 

WRITE FOR PRICE LIST 


—Business Reply Envelopes Furnished— 
for Mailing in Dials 


WéW 
DIAL REFINISHING CO. 
2617 Maple Ave., Dallas 4, Texas 
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RECENT BUSINESS CHANGES 





Name and Address 


Serpico’s, 105 Monmouth St., Red Bank, N. J..Purchased the 


I. J. Eddy, jewelry store, 229 W. Dominick 
-- New store 


St, Rome, N. Y 


geles 


Fred C. Whittaker, jewelry store, 133 W. Main 


St., Urbana, IIl 


Crosby’s, jewelry store, 148 S. Main St., Bowl- 
pee Se Serra 
Hallmark Jewelers, 209 E. Main St., Hoope- 


ston, Ill 
Christensen Jewelry Co., 
Cheyenne, Wyo. 


Ave., Detroit: ......cs60 pewan 
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Hecker’s, jewelry store, San Jose, Calif..... 
Stanley O. Jacobs Co., 315 Sth St., Los An- 


Seats We Uplblecieie ate sie Poked Py 

Gulliksen Jewelry Store, | 9238 ‘Grand River @ — 1 h 
oc ¥eneeeeoes eorge A. Doering, Ivanhoe R, G 

Reinhard & Co., 2201 Broadway, Redwood < 

SE TES ant eta Beel she otansicomne « 16iaut + eleBia’s « New location 


Feature 


Owner or Manage 
J 

Mayflower Gifi oseph R. Serpicg 
Shop 





Ed nfusi 
++ New store Me ond: i (i 
Heeker a in ¢ 
.. New firm combin- Stanle i 
ing Art Metal 7 0. Seomaey 36, 
Crafts Co. and 4 
Unusual Jewelers 0) 
Supply Co. t. 
bele 
--Moved from 124 W. Fred C, 
Elm St. Whittakae ~» 
.-+ New store Norman S. Crosby | 4! 
. - New store W. F. Lange 
«.- New owner J. Nathanson 


new partner 
A. M. Reinhard 





Title Tricks Won't Help Retailers 
Evade Inventory Limitation Order, 
Says WPB in New Interpretation 


Retailers may not hold off transfer 
of title on shipments of goods from 
manufacturers and wholesalers in order 
to avoid including the goods in their 
quarterly inventory quotas, the War 
Production Board ruled recently in 
an interpretation of WPB_ inventory 
limitation Order L-219. 

The interpretation explained “A mer- 
chant may acquire such control over 
consumers’ goods for the purpose of 
sale that he is required to include them 
in his mercantile inventory .. . even 
though he neither has legal title to the 
goods nor holds them on consignment 
or on memorandum for sale.” 

Said one WPB spokesman, “The 
point is that retailers cannot violate 
the spirit and plain meaning of the or- 
der by tricky technicalities of title.” 

The interpretation gave ,as examples, 
“not intended to be exhaustive,” the 
following situations: 

If a retailer has placed an order with 
a manufacturer for merchandise to be 
delivered at some future time, and the 
merchandise is delivered to him ahead 
of schedule, at a time when the retailer 
has already stocked his full quota of 
goods for that quarter, the retailer must 
include the new shipment in his inven- 
tory for that quarter. He may not, the 





Jewelers’ Groups. Give Army 
Ambulances 


The Jewelry Crafts Association and 
the Jewelers Square Club each donated 
an ambulance to the United States Army 
Ambulance Corp. last month. Both am- 
bulances were dedicated at a ceremony 
on Dec. 22. Army Colonel Corelli ac- 
cepted the ambulances with the Army’s 
thanks. 


—_———_ 


PERCY BALL LEAVES WATSON 


Percy Ball, designer, has left the Wat- 
son Co. of Attleboro. He severed his 
connection with the firm “to give more 
attention to merchandise and sales plans 
of the R. F. Simmons Co.,” also of Attle- 
boro, Mr., Ball told his friends in the 
trade. 








interpretation says, store the shipmey 
under the manufacturer’s name unlil 
can put it in his next quarter’s quot, 
If a retailer loans money with me 
chandise as collateral, and with th 
ageement that the loan will event 
be paid with the merchandise in guy 
tion, then the retailer must count th 
merchandise as part of his. inven 
at the time the “loan” is made. 
an agreement, the interpretation said, \ 
merely a disguised sale with delivey 
put off. 
The interpretation also stated thi 
stationery is considered a consumer 
goods even if it is the retailer’s cust 
to perform engraving or printing se 
vices on it before selling it to a cy 
tomer. All types of watch bands m 
consumers’ goods, as are unset jewely 
mountings and loose gemstones, the i» 
terpretation said. Uncased watch mow 
ments and empty watch cases are i 
considered consumers’ goods. The 
rulings were made to distinguish bk 
tween merchandise which can be soli 
“as is” and that which is definitely pat 
of a “service.” 
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Mt. Etna Is Due at Baltimore 
With Watches Early This Month 


The Swiss vessel Mt. Etna is schedule 
to reach Baltimore between Feb. 5 ant 
10 with the first shipments of watches} 
reach U. S. shores from Switzerlal® ' 

‘ 


ol je Min a 


since Dec. 20 when the Master Bla 
Kulukundis docked in Philadelphia wit 
30 gross tons of watch merchanditt 
Baltimore will be the Mt. Etna’s pot 
instead of Philadelphia, because she wil 
take on a cargo of coal for the retum 
trip. 

Bone other Swiss ships have tral 
ported Swiss merchandise from Mar 
sailles, France, to Lisbon, Portugal, 
ing recent weeks. These are the St. Gott 
hard and the Generosa, which left Mar 
sailles on Dec. 15 and Jan. 1 respectivel 
and the Chasseral and the St. Cirgi, 
which loaded at Marsailles during t& 
latter part of January. Goods des 
for the U. S. are unloaded at Lisbon if 
these ships, which then proceed to ofl 
destinations. 

The intended sailing of the Hela 
Kulukundis, reported last month as @ 
at Philadelphia in mid-January, 
cancelled. 
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es and Ben Gersh, of M. 
q Leo yl 904 Chestnut St. left 
in early January for a week-long buy- 
‘» tour in Providence. é 
4 rlin-born Ilsa Heidelberger, em- 
oyed by Brown, Gold Co., 110 S. 8th 
ye ens years, recently received a 
helated Christmas present from Uncle 
take | sam—her final citizenship papers on 
amey B. Tratenberg, 713 Sansom 
St, lost his office girl—Ethel Schect- 
to war industry. But he imme- 
diately imported his niece, Marjorie 
Pryor, from Australia to fill the post. 
Miss Pryor’s father is a petty officer in 
the United States Navy. 

A. Joseph Baltin & Co. is a_ new 
Philadelphia wholesale firm specializin 
in watches, diamonds, and jewelry, wit 
ofices and showrooms at 740 Sansom 
St. Members of the firm are A. Joseph 
Baltin, Phil Baltin, and Edward Gram, 
all formerly with Aisenstein & Gordon, 
Inc, 712 Sansom St. Baltin’s held open 
house on Jan. 18 for members of the 
trade. 

Present at the annual sales conference 
held last month by the Iskin Mfg. Co., 
#2 W. Washington Sq., were Charles 
§. Bruder, Merrill S. Harris, and 
George Beduze. Mr. Bruder is New 
York representative of the Iskin firm, 
while Mr. Harris covers the North At- 
lantic territory and Mr. Beduze is the 
company’s sales representative in Chi- 

. The manufacturing firm has re- 
cently increased its space to accomodate 
additional work. 
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ANRJA Wins Praise From Treasury 
For Part in Third War Loan 


Praise from Uncle Sam came to 
ANRJA recently in the form of a letter 
from Ted. R. Gamble, national director 
of the War Finance Division, Treasury 
Department. 

Mr. Gamble’s letter, which was ad- 
dressed to ANRJA executive-secretary 
Charles T. Evans, praised the assdciation 
for its part in the Third War Loan 
Drive, : 
“The credit due to the retail industry 
for their part in this remarkable achieve- 
ment is well-known and recognized by 
all of us,” the letter read. “Not only 
did your members and other retailers 
support the Third War Loan with an 
overwhelming volume of local newspaper 
advertising, but you called upon your 
employees to actually become salesmen 
for their Government to the extent of 
#200 an employee.” 

The success of the Fourth War Loan 
Drive to raise $3 billion in ‘E’ Bonds 
will be highly dependent upon the lead- 
ership of the retail industry,” said Mr. 
Gamble’s letter. ; 


Bivie3 





COGGESHALL STORE SOLD 


Kenneth Brown has purchased the 
K. Coggeshell jewelry store at 3725 Lex- 
ington Rd., St. Matthews, Ky., a suburb 
of Louisville. Mr. Brown, who was for- 
merly associated with the George Katz- 
man Co. wholesale firm of Louisville, 

en manager of the Coggeshell 
store for the past year. 
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q Miss Kathleen Jane Sickles, daughter 
of Mr. and Mrs. Leon Sickles, married 
Capt. Norman Rothschild, U. S. Army 
Air Forces, on Jan. 17 at the Warwick 
Hotel. Miss Sickles, daughter of a 
member of the M. Sickles & Sons firm 
had three Flying Fortresses named for 
her. Captain Rothschild, who completed 
25 missions over Nazi-held Europe, 


christened his huge ships Kathy Jane 


I, II and III. He spent 19 hours in 
the English channel when Kathy Jane 
II crashed. Captain Rothschild has 
been awarded the Distinguished Flying 
Cross and Air Medal with three Oak 
Leaf Clusters. 


Wholesale Jewelers’ November 
Volume Gains 26 Per Cent; 
But Inventories 23 Per Cent Lower 


After three months in the doldrums, 
wholesale jewelers’ sales in November 
spurted 26 per cent ahead of the same 
month of the previous year. The gain 
was especially high in the Middle At- 
lantic—41 per cent. In the East North 
Central states jewelry wholesalers’ ac- 
tivity ran ahead by 10 ‘ee cent, and in 
the West North Central by 4 per cent. 

Collection percentages — collections 
divided by accounts receivable—climbed 
to 67, as against 45 for the previous No- 
vember, and accounts receivable dropped 
23 per cent. 

Inventories were 23 per cent under 
November, 1932, and 6 per cent less 
than October, 1948, while stock-sales 
ratios were 110, compared with 168 for 
November, 1942, and with 142 for Octo- 
ber, 1943. 


Booklet for Postwar Planners 


A booklet designed to help individual 
retailers, as well as retail groups and 
associations, plan effectively for post- 
war has been issued by the United 
States Chamber of Commerce. 

Called “Appraising Post-War Oppor- 
tunities for Retailing,’ the booklet 
makes a special point of outlining a 
series of steps by which wide-awake 
retailers can gauge their potential mar- 
ket and the changes they must make 
in their businesses to satisfy that mar- 
ket. 

Emphasized is the necessity for good 
customer and personnel relations, and 
careful planning to ease through the 
transition period right after the war, 
when merchandise and materials will 
still be scarce. 

Single copies of the booklet are avail- 
able on request from the Domestic Dis- 
tribution Department, Chamber of Com- 
merce of the United States, 1615 H. St., 
N. W., Washington, D. C. Copies can 
be purchased in bulk at 10 cents each. 


CORRECTION 


In its November 1943 issue JC-K 
incorrectly stated that Mike W. Mahar 
of Harkins & Murphy Co., Boston, is 
doing the inside business of the firm. 
Elliott W. Engstrom is the firm’s rep- 


resentative at the home office, and Mr. | 
Mahar will contact the firm’s customers | 


on the road. 








JOS. B. BECHTEL & CO., INC. 
729 Sansom Street 
PHILADELPHIA, PA. 


WHOLESALE JEWELERS 


WATCHMAKER’S & JEWELER’S 
SUPPLIES 


We hace served the trade 
since November I, 1894 














BELMAR CREATIONS 





¢ Louis SickLes « 
1015 Chestnut St Philadelphia 
22 West 48th St. New York 














ELGIN — WALTHAM — HAMILTON 
BULOVA — GRUEN 
REBUILT WATCHES 


of the better kind, for the better Jewelers, 
of every description in Swiss and American 
for ladies and gents.—Orders filled promptly. 
We also carry a full line of wateh cases of the 
latest styles in every description at the lowest 
market prices. . 

Write for Catalog. 


CENTRAL WATCH MATERIALS & 
SUPPLY CO., INC 
134 S. 8th St. Phila., Pa. 














BYARD F. BROGAN 


Manutecturer of Distinctive Diamond 
Mountings and Wedding Rings 


805 Sansom Street Philadelphia 


‘ 
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SCHOOL FOR WATCHMAKERS, 
JEWELERS AND ENGRAVERS 


Broad and Somerset Streets 
PHILADELPHIA, PA. 


Philadelphia College of Horology 























BOWMAN 





Technical School 
Cc for S for 
Watchmakers 


Engravers, Jewelers 
Write for free beok “Y 





Future and Our 
JOHN J. BOWMAN, Director 
Bowman Bidg., Pa. 
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PLAY CUPID 
FOR PROFIT 


February Brides will fall 
in love with 

Princess 

DIAMOND RINGS 


VALUE — QUALITY — STYLE 





BY URLLLE, 
BALTIMORE, MD. 
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You Haven’t Seen 
All There Is To See 
IN JEWELRY... 





lf You Haven’t 
Been To Our 
Showroom This Year! 


We urge our customers not to pass 
up a visit to our showroom . .. when 
going to or from New York. We 


think you'll find it both convenient 
and profitable to stop off and see 
our interesting, desirable selection 
of jewelry merchandise. 


oss 5 +: 


U.S. 








JEWELRY COMPANY 


Importers of EASTON WATCHES 
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q Paul O. Campbell is the new manager 
of the Royal Jewelry Co., retail firm in 
Ashland Ky., President Sam Isrel has 
announced. Mr. Campbell has been with 
the firm since October 1943. 

q Latest reports on the jump in sales 
of men’s wedding rings come from Nash- 
ville, Tenn. Said one retailer who was 
mobbed by ring buyers, “I honestly be- 
lieve more men than women are getting 
married this year!” 

q There’s been no let-up on watch repair 
work, Baltimore jewelers report. Almost 
none are able to promise to return cus- 
tomers’ watches at any definite date. 
As yet, however, none have been forced 
to refuse repair work. 

q Frederick Fuchs, retailer and watch 
repairer, has been in business at the 
same address, 704 N. Eutaw St., Balti- 
more, exactly 40 years this month. Mr. 
Fuchs is, still active in the trade after 
51 years in the jewelry business. 

Jacob Paul, Baltimore jeweler at 
3310 Eastern Ave., spent several days 
in January in New York on a buying 
trip. Mrs. Paul accompanied him to 
pick out novelty jewelry for the store’s 
new novelty jewelry department. 

q Ira F. Templeton, proprietor of Tem- 
pleton’s Jewelers, 12 W. 8th St., Chat- 
tanooga, Tenn. has been elected presi- 
dent of the Chattanooga Retail Mer- 
chants’ Association, of which he has 
been an active member for many years. 

4q More than $2,500,000 worth of War 
Bonds have been sold by Jay Engel of 
J. Engel & Co., 5 Hopkins Pl., Balti- 
more. Mr. Engel is rolling up _ his 
sleeves and getting ready to make it 
$3 million in the 4th War Loan Drive. 
q Leon Engel, of J. Engel & Co., Balti- 
more, is back at work after a speedy 
recovery from an attack of pneumonia. 
Sulfa drugs helped to put him back on 
his feet, and he left the hospital early 
last month and is already back in the 
firm’s offices at Baltimore St. and Hop- 
kins Pl. 
q Thieves recently tunneled their way 
through two walls into the jewelry store 
of Littlefield Bros., 3419 Summer Ave., 
Memphis, Tenn., and escaped with an 
unestimated amount of jewelry. They 
worked their way from the lobby of a 
next-door theatre, after the theatre was 
closed for the night. 
q William J. H. Culp has been elected 
to the presidency by the board of di- 
rectors of James R. Armiger Co., retail 
firm at 310 N. Charles St., Baltimore. 
Mr. Culp succeeds S. Frank Pearson, 
who died last October. Mr. Culp has 
been connected with the firm since 1904, 
when he joined the firm as a salesman. 
4q S. Judson Mealy, president of the Tri- 
State Jewelers Association, has found a 
way to help Baltimore ‘war workers. Mr. 
Mealy, who’s retail store is at 316 N. 
Charles St., buys up old alarm clocks, 
repairs them, and sells them to war 
workers. 

A new member of Mr. Mealy’s sales 
staff is Marcel Longini. 
q A recent addition to the staff of Oscar 
Caplan & Sons, retail jewelry firm at 
207 W. Saratoga St., Baltimore, is Mrs. 
Mildred Caplan Perl, only daughter of 
the Caplan family. Mrs. Caplan, who 
has won prizes and a study-~schelarship 








"It's our new waterproof combination 
watch and an umbrella to keep it dry!" 








to Europe in sculpture, takes time oy 
from her duties as housewife to 
her family beat the manpower shortage 
in sales help. 
q The U. S. Jewelry Cos  slogm 
“You’re always ‘welcome’ at the U. § 
showroom” is having excellent results, 
officials of the Baltimore wholesale firm 
report. They estimate that 95 per cent 
of their regular customers called at thelr 
showrooms at 3 N. Liberty St. during 
the past year. The U. S. Jewelry Co, 
have been keeping its salesmen off the 
road because of travel difficulties. 
q Baltimore’s Better Business Burea 
has recently received complaints whid 
indicate that many retail salesmen don't 
explain thoroughly to their customer 
just what lies behind the terms “water. 
proof,” “shockproof,” and “rustproof? 
in regard to watches. Many purchases 
reports a bureau spokesman, have been 
giving watches rougher treatment tha 
they should be expected to take, be 
cause of failure to explain their proper 
use and care. 





Back the Attack—sell War Bonds! 








_— BALTIMORE ST. 
BALTIMORE, MD. 


‘““AN INSTITUTION 
of DEPENDABILITY” 


ESTABLISHED 1885 








ALBERT S. SMYTH C0. 


WHOLESALE 
DIAMONDS - WATCHES 


® JEWELRY ® 
5 HOPKINS PLACE, BALTIMORE, MD. 
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w year for the RJA of Western 
oP ieanla, Mr. Hollander announces, 
in with the election of officers on 


nee at a meeting to be held at the 


Jt Hotel. 
oar M. Lasday, owner of L. Schmidt 


store, Braddock, Pa., and Mrs. 
left Jan. 17 for a vacation in 
California. They will return to Brad- 
dock in about six weeks. rae 
qA long-promised holiday to visit his 
brother in California is the after-Christ- 
mas vacation of Martin M. Kramer, 
owner of M. Kramer Co., 6205 
Frankstown Ave. He and Mrs. Kramer 
expect to be away for some few weeks. 
¢ Raymond F. Arnheim, 117 5th Ave., 
says that Christmas buying in antique 
merchandise broke all records this year. 
The entire personnel were under such 
strain during the busy period of holiday 
purchasing that his store remained closed 
from Jan. 1 through 5 just to give the 
employees a much needed rest. 

(Another story of contributing to the 
war effort comes from Jack Gerson, 
owner, and Samuel Frank, store man- 
ager, of Gerson’s in Newcastle, Pa. They 
have collected more than four million 
metal keys for scrap and their store is 
headquarters for old furs to be recon- 
ditioned and made over for service men 
in Alaska, Iceland, the Aleutians, and 
Russia. 

( Lincoff Bros., Braddock, Pa., desig- 
nated as an official issuing agency for 
the sale of War Bonds and Stamps, are 
making “home front” history here. Spe- 
cial days have been set aside for the sale 
of bonds and stamps only, and about 60 
per cent of their advertising appropria- 
tion during 1943 was expended solely 
in promoting the sale of bonds and 
stamps. The personnel has voluntarily 


jewelry 





Consumers Home Equipment Co. 
Violation of Regulation W 
Costs a Week's Business 


The Federal Reserve System on Dee. 
81 suspended the license under Regula- 
tion W of the Consumers Home Equip- 
ment Co. for the period Jan. 2-9. Con- 
senting to issuance of the order, the firm 
agreed to close all of its offices, stores 
and branches for the period in Flint, 
Grand Rapids, Chicago, Detroit, Indi- 
anapolis, Cleveland, Cincinnati, Colum- 
bus, Louisville, Pittsburgh, Altoona, 
Buffalo and Erie. 

The order allowed the concern to carry 
on its regular office and accounting work 
and to receive payments through the 
mails or normal collection facilities, and 
to make payments on obligations and 
salaries, 





SPRINGFIELD FIRM IS 29 YEARS OLD 


The Fayman Jewelry Co., of Spring- 
field, Mo., last month celebrated its 29th 
anniversary. On the day of its anniver- 
sary Fayman’s ran an ad reminding 
readers that “The priceless asset of any 
usiness is the confidence of its custom- 
ers! We at Fayman’s like to think of 
our store as an institution, we try to 
make every single transaction include 
the winning of a friend who will come 
back to us again and again,” the ad read. 
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participated in every war effort under- 
taking sponsored in Braddock. 

q Jacob Hartstein, retailer in Midland, 
Pa., who has directed several successful 
scrap drives, uses his store to help pro- 
m@gte the sale of War Bonds and Stamps. 
He also gives special discounts and free 
service to men and women in uniform. 
q Max Unger, retailer at 537 Smithfield 
St., is the proud possessor of a citation 
for his War Bond activities. Heading a 
committee for the collection of scrap, 
Mr. Unger’s district lead in the tonnage 
collected. He is also active in newspaper 
War Bond advertising campaigns and 
serves as a member of the War Publicity 
Association. 

q William O. Smith, director of the 
Western Pennsylvania Horological Insti- 
tute, announces that Dr. H. D. Maxwell, 
formerly associated with the LaSalle 
Extension University, the Jordon Diesel 
School and lately dean of the Pittsburgh 
Institute of Aeronautics, on Jan. 1, be- 
came dean of the Western Pennsylvania 
Horological Institute. 

The very real presence of a number of 
army men who have received honorable 
discharge from the armed services now 
enrolled in the school, is pretty good evi- 
dence in some quarters here that Uncle 
Sam is making some provision for his 
disabled nephews. These enrollments at 
Government expense is part of the Vet- 
erans’ Rehabilitation Program, says Mr. 
Smith. 

q The fifth annual year book of the Re- 
tail Jewelers’ Association of Western 
Pennsylvania, edited by Herman M. 
Hollander, legal advisor, has been well 
received in the jewelry trade of this dis- 
trict. In addition to the customary 
souvenir contents and annual reperts 
usually identified with year books, it 
contains records of all members of the 
trade now serving in the armed forces 
under a chapter titled “Fighting for 
Freedom.” The “home front” is not 
neglected either and the title “We’re 
Backing Our Favorite Uncle” covers a 
back home activity record of accomplish- 
ments. Under the subject “Do You 
Know That?” there are some surprising 
facts and statistics on the jewelry busi- 
ness throughout the tri-state area. Also 
included is a worthwhile department on 
“official guide to war-time regulations.” 





Swindler Dresses in Army Uniform, 
Cashes Checks on “Post Bank" 


Be on the lookout for a man dressed 
as a soldier who tries to cash checks on 
the “post exchange bank” of various 
Army posts, warns the U. S. Provost 
Marshal’s office of Los Angeles. There 
just “ain’t no such animal” as a checking 
account on a post bank. 

A man who has been cashing such 


' checks with southern California jewelers 


is in Army uniform, about 25 years of 
age, six feet tall, with light hair and 
complexion. His method is to make a 
purchase, then pay for the item by check, 
usually asking for cash change between 
the amount of the purchase and the 
check. 





Ask: “How many War Stamps with 
your change?” 


GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


818 LIBERTY AVE. PITTSBURGH 








MORRIS GOLDSTOCK 
203 CLARK BLDG., PITTSBURGH, PA. 
WATCH CASES, DIALS, WATCH 
MATERIALS, JEWELRY BOXES, SOLDERS, 
FINDINGS, OPTICAL SUPPLIES 








J. B. BERNSTEIN CO. 
Wholesale Jewelers 
DIAMONDS and MOUNTINGS 


502 Clark Bldg. Pittsburgh, Pa. 











LANDAW BROS. 
Watch Materials and 
Jewelers Supplies 
406-407 Clark Building 
PITTSBURGH, PA. 




















FOR THE MEMO PAD 


February 
1-10 Chicago Gift Shows, Palmer House 
and Merchandise Mart. 
7-12 San Francisco Gift Show, Western 
Merchandise Mart. 
19-22 Missouri RJA convention, Hotel 
Statler, St. Louis. 
21-22 Texas RJA _ convention, Hotel 
Baker, Dallas. 
21-25 Dallas Gift Shows, Hotel Adol- 
phus and Hotel Baker. 
28- 3 New York Gift Shows, Hotel New 
Yorker and Hotel Pennsylvania. 


March 
8-14 Boston Gift Show, 
China and Glass Show, 
House. 
8-14 Detroit Gift Show, Hotel Statler. 
13-17 Denver Gift Show, Albany Hotel. 


April 
16-17 Minnesota RJA convention, Min- 
neapolis. 
26 Georgia RJA convention, Henry 
W. Grady Hotel, Atlanta. 


also Beston 
Parker 
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° DIAMON OSs 


WATCHES - + E. 


CLOCKS - JEWELRY : SILVERWARE 
373 NES 7B ET BOSTON 


WASHINGTON ST MASS. 





Specializing 
in 
‘Cutting Semi-Precious 


STONES 
in quantity 
PHILIP F. POPOLLA 
Imports—Lapidary 


33 W. 46th ST. N.Y. CITY 











NICKEL SILVER 
PHOSPHOR BRONZE 


THE SEYMOUR MFG. CO. 


SEYMOUR, CONN. 











ENAMELING 


ON YOUR 
EMBLEMS and NOVELTIES 
SEND THEM TO 


MANUFACTURERS SUPPLY CO. 








174 Chestnut St. Providence, R. |. 





Symmetalic 
(Karat Gold on Sterling) 
and STERLING SILVER 
REAL STONE JEWELRY 
Sold direct to retcilers 


W. E. RICHARDS CO. 


ATTLEBORO, MASS 








SAVE AND BUY WAR BONDS 
STERLING SILVER IDENTIFICATION BRACE- 


SAFETY CATCH .................... Boxed $6.00 
STERLING WING & PROPELLER ee» —y V4 
Ox 


CEMENTING OR SOLDERING TO ANY PIECE 
OF SE WEERY «nore ccscscrsicince $1.00 to $3.00 
FOR COMPLETE 








SEND List 
H. L. HIRSH & CO., 183 Eddy St., Providence, R. 1. 








DIXIES 


STERLING 








MASSACHUSETTS 
SCHOOL OF OPTOMETRY 


Four-Year Day Course 


For further information address 
Administrative Office 


1112 BOYLSTON STREET 
Boston, Massachusetts 





qJ. Baron Mason has bought the 
jewelry store of W. Ray Bullen of West- 
boro, Mass. 

q Adolf Meller & Co., Providence manu- 
facturers of stones, has been awarded 
the Army-Navy “E”. ~ 

4 A number of Providence jewelry man- 
ufacturers are planning entirely new 
lines for after Victory Day, they told a 
JC-K representative. 

q Recently elected to the common coun- 
cil of Quincy, Mass., was Carl W. An- 
derson, manager of Lamb Jewelry Co., 
Ine., 1462 Hancock St. 

q All D. C. Percival & Co. employees 
took a week’s vacation in January—this 
in addition to the two weeks which they 
are allowed in the summer. 

q Norman H. Heyes, manager of D. C. 
Percival & Co., 873 Washington St., 
Boston, and L. F. Percival, Sr., were 
in New York on a buying trip in Janu- 
ary. 

q W. Howard Renfrew, Boston retail 
jeweler at 110 Tremont St. has gone 
into the Navy. His store will remain 
open, however, during Mr. Renfrew’s 
absence. 

q A post-Christmas survey of Providence 
retail jewelry stores shows that while 
stocks are badly depleted, most retailers 
do not expect to feel the real pinch 
until summer. 

q Selma Gorelick, who has been work- 
ing in the Boston office of Swartchild 
& Co., at 387 Washington St., for sev- 
eral months, is now returning to the 
head office in Chicago. 

q Mrs. Ella J. Bird of Peterson’s, Inc., 
in Needham, and secretary-treasurer of 
the Eastern New England Guild of the 
American Gem Society, has been ill at 
home for several weeks. 

q The J. M. Hall Co., which was re- 
cently burned out of its Providence 
offices at 235 Eddy St., has ‘a new loca- 
tion. The manufacturing firm is now at 
85 Sprague St. in Providence. 

q Mrs. M. Payson of Portland, Me., has 
bought out the jewelry store of William 
E. Sutherland in Concord, Mass. Mr. 
Sutherland had been operating the store 
formerly run by Roland J. Crowse. 

q Providence jewelry manufacturers re- 
port the present influx of buyers is one 
of the largest on record. Manufacturers 
are “doing what we can” but most buy- 
ers are finding the pickings comparative- 
ly lean. 

q In one of the biggest robberies ever 
suffered by a Providence firm, thieves 
ransacked the Quality Plating Co. plant 
at 140 Chestnut St. on Jan. 4 and escaped 
with $21,000 worth of jewelry. Thomas 
Tanury, owner of the firm, said half of 
the loot was sterling. 

4 Among Boston jewelers closing early 
on the day before Christmas were A. 
Stowell. & Co., Bigelow-Kennard Co., and 
Thomas Long Co., who notified their 
customers through newspaper advertise- 
ments that their doors would close at 
2:30 in the afternoon. 

q The January meeting of the Eastern 
New England Guild of the American 
Gem Society in Boston was held on Jan. 
13. Forest Davidson, of Thomas Long 
Co., presiding. Dr. Edward Wiggles- 
worth conducted a quiz on precious 
metals and their alloys. 

q The Special Metal Parts Co. is a new 









Providence manufacturing firm 
offices at 85 Sprague St. The com 
will manufacture metal shells and | 
rels for pens and pencils, ag 
other metal part products. Manages 
the firm is Lester W. Ballou. ~~ 
q Name of the Frank N. Nathap § 
480 Washington St., Boston, hag } 
changed to Church Co. R. B. Chums 
president and general manager, * 
does not represent a change in ow 
ship, however, but merely a chang 
name, since Mr. Church has been } 
of the Nathan Co. for some time, 4 
q Knut H. Anderson, president j 
treasurer of Knut H. Anderson | 
Inc., retail jewelry firm of Worees 
Mass., was feted recently by 60 
cester citizens, including the mayor, 
occasion was Mr. Anderson’s 70th bin. 
day. Mr. Anderson received a talk 
lamp from his friends and his wife , 
bouquet of roses. 

q More than 2500 children of Worcs. 
ter, Mass., had their Christmas mak 
merry by the Whalen Jewelry Co,, % 
Main St. Whalen’s has helped Wore. 
ter boys and girls celebrate with , 
Christmas party for five consecutiy 
years. The children received 
candy, and doughnuts, and had a pe 
sonal visit from Santa Claus. 

q New students at the Gemological h- 
stitute, 69 Newbury St., Boston, includ 
Miss Clara E. Thompson, of R. C. Real 
& Co., Inc., who is taking the diamoni 
course; Richard Diver of Pondrie 
jewelry store, New London, Conn, wh 
is taking the C.G. course; and Elme 
J. Kipp of J. & S. S. DeYoung who} 
taking a graduate member course. 

q Standing of the Boston Jeweler 
Bowling League as of Jan. 10 was; top 
team, E. H. Saxton Co., 24 games won, 
4 lost, Thomas Long Co., 28 won, 5 lost; 
Harkins & Murphy Co., 19 won, 9 lost 
High team for three strings, Thoma 
Long Co., with a score of 1470. 

also held the high score for a single 
string, with 512. High scorer for thre 
strings, Leroy C. Clark of Long’s, wih 
352, and for single string, with 183, 
q.C. Alden Aldrich, who for the past 
eight years has been manager of th 
Providence office of S. Nathan & Ob, 
Inc., at 40 Fountain St., will now cover 
the west coast area for the firm. He 
will make his headquarters in Seattle, 
and his territory will include Los At 
geles, San Francisco, Pasadena, Port 
land, Seattle, and other western citits 
Miss Celia Kapelow, who has been with 
the firm for five years, will have charge 
of the Providence office, and Lambert 
Wallenstein will from time to time cover 
the Providence area. 

q The annual banquet of the Bost 
Jewelers Club, to be held at the Copley 
Plaza on Feb. 5, appears headed for it 
largest attendance in years, according 
the general dinner committee. Amoig 
invited guests were Gov. Leverett 
tonstall of Massachusetts, Mayor Mat 
rice J. Tobin of Boston, the Hon. Fret 
erick W. Cook, Secretary of State; loti 
representatives of the armed _ service 
and P. M. Fahrendorf, president 
general manager of the Jeweters’ Cmet 
LAR-Keystone. The general dinner com 
mittee included L. Blaine Libbey, pret 
dent of the club; John S. Kennart 
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STRANGELY ENOUGH 


by John McGinn 
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184 B.C. SPECIF 
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WAN mericas FIRST CLOCK FACTORY DATES 
FROM 1803, WHEN EL! TERRY CONTRACT- 
ED TO MAKE 4000 WOODEN CLOCKS 

IN THE NEXT THREE YEARS,“ PENDULUM 
DIAL AND HANDLE INCLUDED FOR $4.00 
EACH ”/ BEFORE LONG TERRY WAS 

SELLING 12,000 CLOCKS A YEAR. IN 
1814 HE PERFECTED THE SHELF CLOCK / 






40% 


That’s the Dividend This Company 
Is Currently Returning on 
Jewelers Fire Insurance Policies! 


Hep 10 Dic 
Tne Axis GRAVE, 
Buy More Bonps 
With Waat You Save! 


Pian now to take thot next renewal with this, 
THE JEWELERS OWN COMPANY 
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Sold only direct 
to Retailers 
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WELLS MFG. CO., ATTLEBORO, MASS. 





* 250 Sterling Charms in Illustrated Catalog on request 
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Walter Galli, creator of this series, will resumé “Strangely Enough” next month. Artist Galli has been honorably 
discharged from the Army after serving alt Guadalcanal. 





vice-president; Carl. Lawton, secretary ; 
§. Gould Cook, Allen Davidson, Sturgis 
Rice, August Sweetland, William L. 
Stone and Ellsworth Read, of the board 
of directors. 

4 The series of advertisements by Shreve, 
Crump & Low Co., Boston, appealing 
for blood donors for the Red Cross was 
highly appreciated by that organization. 
These advertisements were unsolicited, 
explained Wesley Fuller, director of the 
blood donor center of the Red Cross. 
Shreve’s_ volunteered to run them. 
“They were among the most effective 
pieces of advertising ever presented in 
our behalf here in Boston. Many people 
spoke to us about them. They helped 
us a great deal and we are extremely 
grateful,” Mr. Fuller said. He stated 
that the Boston center’s quota is 6000 
pints a week. The. Red Cross has no 
money to appropriate for advertising, 
since all funds are tagged for relief. 
therefore, they are dependent upon 
patriotic firms and organizations, such 
as Shreve’s to bring their message to 
the public. 5 

qA delegation from the Massachusetts 
and Rhode Island Retail Jewelers Asso- 
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ciation met with Senator David I. 
Walsh at the Hotel Lenox on Jan. 7 
to present the viewpoint of New England 
jewelers on the subject of the proposed 
20 per cent tax on retail jewelry sales. 
Among those present at this meeting 
were: Nathan Alberts of I. Alberts 
Sons; Sidney DeYoung of J. & S. S. 
DeYoung; Sam Goldstein of the Gold- 
land Jewelry Co.; Blaine Libbey of Mil- 
ford; Frank Libbey of Smith-Patterson 
€o.; Forest Davidson and AHen David- 
son of Thomas Long Co.; Harold T. 
Partridge of Trefry & Partridge; 
Adrian Lesperance of Bigelow-Kennard 
Co.; Frederick T. Widmer; Frederick 
Bird of E. B. Horn Co.; Mr. Blakley 
of The Traub Co.; Messrs. Stanley C. 
Hilton & McKenney of A. Stowell Co.; 
and Stuart McKenzie of D. C. Percival 
& Co. The group would have met with 
Senator Lodge, but were unable to do 
so because the Senator was ill. “What 
the results of this meeting will be is 
hard to determine,” says Mr. Partridge, 
“but it was a good opportunity for the 
jewelers to meet one of their United 
States Senators and present their argu- 
ments. 





4 


REED & BARTON 


SILVER POLISH 


A superior polish—made by sil- 

veseanans for jewelers’ use and re- 

sale. 

Preight now prepeid in U. 8. in 
lo Jeweler 


REED & BARTON - Taunton, Mass. 


ENGRAVING - ENGINE TURNING 
DESIGMNG - BROCADING 
* 


NORTH ATTLEBORO ENGRAVING CO 


ATTLEBORO FALLS, MASS 













22 Patterns Sterling Stiver 

ANCHEST 
SILVER COMPANY 

Providence Rhode Island 
















































Critical metals, steel — brass—nickel 
— lead — cadmium— zinc—etc., have 
gone to war. 

The nation’s labor has followed, de- 
voting their efforts to the production 
of necessary war materials and essen- 
tial civilian goods. 

Let the dollars join in this Home 


Front effort to insure the Victory— 
BUY WAR BONDS. 


F. H. NOBLE & COMPANY 


Manufacturers 
559 W. 59th St., Chicago, Illinois. 





Gold=Silver 
PLATING 


“ASK ABOUT” 


[HODAN IZE 


TRADE MARK REG. U. S PAT. OFF 





Silverware 


REPAIRED & PLATED LIKE NEW 


Swartz & Co. 


10 S, Wabash Ave. CENtral 6089 





























@UR WORK COSTS NO MORE THAN 
ORDINARY WORK 
BECKER-HECKMAN CO. 
29 E. Madison St. 


172 


CHICAGO, ILL. 





é 


q Edward T. Williams, of The Ball Co., 
58 E. Washington St., ill since Nov. 15 
is again on the job and will soon con- 
tact the trade in his territory. 

q Louis Radt is the new middle-west- 
ern sales representative of Jacobson 
Bros., New York diamond firm. He 
has established offices at 31 N. State 
St., and will cover the entire mid-west 
area. 

q Fred Gottlieb, of Frederick W. Gott- 
lieb & Co., 55 E. Washington St., and 
Mrs. Gottlieb spent three weeks in Cali- 
fornia with their son, Pfc. Richard H., 
U. S. Marine Corps, who was on fur- 
lough in Los Angeles. 

q Emil Noel, wholesale jeweler of 29 
E. Madison St., and Mrs. Noel left Chi- 
cago on Jan. 6 to visit their son, Capt. 
Albert Noel who is in the Army hos- 
pital at Chickaska, Okla. They expect 
to spend several weeks in the south be- 
fore returning. 

q Spaulding & Co., located in the Drake 
Hotel Building at 959 N. Michigan Ave., 
suffered a loss of about $14,000 when 
their display window was smashed. Three 
rings valued at $3500 were found among 
the broken glass on the payment but 
firm officials said that approximately 
$14,000 worth were lost. 

q Charles G. Brown, of Stein & EIl- 
bogen Co., 55 E. Washington St., has 
been named Chicago director of the Na- 
tional Jewelers Board of Trade to suc- 
ceed the late Sidney Y. Ball. The other 
Chicago district director is John M. Big- 
gins, Elgin National Watch Co., 35 E. 
Wacker Dr., who has served for several 
years. 

q At a recent meeting of the directors 
of Stein & Ellbogen Co., Charles Ell- 
bogen was elected president to succeed 
his late brother Albert. Other officers 
elected are Charles G. Brown, vice-presi- 
dent, Otto Lieberman, vice-president, 
and R. B. Dehnert, secretary and treas- 
urer. The officers and Joe S. Stein con- 
stitute the board of directors. 

q Paul H. Hildebrand of the Cambridge 





JSA Is Working For Reduction 
In Jewelers’ Insurance Rates 


Prompted by the belief that the ser- 
vices performed by the Jewelers’ Secur- 
ity Alliance in crime prevention and de- 
tection have materially decreased the 
amount of crime committed against jew- 
elers, the Alliance believes that the re- 
cent better loss experience should make 
possible a downward revision of jewelers’ 
insurance rates. 

In order to have necessary facts to 
present the case to insurance companies, 
the Alliance has made a survey of jew- 
elry firms regarding their insurance cov- 
erage and recent losses, which has been 
put into statistical form. 

The data is expected to be ready 
shortly, and it is hoped that favorable 
action will result. If the Alliance can 
succeed in accomplishing this purpose it 
will have added one more achievement 
to the many for which the industry is 
already indebted to this vigorous organ- 
ization. 


Say: “How about tacking a War 


Bond on your bill?” 





Glass Co. is the new presid 

15th Floor Club of the Mere 
Mart. Other officers elected at 
ner meeting in the Merchants and May 
facturers Club last month were Hary 
A. Neville, Harry A. Neville Co first 
vice-president; Conrad J, yw, 
Heisey Glass Co., second vice-presj 
Elsa Haeger, Haeger Potteries, 
secretary-treasurer. Miss Virginia 
of W. C. Owens, Ine., was chosen 4 
chairman of the executive board, Nm 
members of the board are Fred T, Ry 
shaw of Duncan & Miller Glass Co, and 
Norval O. Slater, of Fostoria Glass (y 
q The Credit Jewelers Association r 
Chicago held their January 
dinner meeting at the Covenant Club@ 
Jan. 5, with president Valentine Tong 
presiding at the business session. Afip 
routine business, President Jones intro. 
duced Mr. Ralph Nelson, Recreation 
Director of the four servicemen cente, 
in Chicago, who gave a talk on the m 
tivities of these Chicago hospitality om. 
ters for men of the armed forces yigt 
ing this city. Widen Bros., Wabash Ave, 
and Adams St., were elected to mp. 
bership. Secretary Ben Halper's 
ised surprise was two tickets to the 
“Oklahoma,” and the lucky name dram 
from the box was that of B. Weiss, 
W. Randolph St. 


Canada Lets Up on Restrictions 
On Jewelry, Sterling Flatware; 
Says More Metal Now Available 


A greater choice of sterling silver flat 
ware and jewelry will be made availa 
to the Canadian retailers by the rela. 
ation in Canada of restrictions governing 
their manufacture, according to an @& 
nouncement by the Dominion adminis 
trator of jewelry. 

The necessary metals are now available 
and it is expected that increased produc 
tion will use up no additional labor, 

The original restrictions allowed mam 
facture of only 25 per cent of the é& 
signs filed by the manufacturer with th 
administrator. It has now been amendei 
to allow production of 35 per cent of th 
designs listed in the former order ai 
any new ones subsequently approved. Te 
same restrictions prohibited the mam 
facture of a great many articles of jewe 
ry, such as baby rings and tie pins. At 
ticles such as these may now be producti 
in a limited number of designs. 

Statements showing the design, ail 
stating selling price and other partite 
lars of articles which a manufactutt 
plans to produce must be filed with i 
Canadian administrator. 


A. P. Miller, jeweler of Mt. Sterlimg 
Ky., has opened in a new location in te 
Winn building. 








Your JopBerR HAS & 


NEWALL 3} 
“Quality Findings"C 


The Newall Mfg. Co. - Chicago 
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They’re In the Army Now 














—— 
_ Rutherford watchmaker of At- 
= et is a machinist’s mate in the 
rd. 
Oat eWACS is Cleo McDonald for- 
per saleswoman at Kay’s credit jewelers, 
Tex. 
- ce, formerly a watchmaker for 
p, J. Kramer, jeweler, Salida, Col., is in 
the Navy at Farragut, Idaho. 
In the Army is Sidney H. Geller, for 
many years western representative of the 
Lasko Strap Co. of New York. 
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muh 4A. C. Lamb, Jr. son of A. C Lamb, 

Neve retail jeweler of Perry, Okla., is in the 

Ree § Army and is at Camp Roberts, Calif. 

» and Jack Zachary, former manager of 

6 Ca Lloyd’s, Inc., credit jewelry store at 

“ty Martinsville, Va., has been promoted to 
sergeant. 

a George Griesser, Jr., son of jeweler 

Atte | George Griesser of Cheviot, Ohio, is now 

nfry. § stationed at Miami Beach. He is in the 
Air Force. 

. Corp. Al Hoffman, former salesman 


for Samuel Lashof & Co., Philadelphia, 
has been transferred to a fighter squad- 
ron at Kissimmee, Fla. 

(Lt. Edgar J. Gording, son of Ben- 
iamin Gording, retailer at 716 Sansom 
§t, Philadelphia, has been serving in 
the Army in London since last May. 
(Charles Payne, Shumer Bros. Co., Cin- 
cmati, reports that his son, Thomas E. 
Payne, has been promoted from corporal 
to sergeant. He is stationed at Camp 
| Wheeler, Ga. 

{Louis Lane, son-in-law of Harry 
Scher, at whose store at Little Rock, 
Ark, he once worked, is in the Army Air 
Corps. He is with the Ferry Command 
and is stationed at Memphis, Tenn. 
(Herbert N. Block, proprieter of Her- 
bert’s Credit Jewelers of Kenosha, Wis., 
was inducted into the Army on Sept. 
15. He left for Camp Granton Oct. 6. 
Arthur Lawrence is managing the store 
in his absence. 

( Roscoe H. Riley, retail jeweler of Wel- 
lington, Kan., has two sons in the Army. 
One, a former watchmaker, is a staff 
sergeant in the Air Force and specializes 
in delicate instrument repair; the other 
is a technical sergeant and is now over- 
seas, 


(E. J. Tipton, owner of the Tipton 
jewelry store, Shawnee, Okla., is in the 
Navy as an aviation instrument worker, 
and is stationed at Chicago. Oscar Bra- 
more, salesman for the firm for the past 
five years, is also in the Navy, and is at 
Norman, Okla. 
(Albert J. Keppel, formerly manager 
of Joseph DeRoy & Sons’ 544 Smith- 
field St. store, has been taken into the 
U.S. Army Air Corps and is stationed 
at Greenboro, N. C. Two boys from this 
store now in military service brings the 
total of all Joseph DeRoy stores in the 
city up to nine. 
( Ray Emmett, junior watchmaker, en- 
-§ gtaver and jeweler at the store of Ray 
§ De La Mater, McAlester, Okla., is in the 
Navy and is stationéd at the Navy Pier 
Training School, Chicago, where he is 
ip ‘king an aviation and engine course. 
He holds a CAA license as ground in- 
structor in airplane instruments. 
4 F. R. Budlong, president of the White 
Mfg. Co., jewelry manufacturing firm of 
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North Attleboro, has been commissioned 
a second lieutenant in the Army Ord- 
nance Department. Lieutenant Budlong, 
who received his commission on Dec. 31, 
enlisted in the Army last April and 
trained at the OCS at Aberdeen, Md. 


qErvin Harmon, former salesman for 
Klein Bros. Co., Cincinnati, has been 
commissioned a second lieutenant in the 
Army Air Forces. Nearly two years ago 
he left the road to become a private in 
the Army and several months ago quali- 
fied for Officers’ Candidate School at 
Miami Beach, Fla., from which he grad- 
uated Nov. 13. 

q Lt. Robert K. Swartchild, formerly of 
Swartchild & Co., Boston, visited his 
family in Chicago during a holiday leave. 
He is stationed at Presque Isle, Me. He 
stopped in to say hello at the Boston 
office on his way back. The Boston office 
has also had a visit from Frank Kagen, 
now in the Army, and formerly in the 
shipping department at Swartchild’s in 
Chicago. He is stationed in Boston. 


q Benjamin Schneider, Jr., has what it 
takes when it comes to doing a job for 
his country. He’s the son of Benjamin 
Schneider, retailer at 1413 Vine St., 
Cincinnati. Young Benjamin wanted to 
serve like his father, who is a veteran 
of World War I. He applied at the 
Cincinnati Marine recruiting office but 
was turned down because he was only 
17—then he tried at the Marine office 
at Bowling Green, Ky., and got the same 
answer, “No.” Finally accepted in the 
Army at Ft. Thomas, he was discharged 
shortly after because of an injury re- 
ceived in training. To return to service 
he enlisted the aid of the Disabled 
American Veterans, but with no success. 
Still determined, he appealed to Presi- 
dent Roosevelt, then hitch-hiked to 
Canada where he was turned down by 
Army officials because of his U. S. 
Army injury discharge. But the story 
has a happy ending. Ben was accepted 
for duty overseas by the American Field 
Service, and is now on his way to “some- 
where in the Far East.” 


Jewelers’ Instalment Accounts 
Drop Again; Collections Rise 


Jewelry stores’ installment accounts 
outstanding at the end of September 
dropped for the ninth consecutive month. 
Accounts dropped to 44 per cent, com- 
pared with 45 per cent in August 1943 
and 64 per cent in September 1942 (Dec. 
31, 1939 being figured as 100 per cent). 

Jewelers’ collection ratios held: at 33 
per cent, same as August 1943, but con- 
siderably bettering the 26 per cent col- 
lection ratio of September 1942. 





WPB Says Output of Jewel Bearings 
Has Risen 370 Per Cent in Year 


Although 10 months ago there was a 
critical shortage in bearings for aircraft 
instruments, WPB declared, all require- 
ments are now being met, and it is prob- 
able that the need will not increase in 
1944. However, WPB hopes that pro- 
duction will continue at its present level 
to stockpile a six to nine months’ supply 
of bearings. 








CHAS. ASCHERMAN 
AND COMPANY 


Wholesale Jewelers 





503-7 Hippodrome Bldg. 
CLEVELAND 14, OHIO 








FEINSTEIN BROS. 


+ Jobbersin + 
Watch Materials and Supplies 
Federal Finished Crystais— 
Optical Goods 


5 South Wabash Ave. - - Chicago 


WATCHES—New and rebuilt 

WATCH CASES—A case for every 
movement 

STRAPS for any case 

WATCH and RING BOXES 

J-B WATCH ATTACHMENTS 

TOOLS—New and used 

ZENITH Cleaning and rinsing 
solution 

NEW ADDITION to our repair 
department 

SEND your movement—we will 
rebuild in the latest style case, 
with modern dial. 


HIGHEST PRICE paid for old and 
new movements and tools 











ORDER 
JEWELRY 
BOXES NOW _#& 


WHILE OUR STOCKS 
ARE COMPLETE 


HENRY PAULSON & CO. 


] 
cHIc aco "Miyy” 


37 $0. WABASH AVE 










WANT ADS 
It pays to use Jewelers’ Circular- 
Keystone Classified Ads 











ficme WATCH CO. 


5S S.WABASH AVE. CHICAGO ILL 


USED WATCH 











USED MOVEMENTS 1 
Good Condition 
Good Dials 2 
O-Size Elgia, 
J 92.0018) $3.50 
TJ, $3. 
18 Size Hunting, THE PRICE OF 
Elgin, Waltham NEW MATERIALS 
7J,$1.25—15J, $1.75 
18 Size O.F. Wheels, pinions, 
Elgin, Waltham — pallet forks, etc., 
75,$1.50—15J,$2.00 | for all watches. 
Size o Wal- | Send sample of 
tham, Hunting what you want! All 
tty rsa Guaranteed! Remit 
. isfactory. 
6J.$2.00—18J,$2.50 only if satisfactory 
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WE specialize in special 
order work. Send us your 
specifications. We'll sub- 
mit a design without 
obligation. 


THE SCHUMER BROTHERS C0. 


Manufacturing Jewelers 
5 E. Third St. Cincinnati, Ohio 











DIAMOND-CUTTING 
EXPERT WORK 


-®Y Me) 041 3 


LITWIN & SONS 
114 West 6th Stree!, Cincinnati, Ohio 








KLEIN BROTHERS 
COMPANY 


WHOLESALE JEWELERS 


ENQUIRER BLDG. CINCINNATI, O. 











Harry Greenwold Co. 


The House of Quality and Service 
IS WEST 7th STREET, CINCINNATI, OHIO 


VIRGIN Diamonds 


CELLINICRAFT Jewelry 


ELGINS @ HAMILTONS (Zones S} 

Lines of quality and style that give you pro- 

tected profit. You can recommend these lines 
to your customers with confidence. 








PROMPT SERVICE ALWAYS 


GERWE-BROWN CO. 


Wholesale Jewelers 


CINCINNATI 
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4 On leave of absence as Cincinnati 
representative of the Waltham Watch 
Co., Lars R. Ollson is for the duration 
serving the Office of Price Administra- 
tion. He is employed in the investigation 
department of the Cincinnati district 
office. 
4 It seems that Gruen Watch Co. ath- 
letic teams are always first rate. The 
Gruen girls’ basketball team has been 
bowling over local competition and is 
now being groomed for the national 
championship, it being conceded that it’s 
the strongest in this section. 
q Julius D. Jacobs and J. D. (Buddy) 
Jacobs, Jr., of D. Jacobs Sons Co., 
travelled to Chicago to attend the Chi- 
cago Jewelers’ Association dinner Jan. 
8. E. B. Jacobs spent the first two 
weeks of January in the East on a buy- 
ing trip. The firm’s salesmen will ven- 
ture on the road for the first time since 
last September, on Feb. 1. 
q Raymond Hanser who has opened a 
new jewelry store at 515% “Madison 
Ave., Covington, entered the trade in 
an unusual manner. For 20 years he 
was ren in a machine shop but 
during that time he learned watchmaking 
as a Sideline. Gradually he became in- 
terested in other phases of the jewelry 
business until finally he took the advice 
of his friends and opened his own place. 
4 A destroyer escort has been named for 
Pfc. Edward H. Ahrens, former employee 
of the Wadsworth Watch Case Co., Day- 
ton, Ky., who was killed during the 
Marine attack on Guadalcanal. Pvt. 
Ahrens, who was among the first to 
land, fell during the first few hours 
of battle but killed nine Japs as he 
lay mortally wounded. Wadsworth em- 
ae contributed generously so that 
is parents, Mr. and Mrs. Albert H. 
Ahrens, could attend the ship’s christen- 
ing. Mrs. Ahrens broke the bottle 
across the ship’s bow. In addition to 
the Purple Heart, Pvt. Ahrens received 
two posthumous citations—one from 
President Roosevelt and one from Lord 
Halifax. 
q There were few vacant chairs at the 
table when the Town Criers gathered 
at their annual meeting Jan. 6 to review 
activities of 1948 and to make plans 
for the new year. New officers of the 
salesmen’s group are: Harry Schwett- 
man, Gruen Watch Co., president, Mel- 
vin Hesse, Harry Greenwold Co., first 
vice-president; Al Beghardt, Litwin & 
Sons, second vice-president; Harry 
Crouch, Wallenstein-Mayer Co., third 
vice-president; J. Charles Hummell, 
Gerwe-Brown Co., secretary, and Robert 
Hengehold, Rosfelder Bros. & Co., treas- 
urer. Accepted as new members were 
Robert Rhoten, Parker Pen Co., B. L. 
Shackelford, Krementz & Co., and Joe 
Nienaber. Among out-of-town visitors 
were Sam Young, of Elgin American, 
F. L. Antenucci, Schaefer Pen Co., and 
Percy Lucas, of Rosfelder Bros. & Co. 
q Mapping out plans for 1944, the 
Wholesale Jewelers & Manufacturers 
Association gathered at their annual 
meeting Jan. 11 at the Hotel Alms. 
Members vowed to start a blood dona- 
tion campaign, and to continue, as in the 
past year, to give to the Red Cross and 
USO to the extent of the group’s finan- 
cia] ability. 

Guest speaker was Fred A. Bullock, 





How many veterans of the jewelry indushy 
remember when this was the proper garb for 
a well-dressed "man on the road?" Accord. 
ing to George W. Detmering, Cincinnati, 
it was more than 50 years ago when he non. 
chalantly struck this pose for the camera, 
and tipped that gleaming topper over his 
éye. Mr. Detmering, who on Jan. 12 cele 
brated his 80th birthday, is still an active 
jewelry salesman. He began in the jewely 
business when he was 15 years old, and now 
has 65 years of service to the industry to 
his credit. For the past nine years Mr. Det 
mering has represented Rosfelder Bros, & 
Co., Cincinnati. And he emphasizes that 
he is no armchair salesman. His many 
friends in the field can testify to that. 





president of the New England Manufac- 
turing Jewelers & Silversmiths Associa- 
tion. He warned against expecting “mir 
acles” in obtaining raw materials in 194. 

Al Wallenstein, Wallenstein-Mayer Co, 
was reelected president. Also chosen to 
serve again as officers were Edward 
Brunst, Gruen Watch Co., vice-president; 
Arthur Hirschfield, D. Jacobs Sons Co, 
secretary; Earl Bosse, Oskamp Nolting 
Co., treasurer. Directors are Al Sauer, 
A. Sauer & Co.; Robert Seifert, Albert 
& Seifert Co.; Charles Dispecker, M. 
Schwab Co.; Herbert Schwab, and Max 
Litwin, Litwin & Sons Co. 





Protests of ringless brides to the Lon- 
don board of trade have resulted in an 
order for doubled production of wedding 
rings. 
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THE D. JACOBS SONS CO. 
Wholesale Jewelers 


811-13 RACE STREET 
CINCINNATI 2, OHIO 





DISTINCTIVE 
JEWELRY 
WATCHES 
DIAMONDS 
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psott, 93, former Maiden 
Iry manufacturer, died Dec. 
apn toni at his home. Mr. Abbott 
as the inventor of the calculagraph, the 
: trument which records the time on toll 
le hone calls. Shortly before his death 
he 2 honored at the convention of the 
National Association of Manufacturers. 
Mr. Abbott was a former president of 
the Jewelers Security Alliance. 
Ina Bannows, 83, retired president of 
H. F. Barrows & Co., Inc., North Attle- 
oro, died at his New York City home 


on Jan. 12. 
Gusrave Basruerm, 73, president of 


Hear} Wilkins & Co., Pittsburgh, died 


Henry A 


in ny General Hospital, Dee. 11. 
As head of the Wilkins company, he op- 
erated stores at 615 Liberty Ave., East 
Pittsburgh, Ambridge and Homestead, 
Pa. 
Georce Cox, 81, retail jeweler in Black 
Wis. died Jan. 2 in a Madison, 
Wis. hospital. Mr. Cox served his cus- 
tomers in Black Earth for more than 60 
years. 
Cuantzs A. Howmes, jeweler of New 
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Where to Buy 
IMPORTED 
China and Glass 








JUSTIN THARAUD, Ince. 
129 Fifth Ave., New York City 


ROYAL ALBERT 
Englixh Bone China 


MYOTT’S 
English Staffordshire Ware 








PAUL A. STRAUB & CO., Ine. 
19 East 26 Street, New York 
Importers of 
China, Glass and Earthenware 
Dinnerware, Art Goods, Giftwares 


Murray Hill 3-5460 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 














EDWARD BOOTE 
% & 37 West 28rd St. New York, N. Y. 
Tel. Cramerey 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE 
GIBSON & SONS TEAPOTS 
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ROYAL DOULTON 


h Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 


mS 8. PITCAIRN CORPORATION 
Fifth Ave, New York, N. Y. 
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Berlin, N. Y., died at his home Nov. 27. 


Hvuco O. Huesner, 66, proprietor of 
Hugo O. Huebner & Son, Baltimore, 
died Jan. 13. He was a _ Baltimore 
jeweler for 45 years. 

Joun W. Nem, Jr., member of the 
staff of Brock & Co., Los Angeles retail 
firm, died Jan. 10. 

Harry A. Rosertson, former advertis- 
ing manager of the Jewexers’ CmcuLaR 
before that publication merged with the 
Keystone, died in a hospital in White 
Plains, N. Y., on Dec. 26. Mr. Robert- 
son joined the Jeweters’ Cimcuxar staff 
in 1895, and became advertising manager 
in 1903. He held that position until his 
retirement in 1930. 

Sam Savin, 59, who owned and oper- 
ated a retail jewelry business for 30 
years in Cincinnati, died Dec. 31, a few 
hours after he suffered a heart attack. 

Davip W. Srupson, 57, jeweler and 
silversmith of New Rochelle, N. Y., died 
last month. A resident of New Rochelle 
for more than 40 years, he operated a 
jewelry store at 496 Main St. since 1910. 
He was treasurer of the Westchester 
County Jewelers Association. 


Criarence W. Tuornton, 56, formerly 
with the Jeweers’ CircvuLar-KeystTone, 
died Dec. 27. Mr. Thornton, who was 
born in Hudson, N. Y., was originally 
with the Jewerers’ Cicunar, and re- 
mained with the firm when it merged 
with the Keystone. At the time of his 
death he was with The Lawyers’ Cooper- 
ative Pub. Co. 

Wim G. Van Horne, 78, vice- 
president of Cowell & Hubbard Co., 
Cleveland retail firm, died suddenly Jan. 
2. He had been with Cowell & Hubbard 
Co. for 52 years, and was named vice- 
president 20 years ago. Before going 
with the firm Mr. Van Horne became an 
expert watchmaker, studying watchmak- 
ing in the south and west. 





It's 3 Times for International Silver, 
Third Factory Wins Army-Navy "E" 


The International Silver Co., Meriden, 
Conn., won its third Army-Navy “E” in 
December, when the thanks of the war 
services were bestowed on International’s 
factory E—third of the company’s plants 
to receive the “E” pennant. 

Factories H and R won the prized 
recognition of outstanding war produc- 
tion July 27, 1943. 

Speakers at the presentation ceremony 
were Connecticut’s Gov. Raymond E. 
Baldwin, Staff Sgt. Joseph H. Miller, 
and Brig. Gen. G. H. Drewry. General 
Drewry presented the pennant, and Ser- 
geant Miller pinned token “E” pins on 
six employees who represented the work- 
ers in plant E. 

Also taking part in the ceremony were 
International President E. C. Stevens, 
vice-president Roy C. Wilcox, and Fred 
Stevens, general manager of factory E 
and a director in the company. 

Of the 1000 workers in factory E, 184 
have been with the firm for 25 years or 
more, 18 have been there at least 50 
years, and 48 per cent have been with 
International for at least 10 years. 

International now makes some 80 items 
for the Army and Navy. 





Harvey E. Stahl, jeweler of Somerset, 
Pa., has purchased the Scull building in 
that town. 


Wilson’s Leading Jewelers, Inc., Syra- 
cuse, N. Y., recently featured an atten- 
tion-getting display of copies of the 
world’s fabulous diamonds. In the dis- 
play were reproductions of the Great 
Mogul, the Koh-i-noor, the Hope, and 
other super-size gems. Wilson’s also 
showed diamonds in the various stages 
between the rough and finished gem. 









Where to Buy 
AMERICAN 
China and Glass 











rine CRYSTAL ano BENT GLASS 
Giftware of Distinction 


KENSINGTON, INC. NEW KENSINGTON, PA. 











HAWKES CRYSTAL 
GLASSWARE 
for discriminating 
people—WRITE 


T. G. HAWKES & CO. 
CORNING, N. Y. 
N. Y. Office: 542 Sth Ave. 





OLD WATSRFORD 











THEODORE HAVILAND 
FINE CHINA DINNERWARE 
MADE IN AMERICA 
All Decorations Are Exclusive 


THEODORE HAVILAND CO., INC. 
26 W. 23rd ST. 1550 MERCHANDISE MART 
NEW YORK CITY CHICAGO, ILL. 














ASTLETON CHINA 


INCORPORATED L. E. HELLMANN, President 
DE LUXE TABLEWARE 


for the 


FINE CHINA TRADE 


MADE IN AMERICA ® MADE OF AMERICA 
212 Fifth Ave., New York, N. Y. 








LENOX CHINA 
SERVICE PLATES 


fo 


DINNERWARE 
NOVELTIES 
LENOX Made in America 
LENOX, INC. Trenton, N. J. 








“CARENADE” CRYSTAL 


Stemware, Bowls, Vases, Perfume Bottles, 
ing Accessories 


7 
Send for Mustrated Catalog 


ENRIGHT-LE CARBOULEC, INC. 
160 Fifth Ave. New York City 
CHeisea 2-5558 
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The WatchMaster Watch-rate Recorder is 
proving invaluable to watchmakers who 
are qualifying to purchase them (for the 
above purposes) by helping to turn out 
dependable watch-repair work in less time 


American Time Products 


580 Fifth Ave. Ine. New York, N. Y. 
Distributors of Western Electric Watch-rate Recorders 


Dt ete 


JEWELRY 


PALLADIUM 


Though Platinum has gone to war with other 
strategic metals, we are happy to offer RUTHO- 
PALLADIUM for the duration. Sheet or wire. 


KASTENHUBER & LEHRFELD |: 


NEWARK OFFICE REFIN bis 

21 West 46th Street RY ee 

Tel. Market 2-4480 NEW YORK (19), N. Y. Brooklyn, N. Y. 
Telephone BRyant 9-1060 

BACK THE ATTACK BUY MORE WAR BONDS ’: 
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32 Flushing Ave. 

















Don’t Waste |; 
33 CENTS ™ 
bes 

out of ! 
EVERY : 
DOLLAR /|* 


That's just “a happens if you don't take advan- 
tage of the economical price of 


Zenith Cleaning Fluid 
Made from a reliable time-tested formula, by er 
perts who are thoroughly familiar with the exacting 
requirements of every horologist. 


Zenith Cleaning Fluid 
will accomplish these definite results: 
It will clean a watch faster and better than any: 
thing you've ever used before. 
It will never cause rust—even to the most delicate 
parts. 
It will clean brass to a bright finish—It is non | 
inflammable. 


Zenith Cleaning Fluid | 


Available in two convenient sizes— 
Quart 75c Gallon $2.00 


A generous FREE sample is yours for the asking. A pee 
with your name and address will bring it to you. 


ZENITH CLEANING FLUID CO. 


52 Beekman St. New York7 
Sold By Jobbers From Coast to Coast 
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Part Vil—The Balance Staff 


by L. D. STALLCUP 





OLUMES have been written on the subject of the 
balance staff and how properly to install a new 
daft ina watch. The watchmaker’s time is well spent in 
the study of many of such writings, as most of them are 
jased on actual experience and it now behooves the 
watchmaker, as it does the specialist in any technical 
york, constantly to study his vocation in an effort to 
improve his handiwork. 
High-grade horological schools, for a number of years, 
have been training their students to replace a balance 
staff properly. And to these students we say, continue 
ss you have been trained to the best of your ability. 
Many workmen have received some training from an 
older watchmaker; from associating with other watch- 
makers; and there are some who are “self made,” hav- 
ing started with practically no training, a very meagre 
knowledge, and obtaining much of their experience at 
the customer’s expense, even though they may have the 
best of intentions. 
Thus, we find divers methods of handling the details 
of a staffing job. Regardless of the individual method 
wed, it is most important for each operation to be 
executed with care and exactitude. 
The procedure of staffing, itself, may be divided 
roughly into three parts: 
(1) Removing the old staff. 
(2) Selecting or producing the proper new staff. 
(3) Installing the new staff. 





REMOVING THE OLD STAFF 


With the balance and hairspring assembly out of the 
watch, first remove the hairspring. This may be done 
with two screwdrivers in a manner similar to that sug- 
gested for removing the seconds hand (Fig. 9, part III). 
If you try this (and we don’t advise it), use great care 
s0 that a screwdriver does not slip and nearly ruin the 
hairspring. Some watchmakers advise removing the 
hairspring by inserting a screwdriver in the cut in the 
collet, to open it slightly, then, with an upward twisting 

f Motion, lifting the hairspring off. If you use this method, 
80 €asy on spreading the ‘collet, as you may spread it 
‘oo much or even crack it. Various “hairspring remov- 
ing tweezers” have been placed on the market. Many 
of them serve well, especially on 0/s to 18s watches. For 
the hairsprings on the small present-day watches, the 
workman may easily make a good hairspring remover 
from an old pair of small tweezers, which will be shaped 
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the ABC of Wateh Repairing 





as in figure 51. The jaws “‘A” should be less than 2 m/m 
wide. With this tool in the position shown, a slight 
squeeze will safely lift the hairspring. 

Remove the roller with any of the well-known devices 
for that purpose. 

In so doing, use no procedure which puts the pressure 
of lifting the roller off against the balance arm. The 


2 AT 


Fig. 51. A hairspring remover. 


roller must be supported on some type of anvil against 
which the pressure of removing it from the staff will fall. 

Now, observe if the staff is of the type riveted into 
the balance arm. If so, do not simply set it up in the 
stake and drive it out, even if you have an attachment 
to “hold the balance true.” This method is sure to dis- 
tort the balance arm in any type of balance, and is apt 
to ruin it completely if it is the monometallic type. A 
good mechanic gets that old staff out of the balance with 


Fig. 52. Turning 
off the hub. 











J \ 


the least possible strain coming on the balance arm, and 
no distortion of the arm or the hole for the hub. To 
this end, there are at least three methods of procedure. 
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First. One may turn off the hub as shown in figure 52. 
If the graver is kept properly sharpened and you don’t 
let it slip and burnish the cut, this is an excellent method. 
Turning the hub off, thus, will allow you to almost lift 
the wheel off freely. 

Second. You may turn off the rivet as shown in 
figure 53, with intentions of lifting the wheel off easily 
from that side. It is necessary to undercut the rivet to 


the rivet too severely, he may have spread the hub in 
the balance arm to such an extent that you will still have 


Fig. 53. Turning 
off the rivet. 








to drive the staff out. Attacking the riveted surface, 
itself, with the graver may result in a broken graver 
point. Therefore, it is advisable to start the cut back 
on the hairspring collet seat, undercutting that hard 
riveted portion. Be careful that your graver does not 
“dig,” for if it does so the staff is apt to break off at 
“B” in the lathe. Turn the lathe slowly, in both this and 
the previous methods. 

Third. A method growing in favor for removing the 
staffs from bracelet watch balance wheels consists in 
grinding off the roller table seat and balance hub. In 
this method the balance staff is held in a firm pin vise by 


es 





Fig. 54. Grinding 

off roller table 

seat and bal- 
ance hub. 








its hairspring collet seat, and the other end presented to 
a 2 in. to 21% in. carborundum wheel until the hub is 
ground off almost, but not quite level with the balance 
arm, as in figure 54. Then, placing the balance in the 
stake with this newly ground surface uppermost, a slight 
tap in the center with a dull-pointed punch will knock 
the remainder of the staff out of the balance arm (toward 
the hairspring collet side), leaving a little steel ring on 
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do this. And if the previous watchmaker has hammered 


top. The hole in the balance arm will be foung un. 
damaged. The knack of grinding the hub off jp this 
manner is quickly acquired, and the men who js. it 
claim this method is a great time-saver. 

“Detachable” or “friction” staffs are a type of staf 
which are not held in place in the balance arm essentially 
by a riveted hub, but by fitting friction tight in a hub 
which is a part of the balance arm. Various types af 
these staffs are found in both high-grade and lowe, 
grade watches. 

Staffs of this type made an appearance some 70 Years 
ago in the very high-grade watches made by A, Lange, 

A modern type is exemplified in the Gruen modg 
shown in figure 55. You will note in this one that only 
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Fig. 55. 


the safety roller need be removed before removing the 
staff. Other adjustments receive little disturbance, 
The Waltham “taper shoulder” staff, figure 56, is 
familiar to most workmen. It has proven highly satis 
factory. 
Not all Walthams use this type of staff, nor do ther 
all use the riveted type, and instances have come to 










BALANCE STAFF 
AND ROLLERS, 
ASSEMBLED, 





Dane In Tool. 


Fig. 56. 


notice where a workman has mistaken the taper staf 


and hub assembly for a riveted type and has driven the 
staff and hub out of the balance wheel. Therefore, aftet 
removing the rollers from a Waltham staff, look at the 
then exposed surface of the balance hub and you maj 
readily see whether or not it is the detachable type. 
Square-shoulder friction staffs, of a type shown i 
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ure 57, are found in some Walthams, and in many of 
the later type watches including the late models of 12 
and 16 size Howards, also in the Hamilton 12 size “917” 
and “921,” as well as in their 992 “‘Elinvar” and “992B.” 
These have also proven satisfactory. 

“Grooved” balance staffs made their appearance about 
1939 in American wrist watches. In them we find an 
attempt of their makers to provide a riveting type of 
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Fig. 57. Square-shoulder friction staffs. 


staff, from which the rivet may be knocked off in the 
stake without damage to the balance arm or the hole 
therein. If carefully handled, the grooved staff proves 
satisfactory. 

The Elgin type, figure 58, has a groove in the staking 
shoulder just below the riveting edge. These are found 


Fig. 58. Such a 

grooved balance 

staff is used in 
some Elgins. 





in the later models of Elgin 8/0, all of the Elgin 15/0, 
and the later models of 21/0 watches. 

These staffs may be driven out of the balance in the 
staking tool without any lathe work (figure 59). The 
groove allows the “rivet” to break off as a’ little ring 
when the staff is driven out. 

The Hamilton Watch Co. use the same principle in 
their grade 721, 21/0 size movement. The Hamilton 
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Fig. 59. Removing a grooved Hamilton staff. 
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staff has the “groove” in the shape of a deep recess 
(easily recognizable) in the top of the riveting surface. 
It may be driven out with the stake in the same man- 
ner as the Elgin, without damage to the balance arm 
or hub. 

We recommend, even on any of these “‘grooved”’ staffs, 
the use of one of those “staff-removing” attachments for 
the stake, which holds the balance arm down firmly on 
the anvil of the stake while the staff is being driven out. 

In any case, though, when the rivet on one of those 
grooved staffs is a bit heavy, it may possibly have been 
riveted too heavily by a previous repairman, and it will 
not snap off with a light tap. By all means, these should 
be removed in the manner prescribed for the regular 
riveted staff. 


SELECTING A NEW STAFF 


Selecting the correct staff for any of the present 
American-made watches and many of the better-known 
grades of Swiss watches is comparatively simple, as 
the factories and material houses have provided excel- 
lent data and listings for this purpose. The workman 
should use genuine material from the factory that made 
the watch whenever it is obtainable. 

When you have selected the staff you propose to use, 
first see that the hub fits properly in the hole in the 
balance arm. Under no circumstances should one broach 
out the hole in the arm to fit an oversize staff hub. If 
the hub on the staff is too large, turn it down to fit. 
Neither may one use a staff with a too small hub, as 
heavy riveting to expand it will not cause it to center 
itself in the hole in the arm. You will then have a bal- 
ance badly out of true in the round. 

Next, try the roller table on its seat. It should go on 
about three-quarters of the way easily. If so, it may 
readily be staked into place when you are ready to do so. 

Check the hairspring collet seat. If too large, turn 
it to size. If it is much too small, discard the staff, be- 
cause closing the collet to any extent throws the inner 
coil of the hairspring out of truth, and you will have 
a “wiggle” in your hairspring that will be hard to elimi- 
nate. 

Then, try the staff in its jewel holes. Figure 60 
shows a proper amount of side shake for a good grade 
of pocket watch. More shake (in proportion to its 
size) is allowable in the medium grade bracelet watches. 
If the pivots be too small, or too large, replace the 
jewels with ones that fit properly. Whenever the staff 
pivots are large, the workman is tempted to polish them 
down a little, to fit the jewel. Many workmen can 
nearly duplicate the mirror-like factory polish on a 
pivot, but inasmuch as a polish that is ever so slightly 
imperfect accumulates polishing material in its micro- 
scopic roughnesses, it will eventually grind the jewel. 
Therefore, we strongly urge the workman to fit jewels 
to the factory-polished pivots as found on the staff. 
After you have fitted the hole jewels, put them in place, 
and try the staff for end shake. If some previous work- 
man has bent the balance cock up or down, level it, and 
see how the staff fits. EEndshake may be adjusted by 
using hole jewels with varying thicknesses of shoulders. 
After ascertaining the correct required shoulder on the 
hole jewels, use cap jewels of such thicknesses that, 

(Please turn to page 181) 
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EATS PER HOUR—I understand that watches 

now are made with their balances to make more 
beats in an hour than the watches made about ten years 
ago, and would like to know about this change, why 
it is? (Question No. 5588.) J. T. 


Answer—The statement in your inquiry is too 
sweeping; as if all recent watches are designed to yield 
a rate of beats-per-hour greater than, say, ten years 
ago. The fact is that small bracelet watches, because 
of their wearers’ motions, will give a better perform~ 
ance in timekeeping if the trains and balance-assemblies 
are co-proportioned to make more than 18,000 beats 
per hour, which is retained for pocket watches; and 
some of the larger wrist watches are still made of 
18,000 beats. The recent faster “train” watches are 
usually designed to beat either 19,800, or 21,600 vibra- 
tions per hour, which is respectively 54 or 6 beats per 
second, instead of the 5 beats per second of the 18,000 
train. 


OST PARTS—I read somewhere, years ago, about 

a trick for finding watch parts dropped on the 

floor quicker than just hunting for them, using a pan 

of water. Can you tell me what the method is? (Ques- 
tion No. 5589.) B. C. 


Answer—The method you have in mind is to sweep 
the floor around the bench thoroughly; then drop the 
dust in a basin of water. The lighter matter will float 
on the surface of the water, and any heavier things, 
like metal watch parts, will sink to the bottom of the 
basin. Skim the dust off the water; if the lost part was 
among it, it will have sunk to the bottom of the vessel, 
and can easily be seen and recovered. 


AFETY CATCH—How can I safely and cheaply 

fasten a safety catch to a piece of costume jewelry? 

The enameling and stones wouldn’t stand hard-solder- 
ing a catch on the back. (Question No. 5590.) A. A. 


Answer—Cut a piece of thin metal of fairly large 
area, and bend if necessary to fit where it will form a 
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back for the catch. Hard-solder the catch onto thiy 
backing. Then solder the backing to the piece of cg. 
tume jewelry, with bismuth solder. This melts at mug 
lower heat than even ordinary soft-solder takes, anj 
if carefully used, there is hardly any finish, or ches 
imitation stones, that would be injured by the hes 
required. Bismuth solder is obtained from any jewelery 
supply house. 


YLINDER ESCAPEMENT—One of these fin 
carriage clocks in brass case with plate glass sides, 

and cylinder escapement, is with us for order. Every. 
thing now is O.K., except the escapement sounds out of 
beat. Never worked on cylinder escapement before, and 
must ask how to put in in beat. (Question No. 5591.) 
M. C. 


Answer—This escapement will be in beat when th 
balance, with no power on the escape wheel, will stand 
still with each of the “lips” of the cylinder (which ac 
as the pallets) equally distant from the center of the 
escape-wheel; they should stand so when the hairspring 
is at rest, with no tension on it in either direction. This 
can be brought about by holding the cylinder with bal- 
ance and hairspring on, in a pair of tweezers, placing 
lower pivot over center of upper balance jewel (balance 
cock fastened in place), and the inner side of tweezer 
that contacts the cylinder lips standing across the line 
between the escape-wheel and the balance pivot holes; 
at right-angles to this line. Now turn the hairspring 
collet on its hub, until the stud stands exactly over the 
stud-hole in the balance cock. When the balance-assemt 
bly is replaced in the clock, it will be found to b 
exactly in beat, if the above procedure has been cart 
fully done. 












AIRSPRING COLLET—Is there a safe way 

tighten the fit of a hairspring collet on the stall, 

without removing hairspring from collet? (Question 
No. 5592.) C.L. 


Answer—Yes, provided yeu have in your staking s# 
a punch with cupped face that will contact the bevel 
the collet, but not touch the hairspring at the same time 
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. jg sure to be bent out-of-round. 








There should be clear space visible, depending upon size 
of work and amount of looseness to be corrected, enough 
to prevent risking damage of the spring by the punch. 
Lay the colleted spring on a flat-faced stump; several 
very light taps on the punch will suffice in ordinary 
cases to tighten the collet, at the same time preserving 
its roundness. Attempting this job with pliers is wrong; 
not only is there poor control of pressure, but the collet 
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TEEL TEMPER—What has temper of steel to do 
with getting a good polish on it? (Question No. 
5593.) B. T. 

Answer—Soft steel, unhardened, cannot be given a 
fine polish. Its surface is too soft to properly crush the 
abrasive used, so that the grains have a tendency to 
merely scratch the steel. Fine polishing only begins 
after the abrasive, the oil, and the particles of steel first 
separated from the work, all together are compressed 
into a film on the lap, this film producing the final stage 
of polish—the so-called “black” polish that is the ideal 
in practical horology. For fine polishing, steel is best 
used at a temper between the dark blue, and deep straw 
or light brown colors. 


EAVY TARNISH—We have a set of sterling 

silver salt-shakers for cleaning. After cyaniding 
them, there are still some deep black spots that won’t 
come off. Is there any further solution treatment for 
this? (Question No. 5594.) G. W. 


Answer—We believe that you would save time on 
the entire job by finishing it on the polishing lathe, using 
a small felt wheel-buff, or the end of a felt ring-buff, 
with tripoli; followed by rouge on similar felt buffs, 
instead of using further chemical solution treatment for 
the “local” work on the black spots. Some of the latter 
are apt to be too deeply oxidized to be removed entirely 
by any chemical treatment in a reasonable length of 
time. 


ULPHURIC BURN—One of our men was burned 

by splashing sulphuric acid on his hand. He was, 
of course, sent to a doctor’s office, and fixed up; but 
what we want now is to know what we can best do right 
here in the shop, if such an accident happens again, 
without losing time finding a doctor. (Question No. 
5595.) T. J. 


Answer—The principle underlying proper first-aid 
treatment for chemical burns embodies two essential 
steps: (1) removal of acid by washing with plain water; 
(2) application of some neutralizing agent. The acids 
most likely involved in jewelry-shop accidents are 
hydrochloric (muriatic), sulphuric, and nitric acids. 
In the washing procedure, a continuous flow of water is 
best; hold the injured hand under a faucet, or use a 
hose. If running water is not at hand, repeated renewal 
of water in a carrying vessel is important. After wash- 
ing prolonged enough to have removed any adhering 
acid, apply, by dropping or pouring on the burned sur- 
face, a saturated solution of bicarbonate of soda in 
water. If any considerable area of skin has been burned, 
it is important to turn the case over to a physician, after 
first-aid has been given, as promptly as possible. 
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ONTGOMERY DIAL—wWhat is a Montgomery 
dial, this word is in a catalog, but no picture of 
it. (Question No 5596.) H. B. 


Answer—This dial is of a design patented about 50 
years ago by Chief Time Inspector Montgomery, of 
Atchison, Topeka & Santa Fe Railroad. On it, each of 
the minutes is numbered in figures around the minute- 
circle, the first one after the hour 12 as number 1, and 
on around up to number 60 at the hour 12. The 
patentee’s claim was that a quicker accurate reading of 
minutes could be made than on the ordinary dial. Some 
railroads, besides the A. T. & S. F., ruled that the Mont- 
gomery dial must be used by all operating employees; 
but others didn’t adopt it, their time-inspection authori- 
ties arguing that the minute-numerals slowed rather 
than quickened the perception of time. Since the expira- 
tion of the Montgomery patent, the design has con- 
tinued in use, some manufacturers calling it the “nu- 
merical minute” dial. 


THE ABC OF WATCH REPAIRING 


(From page 179) 


when in place, the tops of their mountings will be level 
with the lower plate and the balance cock, respectively. 
The endshake should be a little less than the diameter of 
the pivot. If more, you will have a sloppy job that will 


time poorly. If less, there is danger of the staff becom- 
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ing cramped due to changes in the position of the cock 
in respect to the lower plate when the watch is exposed 
to severe changes in temperature. 

Thin, frail cases often allow outside pressure to get 
to a movement. When the balance cock is as high, or 
higher than the winding and ratchet wheels, any such 
pressure from the outside will immediately fall on the 
balance cock and stop the watch. Obviously, the remedy 
for such a situation is a stiffer case. Sometimes it is 
possible to bend the case over the balance cock to par- 
tially assure clearance under ordinary circumstances, 
when no other course of action is open. 





The next installment will discuss making a staff and 
installing it; also the ready-made staff in the wateh,. and 
assembling the escapment. 
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Special Notices 


Payable invariably in advance. 


Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 


SITUATION WANTED 75c. for 
9 gs words. Additional word 5c. a 
word. 


Heavy type, $3.00 for first 25 
words. Additional words, 10c a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 


If answers are to be forwarded, 15c. 
extra to cover postage must be en- 


closed. 


Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 


Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 


Special notice forms close 17th of 
month. 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 





To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
100 E. 42nd St., New York 17 


Situations Wanted 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 


YOUNG WOMAN desires position with 
ring manufacturer, or jobber, 15 years’ 
experience, capable taking full charge 
gold office, orders, stock. Address “A., 
4734,” care Jewelers’ Circular-Keystone. 


DIAMOND MAN, married, experi- 
enced, loose goods, also bunch 
rings; finest references; willing to 
go anywhere. Address “A., 4021,” 
care Jewelers’ Circular-Keystone. 


YOUNG WOMAN, 15 years’ office and 
4 years’ retail jewelry experience, also 
some jewelry repair; capable as- 
sistant; dependable; southwest pre- 
ferred. Address “W., 4627,” care Jewel- 
ers’ Circular-Keystone. 


DIAMOND BUYER, also full knowledge 
mountings, colored stones, etc.; highest 
references; salary no object; seeking 
proper permanent connections. Address 
“B., 4666,” care Jewelers’ Circular- 














Keystone. 
WHOLESALER of watches and jewelry; 
man draft deferred with complete 


knowledge of business, desires con- 
nection as inside man; New York pre- 
ferred. Address “B., 4735,” care Jewel- 
ers’ Circular-Keystone. 


SUPER SALESMAN expert on diamonds ; 
over 35 years’ experience watches and 





jewelry industry; initiative, executive 
ability; salary or commission con- 
sidered. Address “H., 4739,” care 


Jewelers’ Circular-Keystone. 








Closing Date 


Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. 








WATCHMAKER, Swiss and American 
specialty; salesman; Bowman gradu- 
ate; draft exempt; 20 years’ 
ence; best of references; sober. Ad- 
dress “L., 4724,” care Jewelers’ Circu- 
lar-Keystone. 





WATCHMAKER thoroughly experienced, 
wishes position in Florida. M. Caine, 
302 W. 12th St., New York 14, N. Y. 





STENOGRAPHERS, 
typists, 
Fulton Agency, 
7392, New York. 


BOOKKEEPERS, 
clerks furnished; no charge. 
93 Nassau St., Cort. 





CLOCKMAKER, experienced on all types 
of clocks; Gentile; prefer New York 
City. Address “F., 4746,” care Jewel- 
ers’ Circular-Keystone. 


WATCHMAKER, engraver, salesman, de- 
sires permanent position; over draft 
age; steady and dependable; state sal- 
ary. ete. J. G., 14 Nolan St., Norwalk, 

onn. 


YOUNG LADY bookkeeper thoroughly 
experienced in the jewelry line; capable 
of taking full charge of office, orders, 
jobs, stones. Address “L., 4679,” care 
Jewelers’ Circular-Keystone. 


DIAMOND MAN of crack selling ability ; 
open for position high grade store; 
salary expected $200 a week; unques- 
tionable reference. Address “F., 4711,” 
care Jewelers’ Circular-Keystone. 


SALESMAN, 20 years’ experience in sell- 
ing and estimating sales; optical ex- 
perience; New York City preferred. 
Address “C., 4745,” care Jewelers’ Cir- 
cular-Keystone. 














THOROUGHLY experienced diamond 
jewelry salesman, for a cash retail 
establishment; position must _ better 


$6,000 per year; classification 4H. Ad- 
dress “E., 4682,” care Jewelers’ Cir- 
cular-Keystone, 


WATCHMAKER, 25 years’ 
Gentile ; experienced on antior® rienes; 
and managing shop or store: Clocks 
consider partnership; New York'¢ 
preferred. Address “A. 4744 = 
Jewelers’ Circular-Keystone, ' “®t. 





STORE MANAGER, better class Wavy 
ment; accustomed most succenstus ‘ 
volume _ operations; minimum ne 
first year $12,000; first class refer 
Address “E., 4707,” care Jeweler, no 
cular-Keystone. 7 Ge 


MANAGER, credit store * executive 
available, thoroughly competent han, 
dling large volume business, f, 
miliar sales, collections, window, 
and advertising. Address “L. " 
care Jewelers’ Circular-Keystone, 


PI 

MANAGER-SALESMAN desires man 
agerial position with live concern tha 
can use a man with 22 years’ experi. 
ence in every. phase of cash-credit 
jewelry; at present employed; south 
preferred; draft exempt. Address “G 
4611,” care Jewelers’ Circular-Keystong 


MANAGER, excellent salesman; thon 
oughly experienced in credits anj 
collections; arranging artistic win 
dows; merchandising; in brief, tak. 
ing complete charge; married, age 
40 years. Address “E, 4730,” car 
Jewelers’ Circular-Keystone, 


MANAGER-SALESMAN, married, draft 
exempt, experienced in every phase of 
credit jewelry business for 15 years 
wishes to make a change; the right 
man for a progressive concern; can 





~- 











furnish excellent references. Address 
“M., 4725,” care Jewelers’ Circular. 
Keystone. 





MANAGER-SALESMAN ; married; avail. 
able immediately; experienced in every 
phase of credit jewelry business; capa- 
ble of taking full charge credits, col- 
lections, stock control and effective 
window trimmer; salary $110, Addreg 
“B., 4742," care Jewelers’ Circular 
Keystone. 


WATCHMAKER, age 45; 25 years’ ex- 
perience; married; capable; managing 
watch repair department; good estima- 
tor; first class workmanship; refer 
ence; consider only permanent position; 
free to go anywhere; prefer west 
coast. V. V. Weymer, 5206 Byron St, 
Chicago 41, Ill. 


WATCHMAKER desires position ina 
reliable store, 15 years’ experience 
on high grade watches; age 35; also 
interested in taking over repair de 
partment on commission or bon 
basis; can present finest references; 
ean start February 15th. Address 
“H., 4715,” care Jewelers’ Circular 
Keystone. 











SUCCESSFUL store manager; 
affiliation reputable credit 
chain; a man _ you'll welcome with 
open arms; $8,000 to start. Address 
“A., 4700,” care Jewelers’ Circular- 
Keystone. 


STORE MANAGER, top flight man; 
available modern jewelry store situated 
southern California; $15,000 to start; 
well worth immediate investigation. Ad- 
dress “C., 4703,” care Jewelers’ Circu- 
lar-Keystone. 


DIAMOND salesman, high class execu- 
tive type; for store doing mostly cash 
business handling upper bracket mer- 
chandise; peak production guaranteed, 
Address “D., 4705,” care Jewelers’ Cir- 
cular-Keystone. 

MANAGER-SALESMAN ; admirably 
equipped; assume full charge active 
credit store; minimum weekly $159; 
very finest references available; loca- 
tion secondary. Address “G., 4712,” 
care Jewelers’ Circular-Keystone. 

















DIAMOND EXPERT, appraiser; mature 
judgment backed by more than 20 
years’ experience; refined; executive 
ability; buyer qualifications; now em- 
ployed. Address “C., 4743,” care Jewel- 
ers’ Circular-Keystone. 





MANAGER-SALESMAN now _ employed, 
available after February 15th; experi 
enced in every phase of the credit 
jewelry business; capable of taking 
full charge of credits, collections and 
stock control; married and out of the 
draft; want to make a change as man- 
ager or salesman; Texas or Louisiana 
preferred. Address “A., 4665,” care 
Jewelers’ Circular-Keystone. 


SOMEONE NEEDS exceptionally quall- 
fied manager cash credit jewelry store; 
20 years’ experience all phases; exces 
lent salesman; effective displayeri 
merchandiser; chain store methods; 
married; draft exempt; 
thority and responsibilities; 
with proposition; well, Mr. Jewelers: 
Address “D., 4736,” care Jewelers’ Cir 
cular-Keystone., 

KEY MAN, age 46, desires affiliatio 
with reputable firm, thorough kn 
edge every branch of jewelry busines 
including watches, materials, ete.; 
covered all key cities in the U. 5, aD 
the past 20 years; enjoy the friends 
of the better class wholesalers; et 
able reputation and first class on 
man. Address “M., 4740,” care Jé 
ers’ Circular-Keystone. 
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gITUATIONS WANTED—Continued 











stores ; 
licated 


ment, 
handled 
e; m 
mK, 4647,” 
Keystone. 


KER, 


A , ’. in fi 
er 30 years’ experience in fine 

man, Vnorough knowledge of 

watches, 


es; can L 
epletimnate, etc., desires connection 


fine store where such work is 
and: proper prices obtained for 
arried; salary $100. 
care Jewelers’ 


first class, high grade 


com- 
baguettes and fine 
take charge of depart- 


Address 
Circular- 





el 


lete charge; 
vedit jewelry, 
vertising, 

racter 


west, 


rogressive 
oar fe Stand appearance; §8 i 
gelling ability; now employed in mid- 
desires change; Ohio, West Vir- 
ginia preferred; salary $85; 
draft exempt. Address “K., 4718,” care 
Jewelers’ Circular-Keystone. 


AGER-BU YER, capable taking com- 


experience 


20 years’ 
ad- 


credit collections 


effective window displays; 


executive of high 
superior 


married ; 





——_——— 


eweler 


put an honest, 


reasons for 
February, 


WOULD LIKE to connect with retail 
j anywhere 
consider California) ; one who would 
truthfully appreciate no bull thrower, 


(would seriously 


loyal and all around 


qualified manager and above average 
salesman, past 50 years young, Ameri- 
can born; there’s not one phase of the 
jewelry business I lack in_ experience ; 
employed at present New Jersey; good 
this change; 
perhaps March; 
unnecessary correspondence please ad- 
vise full details; chiselers, please keep 
away from my 
4741,” care Jewelers’ Circular-Keystone. 


available 
to avoid 


door. Address “Super 








Lines Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





PACIFIC COAST representative desires 
high grade novelty line, 
high class jewelry stores and the better 
grade department stores. 
4622,” care Jewelers’ Circular-Keystone. 


suitable for 
Address “S., 





good line. 


JEWELRY salesman Pacific Coast, well 
known in territory, have covered same 
steadily for 20 years; am open for a 
Address 
Jewelers’ Circular-Keystone. 


“M., 4620,” care 





lar-Keystone. 


SALESMAN covering the western states, 
desires a line of gold goods, or diamond 
mounted goods on a commission basis; 
can furnish the best of references. Ad- 
dress “P., 4621,” care Jewelers’ Circu- 





FORMER salesman coast to coast in 
Canada; diamonds and colored stones, 
both loose and mounted; more recently 
store manager for four and half years 
with one of the larger and better, most 
reputable progressive firms in the 
United States; wants line for local Los 
Angeles or territory; would also like 
items that will attract cash deals with 
brokers, jewelers, etc., for present buy- 
ing market conditions; selling both 
exclusive and merchandising jewelers 
now; capable, best references; age 50. 
Address “V., 4626,” care Jewelers’ Cir- 
cular-Keystone. 


Side Lines 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 











SALESMAN calling on _ stores selling 
rings; to handle the Monarch ring 
holder; easy sales; good commission. 
Arnold Kornicker, 2295 Grand Con- 
course, Bronx 53, New York City. 


MANUFACTURER has several territories 
open for salesmen covering jewelers; 
shipments made now and good post war 
possibilities also; write giving full par- 
ticulars including territory covered. Ad- 
dress “C., 4600,” care Jewelers’ Circu- 
lar-Keystone. 

SALESMAN wanted for New England to 
call on the retail jewelry stores, to 
carry manufacturer’s side line of ladies’ 
fancy and modernistic genuine and 
synthetic rings; state experience and 
references when replying. Address “G., 
4672,” care Jewelers’ Circular-Keystone. 

SALESMAN wanted for west coast to 
call on the retail jewelry stores, to 
carry manufacturer’s side line of ladies 
fancy and modernistic genuine and syn- 
thetic stone rings; state experience and 
references when replying. Address “E., 
4671,” care Jewelers’ Circular-Keystone 


SALESMAN, fine popular price side 
line; gent’s, ladies’ mountings with 
diamond bunch rings; would prefer 
salesman living in or near their ter- 
ritory; south and southwest and 
Rocky Mountains still open; must 
have experience, good following. 
Address “F., 4609,” care Jewelers’ 
Circular-Keystone. 




















Help Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


Essential Workers need Release Statements 





York, 
Washington, 


SALESMAN, 15 years’ experience selling 
department and jewelry stores; New 
Pennsylvania, 
desires good side line of 
gold or costume jewelry. Address “K., 
4653,” care Jewelers’ Circular-Keystone. 


Baltimore and 





IF YOU 


line of the 
sion basis: 


PACIFIC COAST salesman with a very 
fine following desires a representative 
better goods on a commis- 
references are the finest. 
Address “J., 4619,” care Jewelers’ Cir- 
cular-Keystone. 











i ARE interested in having your 
ne displayed during the Allied Gift 
Show in February at Dallas, please 


react me for representation. Morris 
Ho Wholesale Jewelry, 902 Gulf 
tates Bldg., Dallas 1, Texas. 


a. 





watch 


“3 years, 


SALESMAN thoroughly familiar with 

importers and jewelry job- 

bers New York and east for the past 

wishes connection with 

e and progressive manufacturer. 
“A., 4636,” care Jewelers’ 
Keystone. 





WANTED good watchmaker; permanent 
position at good pay. Doyle & Cook, 
11 Central Sq., Lynn, Mass. 

WATCHMAKER, for supply house; per- 
manent; good salary. United Mfg. 
Jewelers, Quincy Blidg., Denever, Colo. 

WATCHMAKER, permanent position for 
capable man; state details in first 
letter. Ogden’s Jewelry, Neodesha, Kan. 

WATCHMAKER, excellent opportunity ; 
New York State; permanent position. 
Address “B., 4347,” care Jewelers’ 
Circular-Keystone. 

WATCHMAKER, competent, steady; 
ideal working quarters; — _ 

















Essential Workers Need Release Statements 


IF YOU WANT a position as watch- 
maker, jeweler or optician write to 
Henry Paulson & Co., 37 S. Wabash 
Ave., Chicago, Ill. 








WANTED, watchmaker, front man, thor- 
oughly experienced, sober ; fine clientele, 
salary or commission basis. Address 
Pinkston’s Jewelers, Knoxville, Tenn. 





JEWELER, age 30 years, or over, to as- 
sist foreman; outline in detail experi- 





ence, etc. Address “C., 4710,” care 
Jewelers’ Circular-Keystone. 
FIRST CLASS watchmaker, an all- 


around man; salary $75 per week; 
position permanent. J. W. Nichols, 
Uniontown, Pa. 





JEWELER, repairman, stone setter; 
steady position; no diamond setting, 
salary $75. C. F. Fosnaugh, 8 W. 
Main St., Springfield, Ohio. 


WATCHMAKER for West Coast posi- 
tion; permanent; good working condi- 
tions; state age and experience. Ad- 
dress “E., 2040,” care Jewelers’ Cir- 
cular-Keystone. 


WATCHMAKER wanted, draft exempt, 
competent; references; steady job; 
salary $90 per week. Julian’s Credit 
Jewelers, 6330 Pacific Blvd., Hunting- 
ton Park, Calif. (near Los Angeles). 


WANTED, combination diamond setter 
and jeweler for well established store; 
daylight shop; good pay for steady 
man. Maxwell’s, 10 Pine Ave., Long 
Beach, Calif. 


WANTED first class watchmaker; per- 
manent position with old established 
store; good pay, salary or commission; 
wire our expense; moving expenses 
paid. H. Post & Sons, Decatur, IIl. 


WANTED, jeweler and engraver; xlso 
stone setter; steady position, good sal- 
ary; firm 72 years in business; store 
air conditioned; wire our expense. H. 
Post & Sons, Decatur, Ill. 

WANTED experienced watchmaker; 
steady position, good salary, pleasant 
working surroundings, by Hunt's 
Jewelry Store, 7 W. Main St., Union- 
town, Pa. 

WANTED, engraver-watchmaker, by old 
reliable southern jewelry store, in one 
of North Carolina’s best cities; good 
salary, permanent job. Address “X, 
Y, Z,” care Jewelers’ Circular-Keystone. 


WANTED, watchmaker; permanent posi- 
tion; large downtown jewelry store; 
good salary, according to ability. 
Kappels, 535 Liberty Ave., Pittsburgh, 
Pa. 





























EXPERT watchmaker with knowledge cf 
plain engraving preferred; state age, 
qualifications and references; salary 
$75 per week. Joseph Koenigsbauer, 
200 Broadway, Troy, N. Y. 

WANTED, first class watchmaker; will 
pay from $75 to $100 per week for 
good man; all correspondence treated 
confidentially. Lipson’s Jewelry Store, 
326 Main St., Fairmont, W. Va. 

MANAGER-SALESMAN; take full 
charge credit and collections; capable 
and energetic; draft exempt; metro- 
politan area. Address “V., 4652,” care 
Jewelers’ Circular-Keystone. 

JEWELERS; repair men, new workers, 
setters; permanent jobs, excellent 
working conditions, plenty of overtime 
if desired; transportation paid. Write 
Meyer Jewelry Co., Kansas City, Mo. 

GIRL, experienced in bead stringing and 
supplying jobbing stones on repair 
orders; 75¢ per hour plus overtime; 
transportation paid. Wire or write 























years. Address Klivans Bros., 
Federal St., Youngstown 3, Ohio. Meyer Jewelry Co., Kansas City, Mo. 
WANTED, watchmaker, capable, all- EXPERIENCED watchmaker; perma- 
around man; salary $100 per week; nent position with old established firm ; 
send references with application. Joe state references, salary wanted, etc., 
Lucas, Orange, Tex. in first letter. Neiman’s Jewelers, 115 
EXPERT maker of metal molds_ for S. Tryon St., Charlotte 2, N. C. 
centrifugal casting. Bardach & Com- WANTED, a high type experienced 
pany, Ltd., 448 N. Capitol Ave., Indian- watchmaker; permanent position, 
apolis 4, Ind. pleasant working conditions; either 





EXPERIENCED watchmaker, excellent 
opportunity; western Massachusetts; 
give details. Address “T., 4623,” care 
Jewelers’ Circular-Keystone. 


salary or fifty-fifty basis. Royal Jewel- 
ers, Knoxville, Tenn. 








(Continued on page 184) 
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Special Notices 





(Continued from page 183) 





HELP WANTED—Continued 





Essential Workers need Rel 





WANTED, watchmaker, must be good 
mechanic; state age, qualifications, sal- 
ary expected and how soon available. 
George W. Keyworth, 206 E. Pine St., 
Lakeland, Fla. 


WANTED trade shop connection for pre- 
cision watch repairing; willing to pay 
top scale but must have precision 
workmanship. Bromberg & Co., Bir- 
mingham, Ala. 








WANTED, first class watchmaker, ex- 
perienced on R.R. work; permanent 
position; good all around working con- 
ditions. Geo. W. Taylor Co., Inc., 
Williamson, W. Va. 


MAN to cut hubs, dies and make cutting 
tools for all types of ladies’ and gents’ 
rings and other jewelry; only first class 
workman wanted. Address “‘W., 4663,” 
care Jewelers’ Circular-Keystone. 








WANTED jeweler, one capable of manu- 
facturing; good salary and best of 
working conditions; permanent work. 
Dennis Company, 521 Dooly Bldg., Salt 
Lake City, Utah. 


WATCHMAKER; permanent position; 
pleasant surroundings; mild climate; 
give references and experience when 
applying. W. T. Hixson Company, El 
Paso, Texas. ‘ 


WATCHMAKER wanted, permanent 
position in New England town; excel- 
lent working conditions; must be good 
workman. Address “Y., 4753,” 
Jewelers’ Circular-Keystone. 


EXPERIENCED jewelry salesman; per- 
manent position; references; state sal- 
ary and full particulars in first letter. 
Tifon Jewelers, 984 Main St., Bridge- 
port, Conn. 














WATCHMAKER; permanent position 
open with long established and reliable 
retail jewelry _ store. Communicate 


with Lippman’s, 311 Market St., Harris- 
burg, Pa. 


WATCHMAKERS in New York to take 
out trade work; skilled men only; 
write full details for interview. Ad- 
dress “B., 3819,” care Jewelers’ 
Circular-Keystone. 








JEWELER, repair man and engraver, 
$1.90 an hour, time and half over- 
time, double time for Sundays. John 
A. Marshall, 508 Close Bldg., To 
ledo, Ohio. 


PERMANENT and pleasant position for 
capable A-1 watchmaker; good work- 
ing conditions; location San Diego; in 
replying please give references 
salary expected. Address “H., 4612,” 
care Jewelers’ Circular-Keystone. 


WATCHMAKER, dependable and capa- 
ble: excellent opportunity; pleasant 
working conditions; permanent; state 
age, qualifications and salary expected. 
Address “J., 4321.” care Jewelers’ Cir- 
cular-Keystone. 

EXPERIENCED jewelry salesman capa- 
ble of window trimming; permanent 
position, references; state salary and 
full particulars in first letter. Neiman’s 
- 115 S. Tryon §St., Charlotte 2, 














COSTUME JEWELRY salesmen; several 
territories open for experienced cos- 
tume jewelry salesmen who can furnish 
references and owns car; no side line 
men wanted. Address “L., 4648,” care 
Jewelers’ Circular-Keystone. 

WATCHMAKERS and diamond setters 
wanted; high grade work; write us if 
able to produce availability certificate 
for non-essential work; older men con- 
sidered. J. Jessop & Sons, 1041 Fifth 
Ave., San Diego, Calif. 





care 





Essential Workers need Release Statements 


Essential Workers need Release 
Statemen,, 





WANTED watchmaker; ordinary watch 
work; county seat town 7000; ‘¢°0d 
schools and churches; no cd” se 
plants or camps, just usual run of \ ; 
$50 per week. Frank Crane, . % 
Holdenville, Okla. 


SETTER and jeweler combine, om h 
ing 10 or more years’ expr *ienc , g ? 
information as to experience and s 
ary expected; a very tine position f{ * 
a man with a vision. Address “G 
4709,” care Jewelers’ Circular-Keystone 








JEWELER on mountings and special | 


order work; $1.50 per hour; give in- 
formation in detail regarding the class 
of work you have been doing. Address 
“M., 4708,’ care Jewelers’ Circular- 
Keystone. 

MANAGER for repair department, sober 
gentleman who could help on repairs, 
estimate and deliver; marvelous prop- 
osition for a competent man who can 
furnish unquestionable references. Shaw 
Jewelry Co., Galveston, Texas. 

HAVE GOOD proposition for man with 
thorough knowledge of watch importa- 
tion and assembling; reply with full 
details; will be kept confidential. Ad- 
dress “C., 4747,” care Jewelers’ Circu- 
lar-Keystone. 














Closing Date 


Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. 











WATCHMAKER wanted; steady, relia- 
ble; fine working conditions, air con- 
ditioned store; salary $100 per week: 
in town of ideal living conditions, in 
state of Oregon. Address “F., 4117,” 
care Jewelers’ Circular-Keystone. 

WANTED, watchmaker and _ engraver; 
$75 week guaranteed and all overtime 
you want to make; plenty of good 
clean work in nice air conditioned store. 
J. L. Albriton, 418 East Capitol, Jack- 
son, Miss. 

WATCHMAKER, light jewelry repair- 
man and an all-around man; good 
salary and permanent position to 
right man; South Arkansas’ oldest 
jewelers. Stinson & Son, Camden, 
Arkansas, 


WANTED, jeweler and engraver and 
diamond setter; permanent position 
with old established store; state 
salary and give full particulars in 
letter. C. F. Lauterbach’s Sons, 
Petersburg, Va. 


A-1 WATCHMAKER for permanent 
position; $85.00 weekly straight 
time, time and one-half all overtime 
work; average $100 and more, or 
on a 50-50 basis. Andersen’s Jewel- 
ers, Macon, Ga. 

WANTED, watchmaker; permanent posi- 
tion for one experienced in _ better 
grades only; modern daylight, quiet 
workroom; write in detail; state age, 
references, etc., salary expected; send 
snap shots. E. J. Scheer, Inc., Roches- 
ter 4, N. Y. 

WANTED at once second watchmaker, 
who wishes to complete his training 
under a first class watchmaker; a 
young man preferred who is out of the 
draft; real good pay to the right per- 
son. Address “B., 4634,” care Jewel- 
ers’ Circular-Keystone. 




















tj: 








JEWELRY mold maker; 

nity tor first class, experience? ; 
‘to take charge of casting department,’ 
gold, brass and bronze; good ton 


,overtime, excellent future: Pay ; 
City. Address “G., 4641,” ' cae sim 
ers’ Circular-Keystone, Cwel. 





WANTED, wholesaler of many aot 
ally known commodities, ‘hat ation 
for inside man, middle age with es 
edge of buying watches, jewelry o¥ 
monds, etc.; write for interview’ ‘ 
dress “R., 4651,” care Jewelers 
cular-Keystone. Ss Ch. 


ALL AROUND jeweler a 
steady position; good wala - saa 
congenial surroundings, with excellen 
working conditions, in long establish 
jewelry store New York City: a 
experience and references, Address . 
4676,” care Jewelers’ Circular-Keysion’ 








WANTED first class engraver for an 
ware and hollowware; one * te - 
est and largest stores in the soyih. 
permanent position; trade shop basis 
$100 gent png overtime; can make 

a week or more. Bromb 
Birmingham, Ala. Se, 
Min 4 
WATCHMAKERS who can qualify as 
first class finished mechanics; highest | 
top salaries paid; quality and not | 
quantity; watchmakers working fo 
credit jewelers, pawnshops, trade shops, 
school graduates save stamps. Shay 
Jewelry Co., Galveston, Texas, 


SALESMAN wanted; Busch & Sons, a 
old established firm, offer an excallent 
opportunity to a salesman of initiative 
and interested in progressive advance. 
ment: please write or call for an inter. 
view. Busch & Sons, Inc., 875 Broad 
St., Newark, N. J. 











MAN to manage and sell, in lar: 
Twin City furniture store jeweby 
department; $300 per month gum ! 
anteed; write giving full experience; 
essential workers need release state. | 
ments. Box “V., 4692,” care 


Jewelers’ Circular-Keystone, | 





WANTED watchmaker; a man capable 
of fine precision workmanship; in 
one of the South’s leading stores, in 
a progressive city; salary, straight 
commission, or commission wi 
guarantee. Address “C., 3898,” 
care Jewelers’ Circular-Keystone. 


WANTED, a watchmaker who is willing 
to earn $100 a week or more; we have 
an opportunity for the right man who 
can estimate repairs and is acquainted 
with all types of watches; pleasant sur 
roundings, finest location in Buffalo, 
N. Y.; in reply state all particulars. 

Gamler’s, 522 Main St. 


JEWELRY store manager, —s able 
and thoroughly experience ‘ 
complete charge of neighborhood creiit 
store in Detroit, Mich., doing over $ly 
000,000 volume; excellent remumer 
tion based on a salary and percentage; 
all replies confidential. Address “1, 
4630,” care Jewelers’ Circular-Keystone 


SALESMAN for the middle west aul 
part of south to represent man 
turer of a fine line of gold moutt 
ings; must have experience 5 
wholesale trade; good opportunity ; 
proper man; state experience and 
erences when replying. Address 
4640,” care Jewelers’ Circular-Keystom 


MANUFACTURER of diamond rings 
quires young lady with jewelry & 
perience, for general office work ; kn ie 
edge of typing and billing machine 
sirable but not essential; state Hol 
ences, age, experience, salary. Ad oa 
“B., 4598," care Jewelers’ Ciret 
Keystone. : 
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HELP WANTED—Continued 


Euential Workers need Rel 
— . 


— 











ware * permanent position, pleasant ‘ 

acing conditions; long established 
vwelY store New York City; must 
vena good habits and high class 
Lae ference; state experience and salary 
releimed,' Address “HL, 4675,” care 





. Jewelers’ Circular-Keystone. 


a ed ] ioe 
AKER wanted, also able to siz 
WaT CH eal Carolina climate close to 
Atlantic Ocean beaches; $75 weekly, 
plus commission ; good man can aver- 
age $126 week; pleasant working cor- 
s; well established business; fir.1 


anerating three stores. Stanley’s Jewel- 


ers, Wilmington, N. C 
A-l WATCHMAKER;; permanent posi- 


tion; ideal working conditions; take 
complete charge of watch repair de- 
partment; profit sharing basis with 
a minimum guarantee, assures right 
man an excellent income; must be 
draft exempt. WKC Company, 108 
N, Saginaw St., Pontiac, Mich. 


WATCHMAKER, one who can engrave 
preferred, for old established firm; 
must be first-class mechanic; pleas- 
ant working conditions; permanent 
for right man; give references, age, 
experience and salary expected in 
first letter. Gerald S. Reick (jewel- 
er), Poughkeepsie, New York. 

MANAGER for central Ohio credit 
jewelry store; opportunity and per- 
manent position for one who can 
qualify; in first letter state experi- 
ence and complete information; 
confidential. Address “W., 4752,” 
care Jewelers’ Circular-Keystone. 


wanted by 
one of the largest installment stores in 
Michigan; must be an active mer- 
chandiser, who is capable of getting 
both volume and good markup; steady 
position; state age, whether married 
or single and give resumé of past ex- 
perience. Address “M., 4660,” care 
Jewelers’ Circular-Keystone. 

LARGE gold ring manufacturer has re- 
sponsible position open for an efficient 
young woman with experience, to fiil 
orders and handle general details; sub- 
stantial salary to start with, excellent 
opportunity for postwar security; state 
previous experience; replies held strict- 
ly confidential. Address ‘“J., 4717,’ care 
Jewelers’ Circular-Keystone. 

SPLENDID opening for manufacturing 
jeweler and engraver, guaranteed sal- 
ary and interest in the net profits; ad- 
vance all cash to purchase and cquip 
modern shop with all requirements; 
opportunity of a lifetime for depend- 
able, reliable, sober gentleman; just 
like having your own business. Shaw 
Jewelry Co., Galveston, Texas. 


WATCHMAKER wanted, with tools and 
lathe, who is capable of doing diamond 
setting and some jewelry work, in one 
of the best located stores in the city 
of Waco, Tex.; first class store with 
quality merchandise; salary $60 week 
and 10% commission on gross receipts; 
job will net good man $100 week. 
— Jewelers, 717 Austin Ave., Waco, 
































COSTUME JEWELRY salesman; south- 
ern territory open for costume jewelry 
salesman calling on specialty, jewelry 
and department stores; must have car 
and come highly recommended; terri- 
tory open consists of Louisiana, Ala- 
ama, Georgia, Mississippi and Ten- 
nessee; strictly commission basis; no 
side ine man wanted. Address “N., 
4649,” care Jewelers’ Circular-Keystone. 

COSTUME JEWELRY salesman; mid- 
western territory open for costume 
Jewelry salesman calling on specialty, 
jewelry and department stores; must 
ave car and come ‘highly recom- 
mended ; territory open consists of Min- 
nesota, Iowa, Kansas and Nebraska; 
strictly commission basis; no side line 
man wanted. Address “P., 4650,” care 
Jewelers’, Circular-Keystone. 





nd eclockmaker, able to wait on . 





Essential Workers need Rel Stat t. 





Essential Workers need Release Statements 





WATCHMAKER and salesman to be- 
come partner of store in city of 
Indianapolis a reasonable amount 
‘» be invested with steady salury 
uwawing of $100 per week and in a 
year’s time to become full owner; 
doing a large business in small 
store, large stock and small over- 
head expenses. Address “R., 4748,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, excellent opportunity 
for young man in small southern 
city; living costs are low; pleasant 
working conditions in air condi- 
tioned store; interesting variety of 
work; will arrange transportation 
costs for personal interview; reg- 
istered jewelers store; salary $60 
to start; write Harold B. Hodges, 
Covington, Va. 





WATCHMAKER, permanent position for 
an experienced all around man, who 
can also take in work and wait on 
trade, for a retail cash store; excel- 
lent working conditions; salary $100 
weekly, or on a percentage basis; if 
you are about to make a change, do 
not fail to get in touch with us; 
write full particulars in first letter. 
Elwitt Jewelry Co., 690 E. 185th St., 
Cleveland 19, Ohio. 





YOUNG WOMAN, capable, to take full 
charge of assembling and final in- 
spection of watches, with well estab- 
lished and reputable watch house; 
permanent position for right party; 
experience in this line not neces- 
sary; good salary; write fully giving 
experience, background, married or 
single, ete.; essential workers need 
release statements. Address “D., 
4669,” care Jewelers’ Circular-Key- 
stone. 





EXCEPTIONAL opportunity for ex- 
perienced jewelry man; draft ex- 
empt, as assistant manager for high 
class jewelry store; established over 
40 years in southern city; popula- 
tion over 100,000; m ostindustries 
will survive after war; conservative 
budget plan and cash_ business; 
must be man of good personality, 
integrity, capable and _ energetic; 
permanent position to right man; 
good salary and bonus; surround- 
ings pleasant; at present 12 con- 
genial co-workers; 100% location; 
air conditioned store; wire or write 
giving references; essential workers 
need release statements. Address 
“R., 4732,” care Jewelers’ Circular- 
Keystone. 








For Sale 


Stores, Stocks and Businesses 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





A GOOD paying, long established jewelry 
business in central New York,: but for 
good reasons will sell very reasonable ; 
good chance for a good repairman; all 
one can do. Address “S., 4477,” care 
Jewelers’ Circular-Keystone. 


MODERN credit jewelry store doing $50,- 


000 yearly, 5000 population, no compe- 
tition; southwest Arizona; will adjust 
inventory to suit buyer’s capital. Ad- 
dress “B., 4701,” care Jewelers’ Circu- 
lar-Keystone. 





MODERN jewelry store; 


long estab- 
lished; live west Texas town; Bom- 
bardier School; ranching, farming; 
industries; valuable franchises; 
clean stock. Address “M., 4683,” 
eare Jewelers’ Circular-Keystone. 





PROSPEROUS jewelry store, 


: southwest 
Florida ; sunshine state, growing town; 
finest fishing in the state; just com- 
pleted one and one half million dollar 
air field; more work than I can do; I 
want to retire from business; old age. 
Address “E., 4608,” care Jewelers’ Cir- 
cular-Keystone. 





FOR SALE store in city of Indianap- 


olis, well established; doing big bus- 
ness in small store with large stock 
and small expenses; reason for sell- 
ing is on account of retiring and 
going to Los Angeles. Address “T., 
4750,” care Jewelers’ Circular-Key- 
stone. 





FOR SALE in Florida, well established, 


good paying small jewelry store com- 
plete with clean stock, fixtures, safe, 
watchmakers tools and equipment, in- 
cluding bench, lathe, practically new 
watch cleaning machine, new crystal 
grinding machine and material; excel- 
lent opportunity for good watchmaker. 
Address “R., 4536,” care Jewelers’ Cir- 
cular-Keystone. 





FOR SALE, well 


established jewelry 
store, best location in Long Island 
City ; modern fixtures, show cases, wall 
cases, panels, Mosler safe, watch- 
makers’ bench and cabinets; will sell 
for $600; small stock of gold and gold 
filled merchandise, dollar for dollar; 
also some popular watches, rings, etc. ; 
can be bought with or without stock; 
$11,000 business yearly; plenty of re- 
pairs to keep fast repairman busy; ex- 
cellent opportunity for watchmaker; 
reason for selling, illness. Address “B., 
4733,” care Jewelers’ Circular-Keystone. 





FOR QUICK SALE, old established dia- 


mond and jewelry store; annual 
sales volume exceeds one hundred 
thousand dollars; modern fixtures, 
windows and store front; exception- 
ally clean stock of merchandise; lo- 
cated in downtown metropolitan mid- 
west city of four hundred thousand 
population; elegant location; busi- 
ness established 37 years; only rea- 
son for selling, “old age and want 
to retire’; greater portion of $75,- 
000 inventory consists of diamond 
rings, loose diamonds and large 
stock of modern platinum mount- 
ings; inventory can be reduced to 
suit purchaser; sales volume 90% 
cash, 10% regular charge accounts; 
investigation will reveal this business 
has always produced a remarkable 
amount of annual net profit; rent is 
considered lowest in city for com- 
parable location; upon request will 
give complete details including sales 
volume, repairs, length of lease, 
ete.; we want instant action but will 
only sell to someone who will appre- 
ciate store’s reputation; sales pro- 
moters save your stamps. Address 


“T., 4661,” ¢/o J. C. K. 








(Continued on page 186) 
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Special Notices 





(Continued from page 185) 











For Sale 


Tools, Equipments, Merchandise 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





FOR SALE clock weights and bells of 
every description. Shrewsbury Clock 
Co., 696 Madison Ave., New York City. 





SET of watchmaker’s tools and material; 
send for list. J. R. Binder, 2540 Har- 
riet, Minneapolis, Minn. 





SET watchmaker’s tools including lathe; 
descriptive list furnished; price, etc., 
on request. Address “C., 4635,” care 
Jewelers’ Circular-Keystone. 





NEW vacuum pump, % H.P. motor, D.C., 
or wlil exchange for screw press and 
= lathe. Bry. 9-2323, New York 

ty. 





COLLECTION of 105 unusual and antique 
watches including eight repeaters; 
$2,000 for lot. W. M. Justus, 37% 
South Bates St., Akron 3, Ohio. 





TWO WATCHMAKER’S lathes’ with 
motors and chucks; first class condi- 
tion $165 for both. W. M. Justus, 37% 
South Bates St., Akron 3, Ohio. 





MOSLER jeweler’s safe—72” x 42” x 30”, 
light weight $200 (no dealers). Room 
oo 22 West 48th St., New York 

y. 





PAPER ring boxes; Hold-on clutches; 
300 ring trays with covers; second hand 
wrist and pocket watches; electric 
os Pollack, 95, Bowery, New York 

y. 





FOR SALE, complete brand new set of 
watchmaker’s tools; many items not 
obtainable at this time; price $385. 
Cc. A. Schnack Jewelry Company, Alex- 
andria, La. 





DIAMOND SCALE, Kohlbusch; accurate 
fine adjustment, all glass enclosed 
5 x 11% dust proof; price $75; dia- 
mond merchant’s estate. Telephone 
fg Sapaataad New York City, by appoint- 
men 





FIVE Swiss wrist watches in white 
cases, 64%L. 6%L., 10%L. and bag- 
uettes, requiring some repairing, $15; 
500 imitation stones for repairing 
jewelry $2.00. B. Lowe, Box 311, St. 
Louis, Mo. 


SAVE! SAVE! SAVE! You can get 
the very best buys in the country 
from us, because for the past 31 
years, 90% of our diamonds, jew- 
elry, colored stones (genuine and 
synthetic), silverware, antiques and 
very unusual items, have been 
bought from private individuals and 
estates; when in New York, put us 
on your must list. Rabb Jewelers, 
1204 Sixth Ave., near 48th St. (1 
block from Radio City); 562 Fifth 
Ave., Cor. 46th St., New York. 





Business Opportunities 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





EVERY EFFORT is made by The Jewel- 
ers’ Circular-Keystone to keep its ad- 
vertising columns clean. Advertisers 
under . Business Opportunities, etc., 
must furnish trade references. An- 
nouncements must pass the strict cen- 
sorship requirements of The Jewelers’ 
Circular-Keystone. 





WANTED to buy small jewelry store; 
will pay cash. Address “A., 4629,” care 
Jewelers’ Circular-Keystone. 





GORDON BROTHERS, cash buyers 
of complete jewelry stores and sur- 
plus stocks; for details see our ad- 
vertisement page 133. 


nC 
Closing Date 


Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. 











HIGHEST cash prices paid for surplus 
or entire stocks and estates of dia- 
monds, watches and jewelry. M. 
Iralson, Suite 402, 209 S. State St., 
Chicago. 





ONE POUND broken movements and 
material $3.50; two gross assorted new 
watch crystals $3.25; one dozen clean 
used dials $2.00; write for prices of 
used watch movements. B. Lowe, Box 
311, St. Louis, Mo. 





NEW AND USED wheel cutters; slide 
rests; lathes and attachments; cash 
paid for used watchmakers’ lathes 
and attachments. R: P. “Dick” 
Gallien, 220 W. 5th St., Los An- 
geles, Cal. 





DINNER RING tools complete; dies, 
cutters, benders, forces, many shapes; 
locket ring and signet ring tools; old 
English initials; hardening stove and 
Wilson-Maulen pyrometer. Harry Rae- 
a) 40 West 48th St., New York 19, 





PEARL STRINGER; young lady can 
have rent free, use of cheerful Fifth 
Avenue, N. Y., diamond office in ex- 
change for taking phone messages; if 
interested write “A., 4594,” care Jewel- 
ers’ Circular-Keystone. 





COLMES BROS.; cash buyers of 
jewelry stores with or without fix- 
tures; we interview you at our ex- 
pense in any part of the country; 
bank and trade references. 18 
Tremont St., Boston, Mass. 








WOULD LIKE to buy established 
jewelry store west or north west pre- 
ferrec; will pay cash. Address “N., 
4684,” care Jewelers’ Circular-Key- 
stone. 





WANTED, establishea 
jewelry store, in fair sine toc reed 
within 100 mile radius. ce” y°% sity 
phia; business must be a Philadel 
worthwhile inventory; ca 
tion. Address “H., 46° 
ers’ Circular-Keystone, 





NAT LEHRER will pu 
jewelry store complete - = Your 
thereof; my direct connections to oat 
let enable me to pay the best mitt 
all communications ‘held confides: 
bank. trade references; write op nM; 
132 Hester St., New York City; gu 
Canal 6-8242, night phone Tivol 2am 





—_—____* 

SAMUEL GANSBERG 
surplus or entire stock nee any, Your 
estates for cash; my direct outlet 
ables me to pay you higher po hg 
bank and trade references of the fring 
est character, Write 37 Maiden Lat 
715 », or elephone Bowling Green 





ra. 
MEXICAN SILVER products; speci) 
ty military identification bracele, 
(heavy); limited stock available: 
special prices to wholesalers on, 
jobbers. Write Five Points Noy 
Co., 2855 Montana St., El Paso, 
Texas. 








JACK M. WERST will pay you spot 
eash for your surplus or entire 
stock of jewelry, diamonds, estates, 
with or without fixtures; Operating 
from Coast to Coast; best refer 
ences; no deal too large or small; 
act now. Miami Savings Bldg., Day. 
ton, Ohio. 





JEWELRY stores and stocks bought for 
cash, any size, any amount, anywhere: 
my tremendous outlet and direct con- 
nections enable me to pay you highest 
prices; communicate with me at once 
and my representative, or myself, will 
call on you; our offer will amaze you 
— Rifkin, 81 Bowery, New York 

ity. 





SALESMAN with following, wanted as 
partner for wholesale jewelry business, 
either with or without capital; if de- 
sired I can furnish the necessary f- 
nancial backing; am young, have had 
previous jewelry business experience; 
your lifetime opportunity; interested 
party please write “T., 4688,” care 
Jewelers’ Circular-Keystone. 





OPPORTUNITY for manufacturer spe 
cializing in popular priced sterling 
silver costume jewelry; large popu- 
lar Fifth Ave., New York firm, can 
use very large volume pins and ear- 
rings, ete.; will finance. Address 
“H., 4520,” care Jewelers’ Circular- 


Keystone. 


PARTNERSHIP arrangement to in 
vest $5,000 and become owner the 
first of the year and to draw $10 
steady salary; want energetic young 
man for great opportunity; sma 
store, large business and stock in 
city of Indianapolis. Address “V., 
4751,” care Jewelers’ CircularKey- 


stone. 





ARE YOU GOING out of business? ! 
can guarantee you the cost of your 
merchandise plus the expense 
running a sale, with my perso 
conducted auction or fiat sale; no 
sale too large or too small; I 
also pay eash for your entire store 
with or without fixtures; write for 
my proposition, all correspondent 
confidential; best of references 
throughout past 30 years. Herman 
—_— 5 S. Wabash Ave., Chicas, 
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Wanted to Purchase 


um charge (25 words) $1.50 
Additional words, 5 cents a word 





i fect 
le, must be in perfect con- 
DIAMOND ares “iW, 4642,” care Jewel- 


- Circular-Keystone. 
cutter and milling fixture as 


Swartchild catalog, page 104. 
O. Box 663, Asheville, N. C. 





wheel 
listed in 
Address P. 


ya ge : 
New Century engraving ma- 
iar good order; give lowest cash 
rice and particulars, Address “E., 
4565,” care Jewelers’ Circular-Keystone. 


TQ BUY jewelry store for cash, 








Oral town up to 50,000 population. 
address “L., 2513,” care Jewelers’ Cir- 


cular-Keystone. 


ete fanaa tata 
CHUCKS for Wolf Jans lathe, 
SMALL, or 1-to 10; chucks for a Victor 
lathe would do. Address “G., 4644, 
care Jewelers’ Circular-Keystone. 


§TERLING flatware; ‘old or new, 65¢ to 
$1.00 per ounce; send surplus stock for 
cash estimate. Leo Killelea, 622 South 
Michigan Ave., Chicago, Ill. 

IDARY outfit, saw, grinders and 
aes would like photo with price in 
first letter. Address “K., 4677,” care 
Jewelers’ Circular-Keystone. 

WANTED, hand or power rolling mill, 
ring bender, bench shears, and other 
shop equipment; give price and condi- 
tion, Scharton Repair Shop, 2631 
Randolph, Lincoln 8, Neb. 

WILL BUY your stock of coin silver 
turquoise Indian jewelry; bracelets, 
rings or pins; state quantity, style and 
price, Cater’s Jewelry Store, Cairo, 
N, Y. 

INTERESTED in purchasing jewelry 
stock or store in western New York, 
western Pennsylvania, or eastern Ohio. 
Address “V., 4662,” care Jewelers’ Cir- 
cular-Keystone. 

WANTED, watchmakers’ lathes, attach- 
ments and tools, engraving blocks, roll- 
ing mills, scales, drills, etc.; give full 
details. Ernest Linick, 29 E. Madison 
St., Chicago, III. 

LATEST styles of ladies’, gents’ and 
birthstone ring dies and tools in first 
class order; what have you? Address 
“Y., 4664,” care Jewelers Circular-Key- 
stone. 

HIGHEST PRICES paid; watchmakers’ 
lathes, benches and materials; jewelry, 
machinery, scales, stores and factories, 
optical tools, machinery and supplies. 
Pollack, 95 Bowery, New York City. 

COMPLETE extra fine jewelry fixtures, 

no set too large, or purchase entire 

business including stock; pay more 
money than average stock buyer. Shaw 

Jewelry Co., Galveston, Texas. 


WILL PURCHASE going jewelry store 
for cash; prefer south, southwest 









































or Pacific coast; write all details. 
Address “N., 4729,” care Jewelers’ 
Cireular-Keystone, 


WE ARE CASH buyers for nationally 
advertised ladies’ and gents’ wrist 
watches, also waterproofs; no stock 
too small or too large. N. Barsky, 
708 Sansom St., Philadelphia, Pa. 

GOING jewelry store or stores, located 
in the East wanted; will buy outright 
preferably, but will consider partner- 
ship; interested party please write de- 
tails to “S., 4687,” care Jewelers’ Cir- 
cular-Keystone. 

JEWELRY STORE wanted, will pay cash 
for established store, south preferred; 











give particulars, such as rental, in- 
ventory, fixtures; correspondence; con- 
fidential. Address “P., 4685," care 


Jewelers’ Circular-Keystone. 


SILVERWARE, sterling or plated, flat- 
ware and hollowware, new or used, 
engraved or not, complete sets or mis- 
cellaneous Pieces; we pay top prices 
with the exception of retail customers; 
Please submit list of your silverware; 
cash by return air mail. Vroman’s, 520 

+ Tth St., Los Angeles 14, Calif. 








WANTED, a modern, accurate running 
jeweler’s drill machine, medium size; 
a small size Leiman polishing machine ; 
a wire twisting machine; a wire roller 
to fit on top of a work bench; a round 
and square draw plate, from the small 
size holes to the largest; and other 
equipment. 1601 S. Elm St., Albuquer- 
que, N. Mex. 

JEWELRY STORE wanted in Los An- 
geles, Calif.; well established; give 
all particulars, such as rentals, fix- 
tures, inventory of all merchandise 
and the lowest price for transaction 
at once, or to be completed in six 
months, in order to take rest and 
finish dealings of store; all corre- 
spondence confidential. Address 
*S., 4749,” care Jewelers’ Circular- 


Keystone. 











To Let 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


ELECTRIC clock experts—repairing all 
makes including time switches and 
automobile clocks for the trade; sorry, 
no spring wound clocks. W. J. Shatas 
& Co., P. O. Box 494, Waterbury, 85, 
Conn. 

CERTIFIED watchmaker would like 
three small watch repair accounts, from 
small towns in northwestern Ohio, or 
lower Michigan; only stores accepting 
highest type of repair jobs will be con- 
sidered; for further information ad- 
dress “D., 4606,” care Jewelers’ Circu- 
lar-Keystone. 

SKILLED watchmaker; fine honest watch 
repairing for the trade; expert on 
chronographs, repeaters and automa- 
tics; established in New York City; 
prompt attention to out of town de- 
liveries; best references; for further 
information Address “K., 4681,” care 
Jewelers’ Circular-Keystone. 














Special Order Work and 


Repairs for the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





COUNTER SPACE for rent in large 
Jewelers Exchange; suitable for dia- 
monds, jewelry, precious stones and 
watchmaker, or allied trades. Midtown 
Jewelers Exchange, Inc., 50 West 47th 
St. New York N. Y. M. Peskin, 
manager. 





STORE for lease; fully equipped diamond 
and jewelry store, established 30 years; 
fine fixtures, windows and store front; 
located in heart of downtown business 
section, Washington, D. C. Address 
“J., 4646,” care Jewelers’ Circular-Key- 
stone. 








Wanted to Rent 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








WANTED display space for fine jewelry, 
at least two rooms; prefer Fifth Ave. 
between 42nd and 50th Sts., New York; 
A-1 references. Address “W., 4697,” 
care Jewelers’ Circular-Keystone. 








Watch Work, etc., for 
the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





SPECIALIZING in repairing of chrono- 
graphs and fine watches for the trade. 
oe Altay, 22 West 48th St., New York 

ty. : 





CAREFUL, honest, watch repairing for 
the trade, moderate prices; out of town 
orders attended to promptly. I. 
nel, 2 W. 47th St., New York. 
Bryant 9-5065. 


GUARANTEED watch repairing for the 
trade; established in New York City; 
open for more work; for further in- 
formation inquire “A., 4755,” 
Jewelers’ Circular-Keystone. 


CLOCKS repaired, all makes, foreign 
and domestic, spring weight and elec- 
tric; prompt service; work guaranteed. 
Gem Clock Service, 1344 W. Division 
St., Chicago 22, Ill. 


ONLY high grade workmanship, exact- 
ing in detail; service prompt; excel- 
lent reference backed by 28 years ex- 
perience. Schwartz Watch Repair 
Laboratory, 1243 Boynton Ave., Bronx, 
New York. 














TWEEZERS sharpened (hardened and 
tempered); hairspring tweezers; satis- 
faction guaranteed. Valdemar Vir- 
tanen, 43 Park Place, Morristown, N. J. 


JEWELRY AND WATCH repairing; 
since 1914 we have repaired watches 
and jewelry for the trade; all repairs 
finished like new. Hasenjaeger Bros. 
Jewelry Co. 505 Arcade Blidg., St. 
Louis, Mo. : 

ENGRAVING, jewelry and silverware; 
workmanship that will please you and 
your customers; you may depend on 
me for special rush orders, if your re- 
quest is humanly possible. E. L. Wilks, 
30 East Adams, Chicago 3, IIL 








Patents 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





PATENT your good ideas; send me your 
simple sketch or model: free con- 
fidential advice-literature ; register your 
trademarks. Z. H. Polachek, registered 
Patent-Attorney-Engineer, 1234 Broad- 
way, New York City. 


Miscellaneous 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





ACCOUNTANT, C. P. A., specializing in 
the retail jewelry business; can handle 
additional clients on a monthly or an- 
nual basis. Address “R., 4686,” care 
Jewelers’ Circular-Keystone. 

LEARN WATCH repairing by doing it; 
thorough training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 1841 
Broadway, New York City. 








“WATCHMAKERS; increase your ability 


through the highly recommended books; 
“Rules and Practice for Adjusting 
Watches” and “Practical Balance and 
Hairspring Work” by Walter Kleinlein. 
Your iobher or trade journal. 
RUSTED MOVEMENTS taken apart 
easily; rust removed from parts 
without damage to finish; full % 
pint “Jarene” only $3.50; free de- 
livery; send check or M. O.; money 
back guarantee. U. S. Detergents 
Co., 315 E. 91st St., New York City; 
member Jewelers Board of Trade. 
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Manufacturers’ News 


aa 





Marudo Watch and Schechner & Winkler Entertain Employees 


+t ae. ¥; aM at 7 


The Marudo Watch Co., 48 W. 48th St., in conjunction with their subsidiary firm, Schechner 
& Winkler, held their annual Christmas dinner and dance at Bernstein's, 130 Essex St. on 
Dec. 24. Seventy-five members of the organization attended, and each was presented with 
a War Bond. Highlight of the occasion was the presentation of a Mido automatic water- 
proof watch and other gifts to Martin Needleman, who entered the Army on Dec. 30. 





Jordan's New Costume Jewelry Line 
Based on Hit Show, “Oklahoma!” 





Two of the colorful plastic pins by R. M. 
Jordan Co. in the new line of "Oklahoma!" 
pieces based on the season's outstanding hit 
show. Each has matching earrings. 


Taking advantage of the enormous 
popularity and publicity of the season’s 
outstanding hit show, the Theater Guild’s 
musical production “Oklahoma!”, the R. 
M. Jordan Co. has made arrangements 
with the Theater Guild to use the “Okla- 
homa!? name and themes in a new series 
of colorful and amusing costume jewelry 
items. 

The line includes pins in ten different 
styles, such as cowboys, Indians, cowboy 
boots, saddles, and some of the leading 
characters in the show. Six of them have 
earrings to match. Made of brightly 
colored “Jordanite,” the new plastic ma- 
terial, the line will retail for $1.00 per 
piece. 

A vigorous promotion and publicity 
campaign will be used to push the line, 
and it is expected that with the wide 
popular interest created by the show it 
will find an eager acceptance as one of 
the season’s high-spot novelties. 

Deliveries to the trade will start Feb. 
10, and can be made promptly and in 
good quantities. 
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Diamonds Not New To 
Max Stern & Co. 


The new diamond department of Max 
Stern & Co., 17-23 John St., has met with 
immediate success, and the shipments 
that are arriving regularly, in all sizes 
up to 1% carats, have been quickly ab- 
sorbed by the trade. 

This diamond department, says Mr. 
Stern, is not really a new one. Up until 
several years ago, the firm always han- 
dled diamonds, in addition to rubies, 
topaz, amethysts and other precious and 
semi-precious stones. Then the diamond 
department was continued and started 
again only a few months ago, because 
of the excellent sources of supply that 
were available to the firm. - 

With shipments of diamonds arriving 
regularly, Mr. Stern announces that he 
is able to maintain an excellent stock of 
melee as well as single stones, in addi- 
tion, of course, to his colored stones. 


Fisher to Represent Benrus 


HARRY FISHER 





Harry Fisher, whose home is in De- 
troit, joined the Benrus Watch Co. sales 
organization on Jan. 1. He will work in 
the territory formerly covered by the 
late Dave Sillman, which includes Mich- 
igan, northern Ohio, and Western Penn- 
sylvania. 

For the past 17 years, Mr. Fisher has 
represented the Art Metal Works, Inc., 
manufacturers of Ronson lighters. 





i aa was hel 













4 ‘ons 0! 
Doubled Campaign for "Keepsaly oot dei 
Announced at Sales Meetings |} and the 
Announcement that the company’s et 
tional magazine advertising campaign Pithe | 
to be doubled was one of the highligh panquet 
of the Keepsake diamond ring sales Katz a! 
ings held during the week of January jf purchas 
in Syracuse, Chicago and Denver, Pearth 
A total of 31 insertions wil] be sales 0 
in the spring 1944 issues of Life, Esquin) “extra” 
Good Housekeeping, Mademoiselle by sale 
mour, Charm, Stardom, Screen Guide anf addition 
Household magazines, this being th ment 
tenth schedule of Keepsake’s continyos) cent 0 
and increasing advertising program, Mr. | 
One of the highlights of the Spring) sion to 
program is a dramatic revolving windos| United 
display, with three scenes. Other deslel tion of 
aids include a complete series of neg} iessels, 
newspaper mats, new radio transcriptiog} equipm 
of five minute programs and one minut maty ° 
announcements, direct mail pieces, by} dition 
cards and other display and merchap4 the ©0l 
dising material. ties of 


Robert A. Pond, president of A, q} In 4 
Pond Co., Inc., announced that sever} Gruen 
new sales representatives had been addei} this yé 
to the staff, bringing the total to 22 men} sales T 

Those attending the Syracuse confen} site to 
ence were Henry C. Beadel, vice-preg.} the ¢0 
dent and treasurer of A. H. Pond (o, heartec 
Inc.; Roland B. Pond, secretary, V, 0} of the 
Bente, N. O. Cushing, J. W. Fitzpatric| for th 
R. D. Gould, R. F. Jenks and H, PJ tories. 
Warner. Present at the Chicago meeting Gru 
were: V O. Bente, Harry Braunsdor§ large ] 
J. E. Donohue, A. R. Greene, A, & propri 
Longeroft, W. F. McCulloh, C. J. Pett, War ! 
Sid Phillips, Ray Williams, B. B. Wind} Katz. 
ham and F. H. Wittsten. The Denver} presen 
meeting was attended by: W. L. Cab} ‘ctor 
kins, W. E. Carter, J. F. Douglass, A.R a” 
Greene, C. Burr Williams and Ray Wi} 
liams. agenc) 

In all three cities Robert A. Poni} that ( 
directed the meetings and John B, Flack, publis 
of the Flack Advertising Agency, pr} Wat | 
sented the highlights of the advertising} PaPeT 
program. 


Jewelry Designer Endorses Palladium 






















































"White is the fashionable jewelry metal ff 
evening wear," declared Nadja 
(right) noted jewelry designer. She is show 
above as she broadcast recently 

Adrienne Ames, commentator, over § 

WHN. Miss Ames is wearing an gque 
marine ring of 85-carat, designed by Mi 
Buckley, who wears a 175-carat aquamarilt 
bracelet, and diamond and palladium # 
rings. 
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Gruen Sales Force Meets, 
Discusses Program for 1944 


nd war-time conference of 

Peo ‘cxecutives and sales personnel of 
Gruen Watch Company of Cincinnati 
held January 18 and 19. Discus- 
ec of plans, policies, problems, the 
oe dealer quotas of watches for 1944 
= the presentation of the advertising 
orogram for the first half of 1944 com- 

: agenda. 

n i ncsiing was concluded with a 
uet at which President Benjamin S. 
Katz announced that the company was 
rehasing $500,000 in Bonds for the 
Fourth War Loan and that men in the 
sales organization were purchasing an 
“extra” $100,000 worth. These purchases 
by sales executives and personnel are in 
addition to their regular payroll allot- 
ment purchases which average 13 per 
cent of their income. 

Mr. Katz devoted part of his discus- 
sion to stressing the fact that until the 
United Nations win the war, the produc- 
tin of precision instruments for Naval 
my] vessels, war planes, and field hospital 
my} equipment would continue to be the pri- 
ie) mary objective of the company. In ad- 
mu} dition to precision instruments for war, 
the company is supplying large quanti- 
ties of watches to the Armed Forces. 

In announcing the first quota which 
Gruen hoped to deliver to its jewelers 
this year, Mr. Katz emphasized to the 
sales representatives that it was the de- 
sire to continue to give Gruen jewelers 
the company’s full support and whole- 
hearted cooperation. At the conclusion 
of the meeting the representatives left 
for their first trip through their terri- 
tories. 

Gruen’s plans to spend this year a 
large portion of its large advertising ap- 
propriation urging all America to buy 
War Bonds also were announced by Mr. 
Katz. The advertising program was 
presented by Don S. Hall, assistant di- 
rector of advertising, and John J. Mc- 
7 : vice-president of McCann-Erick- 

son, Incorporated, Gruen’s advertising 
agency. It was revealed at the meeting 
that Gruen’s “Protective Custody” ad 
published by Gruen during the Third 
War Loan and also used in local news- 
papers by many hundreds of Gruen 
jewelers had won an award as one of 
a best Bond ads prepared during 
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Kennedy Starts Harvel Broadcasts 





Off to @ good start in the Blue Network 
coast-to-coast hook-up of "John B. Kennedy 
and the News" sponsored by Harvel Watch 

pany. Left to right—Charles A. Palmer, 
account executive of the Blue; A. W. 

in, president of A. W. Lewin Company, 
advertising agency in charge; John B. Ken- 
nedy, noted commentator; and Henry H. 
Harteveldt, president of Harvel Watch 
Company, 
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Jacobs Joins Rima Watch Co. 


Max Jacobs, formerly associated with 
L. Manheimer & Co. for over 28 years 
as metropolitan representative joined the 
Rima Watch Co. as representative for 
New York and surrounding territory, on 
Jan. 1. 


MAX JACOBS 





Mr. Jacobs is a member of the Maiden 
Lane Outing Club and the Jewelers’ 
Square Club and is widely known and 
well liked throughout the jewelry trade.. 


Arrow Mfg. Co. Offers War Bonds 
For Best Letters 
On Racial Co-operation 


War bonds will be awarded for any ac- 
tual letters from servicemen accepted 
for publication in a dramatic new trade 
advertising campaign to be launched 
soon by Arrow Manufacturing Company, 
Inc., 15th and Hudson Streets, Hoboken, 
New Jersey, manufacturers of decora- 
tive boxes and displays. 

Each advertisement will spotlight a 
letter which illustrates, by comment or 
incident, the growth of mutual under- 
standing and the spirit of cooperation 
among servicemen of all religious, racial, 
sectional, and social backgrounds, who 
are now learning to judge their fellows 
by true values. Ads will stress the belief 
that the bonds of fellowship now being 
welded under war conditions will be a 
permanent basis for greater unity among 
all Americans under the peace to come. 

In many reports from the war fronts, 
servicemen graphically describe this new 
democracy “in action.” With the thought 
that some of these experiences may serve 
as object lessons to the folks back home, 
Arrow is instituting this campaign. 

Milton Weill, president of the Arrow 
Manufacturing Company, announces that 
two $25 war bonds will be awarded for 
each letter published. One bond will 
go to the man or woman in the service 
who wrote the letter, and the other to 
the person submitting the letter. Friends 
or relatives who receive letters from ser- 
vicemen touching upon the subject of 
the Arrow campaign are invited to send 
the letters in to Arrow for possible pub- 
lication. 

The new advertising campaign is a 
follow-up to the current Arrow series of 
editorial tributes to “Heroes of Democ- 
racy” which has been widely commended 
as a contribution to the war effort. Sev- 
eral of the ads have been picked up for 
reproduction in newspapers and for dis- 
tribution by other organizations, and 
some have been broadcast on morale- 
building radio programs. Mr. Weill feels 
that the new campaign will also help in 
the important job of bringing the deeper 
issues of the war and the peace home to 
the home front. 





"Back Home for Keeps" Campaign 
Wins Enthusiastic Approval; 
Oneida to Continue Series in 1944 


The thousands of letters from service 
men all over the world and from their 
wives and sweethearts, all applauding 
Oneida, Ltd.’s “Back Home For Keeps” 
ads for Community silverware, have 
caused Oneida to continue the same 
theme in a greatly expanded advertising 
program for 1944, 

Dramatizing the now-famous “Back 
Home For Keeps” theme, brilliaat, full- 
page pictures, painted by noted artists, 
will appear in seven big circulation 
magazines—Life, Ladies’ Home Journal, 
Good Housekeeping, Cosmopolitan, Ma- 
demoiselle, Charm and Glamour. 

Young love, re-united in a home set- 
ting after the war, is the inspiration of 
the “Back Home For Keeps” ads. Key- 





A typical example of the current Oneida 
ads which have won such enthusiastic en- 
dorsement from the public. 


note of the 1943 fall campaign, this 
theme brought letters of applause rare 
in advertising history. Both men and 
women write asking for more such ads 
from Community . .. “Please send us 
more” ... “Best ads of the war”... 
“Please keep them coming,” said letters 
from camps and colleges, from homes 
and _ hospitals. 

In addition, these letters promised, 
again and again, “To buy Community 
after the war”... “To buy Community 
when The Day comes”. .. “We’re saving 
for Community.” It is believed that these 
ads have done much to build a great 
post-war market for Community silver- 
ware. 


Seghers Joins A. M. Cohen Co. 


Carroll C. Seghers, who for 16 years 
was associated with the Gruen Watch 
Co. and is widely and favorably known 
throughout the jewelry industry, on Jan. 
1 began a new association—with A. M. 
Cohen Co., Inc., 551 Fifth Ave., New 
York, makers of True-Art diamond 
rings. 

Making his headquarters in Cincinnati, 
Mr. Seghers has as his sales territory 
Michigan, Indiana, Kentucky, Tennessee, 
as well as Ohio. 

During his career with Gruen, Mr. 
Seghers began in the dealer service de- 
partment, and served periods as adver- 
tising manager and general sales man- 
ager. 
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MIDO EXHIBITS AT MUSEUM OF SCIENCE AND INDUSTRY Two New Salesmen for 
Gruen Watch Co. 
William Ansen of Two sales representatives have 
Louis Aisenstein & added to the staff of The Gruen Wate) 
Bros., national dis- Company, effective January 1, Benj : at 
tributors of Mido, S. Katz, President, announces, Both Al 
demonstrates the will work in the Western Division ” 
workings of the ex- the direction of Aaron Thorne, Wester A 
hibit. Left to right: Division Manager. alle 
Henry Schaeren, Jr., They are: Jerry M. Friedman, San} ame 
secretary of the Francisco; and Leo Turtledove, ‘ 
Mido Watch Co. of dale, California. Mr. Friedman’s ters. = 
America, Inc.; Wil- tory will be Northern California and | Art 
liam Ansen; Edward Asel 
Ansen, Louis Aisen- 
stein & Bros., and Bak 
Pierre L. Poffet, pres- Bas 
ident of the Mido Bed 
Watch Co. of Amer- Ba 
ica, Inc. Ben 
Ber 
Big 

On Jan. 10, 1944, Mido opened an in- trate the hazards tncountered in use, and Boo 
teresting educational exhibit at the Mu- | which the Mido is designed to resist. Bov 
seum of Science and Industry, Radio Recessed glass fronted display cases Box 
City, New York, which draws an attend- | at the sides of the display house a collec- | Box 
ae — a pcos SF de tion of unusual watches worth many > 
vice housed in a giant watch frame which pheerhy of eager Hai sh owing the Bra 
dramatically demonstrates the non-mag- | ¢Y°lution of the watchmaker’s art from : Bri 
netic, shockproof, waterproof and self- | 9% far back as 1570. These are rare | Left, Leo Turtledove; right, J. M. Friedman | pr 
wind features of Mido’s “Multifort Super- pieces from the Metropolitan Museum of Bro 
automatic” models. Illuminated photo- Art and from the James Arthur Collec- Nevada. Mr. Turtledove’s territory yj} Br 
graphs across the top of the display illus- tion of New York University. be Southern California, Arizona and Ney | Bul 

Mexico. Bu: 

Mr. Turtledove is a native of Portland, 
Oregon. He left the University of Or} ca: 
Bulova Campaign for 1944 continue to advertise, and whose dealers gon to travel Texas for Jantzen Kni Cas 
To Be Geeeter Th Ey tie up with that advertising, will be in Mills and later represented the Ma] ce 
er than Ever a position to regain and expand markets. hattan Shirt Co. in the same territory. ( 

At the annual sales meeting of the As an example of Bulova’s policy in this After traveling the entire United States} Ch 
Bulova Watch Co., held in New York direction, it was announced that radio as special sales representative for Uni-} Ch 
from Jan. 18 to 25, John H. Ballard, | Stations in Alaska, Panama, and Porto versal Pictures Corp., he became execi-} Ch 
president, stated that Bulova advertising Rico are being added to the company’s tive assistant’ to the late Carl Laemmk, | Col 
for 1944 will be greater than ever before present coverage, even though few Sr., President of Universal Pictures, | Co 
with over 200 powerful radio stations watches are sold in these areas. This ad- Until recently, he was assistant genenl | Co! 
from coast to coast broadcasting the vertising is directed to the men in service manager of a war plant, which he organ- | Col 
Bulova announcements. stationed there who will be in a position ized. Co 

The keynote of the meetings was to buy Bulova watches when they return Mr. Friedman: has been in the jewelry Co 
sounded by Mr. Ballard when he said, to the States. business for 17 years, calling on Pacific} Co 
“A great story should be repeated again waa ; Coast jewelers. For the past nine years § Cr 
and again. Last year I told you that Testimonial Plaque to Benrus Official he has been a diamond salesman fora§ Cr 
our biggest job was to do everything New York firm. Prior to that he wa} Cr 
possible to win this war. I am glad to connected with concerns which dealt in 
be able to report to you and to all watches, clocks and silverware. De 
Bulova dealers that in 1943 Bulova De 
craftsmen produced greatly increased ; ‘ Di 
quantities of microscopically-exact war New York Gemological Guild De 
instruments for our armed forces and we Dr 
expect to attain even greater records to Reelects Its Slate of Officers 
help bring Victory in 1944! All officers of the New York Guild}; 

“But Bulova dealers must also be pre- American Gem Society, were re-elected yy 
pared for a profitable business after the at the January meeting at J. R. Wood&] », 
war by protecting their name and good Sons, Ine. Ei 
will—by tying up with the greatest cam- They are: Harry R. Gerber, Whitef 
paign in the jewelry industry—by build- Plains, president; Edmond Frisch, Ney gy, 
ing up contacts so that when merchan- York, vice-president; F. B. Hawley. §  p, 
dise is again available their goods will Employees of the Benrus Watch Co., Water- Bridgeport, Conn., treasurer, and Mm 
move.” bury Division, on Dec. 22, 1943, presented a Funice R. Hastings, 548 Summit Ave, 

Mr. Ballard stressed the fact that over plaque to Benjamin Ozaroff, general oe Mt. Vernon, secretary. ® 
25 per cent of Bulova announcements ger, in acknowledgment of his efforts - Identification of five “mystery” stone F 
will be devoted to the sale of War Bonds | helping the plant win the Army-Navy "E completed the meeting. F 
and Stamps. | Award. Mr. Ozaroff is shown (left) accept- {at F 

Samuel P. Epstein, vice-president of | '"9. the plaque from Mrs. Winnie Pratt. In- sd 
the company, spoke about the sales policy scribed on the plaque is the tribute—"In Mr. and Mrs. Paul Bloedhorn, Juneihy F 
of the organization and said that Bulova recognition of his leadership, kindness and after 35 years in the jewelry businessig F 
salesmen will start calling on their ac- untiring efforts in our behalf." Alaska, have sold their store to Mr. alg F 
counts in February. : Mrs. George Osborne, also Alaska pit 

Leon Henderson, former chief of the Q. R. Johnson, retail jeweler of Louisi- neers. Mr. Bloedhorn opened his first ¢ 
OPA and now consultant on post-war ana, Mo., has purchased the Stichter jewelry store in Alaska in 1908 at Douk® 
plans to the Biow Co., Bulova’s advertis- building, at the corner of Third and las when the famous Treadwell wik§™ G 
ing agency, addressed one of the ses- Georgia Sts. in that city. It is a three- (called the Glory Hole) was boomimgg G 
sions of the Bulova executives and sales- story structure and contains store rooms, In,1917 ‘he and his wife went to Cord § G 
men. Mr. Henderson stressed the im- offices and apartments. The jewelry store on a similar business venture and j§ G 
portance of constant advertising, on the has been located in one of the ground turned to Juneau in 1931 to open thet « 
ground that only those companies that floor stores since 1905. combined jewelry and curio store. 

F 
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IT’S A MOUSE! 


“THe MouNTAIN hath labored and brought forth a 
mouse.” 

For months the War Production Board has been whis- 
pering that a modification of Order L-45 could be expect- 
ed “very soon now” and the jewelry industry has been 
eagerly and anxiously awaiting the blessed event. The 
modification was finally ushered into the world on Jan- 
uary 15. 

In our opinion, it’s a pretty puny infant. 

True, it allows the industry a little more gold than 
they were previously permitted to use, but it’s still a long 
way from righting the arbitrary and completely unneces- 
sary restriction under which the jewelry trade has been 
laboring ever since last April. 

We said then—and later events have proved it to be 
true—that the war effort would not be helped by the 
restriction, that it would serve no useful purpose, and 
would merely hurt legitimate industry without compen- 
sating benefit. Today, with metals more abundant, and 
with machinery and man power being released by cut- 
backs in the war production program, that statement 
is truer than ever. 

When an injustice has been done, righting that injus- 
tice only part way is not enough. It should be fully 
righted, and that the War Production Board has not 
yet done. 


DON'T RELAX 


JEWELERS wHo have been taking it for granted that 
war time restrictions would disappear at the close of 
hostilities may take warning from a bill that was intro- 
duced last month in the New York State Legislature 
by Senator Baum of New York City. 

Briefly, the bill (Senate No. 71) provides that as far 
as the sale of articles of jewelry priced at less than 
$750 is concerned, the requirement of a one-third down 
payment on all installment sales as now called for by 
Regulation W of the Federal Reserve Board, be made 
a part of the permanent law of the State of New York. 

Note especially the discriminatory character of this 
bill in singling out jewelry as the only item of all con- 
sumer goods on which this requirement is to be imposed. 
Who or what inspired Mr. Baum to introduce the bill 
we don’t know, but there is certainly no excuse for the 
un-American attitude of placing restrictions on one per- 
fectly legitimate line of business while other trades that 
compete with it for the same consumer dollar go unham- 
pered. 

In fact there is no reason for making the requirements 
of Regulation W permanent, even on a basis of equal 
treatment for all lines of business. Some control over 
the extension of consumer credit may be necessary or 
desirable as a war time measure, and is no particular 
_hardship in times like these when consumers have plenty 
of money in their pockets. 
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But these times aren’t going to last forever, 
day business is again going to need the stimulus of 
erately easy terms, and the low income consumer is gop 
to need the aid of his credit. o 

To put both merchant and consumer into a perms a 
strait jacket that cannot be adjusted to fit a 
ditions just doesn’t make sense. 

This bill is likely to be only the first of many p 
posals, not only in New York State but coche 
permanently setting up not only credit regulation by 
other artificial restrictions as well. a 

Jewelers cannot afford to relax their vigilance or 
may yet find themselves saddled with permanent 
mentation. 


POST-WAR NONSENS 


OF ALL THE nonsense that has been talked and writ 
ten about the wonderful things that people are going 
have in the post-war world, it would be pretty hard t 
top an item that appeared on page 24 of Colliers’ f 
January 15. 

In an article entitled “Your Life Tomorrow” Davi 
O. Woodbury (whoever he is) predicts that when # 
war is over, John Q. Public is going to be able to bi 
“the finest watch for a fraction of the cost of tod 
finer time pieces” because instead of the sapphire j 
in the movement “which have made Swiss watches 
famous—and so expensive” they will have the glass be 
ings which have been developed as a war-time subs 
tute for use in some instruments. (The quotations 
Mr. Woodbury’s exact words.) 

Just where he got the idea that it is the syntheti 
sapphire material in the jewel bearings that makes # 
watch expensive, we wouldn’t know. And, of course, to 
a jeweler such a statement is merely a laughable exhibé 
tion of abysmal ignorance. 

But unfortunately most of the millions of Collie 
readers are probably just as ignorant as Mr. Woodbury 
and so are likely to accept his statements as facts. TM 
publication of such wild statements can therefore ha¥ 
some serious effects, because they put into consumen 
heads some completely false hopes that cannot possiil 
be realized, and that may very easily cause difficult 
between the jeweler and his customers. . 

A reputable publication like Colliers’ should be mor 
careful to verify its facts before printing statememl 
whose only result is to create misunderstandings am 
stir up trouble for legitimate business men. 


Editor 
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